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Major Fires In 1959 
Cost More Than In 


Any Previous Year 


Over $356,000,000 Loss on Build- 
ings, Installations, Transporta- 
tion Equipment in 410 Fires 


PRESENTS FIGURES 


‘While 410 Fires "Represent Less 


Be, 


> Americans more 
» history, 
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Than 1% of Total They Brought 
Over 25% of Dollar Loss 


Major fires during the past year cost 
than ever before in 
the National Fire Protection As- 
sociation reported May 11. Over $356,- 
000,000 worth of buildings, industrial in- 
stallations, transportation equipment, 





© forests and other property in the United 








' States and Canada was wiped out in 410 
) “large loss” fires in 1959. 


The total, exceeding the previous 1957 


) high by more than $6,500,000 shows a 


daily loss of close to one million dollars. 
On 73 occasions, one million dollars or 
more went up in smoke in a single fire. 
Only fires with individual losses of a 
quarter million dollars or more are in- 
cluded in the analysis, made annually 
by the NFPA Fire Record Department. 


Over 2,000,000 Fires of All Sizes 


Estimates reported earlier by the in- 
ternational fire safety organization in- 
dicate that in 1959 over 2,000,000 fires 
of all sizes destroyed close to $1,400,- 
000,000 worth of property in the two 
countries. 

Of last year’s 410 major fires, 364 oc- 
curred in the United States, with a loss 
total of more than $331,000,000. The cost 
of meres in Canada was just over $25,- 


While the 410 major fires included in 
the analysis represent in number only a 
fraction of one per cent of all fires dur- 
ing the year, they were responsible for 
over 25% of the entire dollar loss. These 
loss totals, points out the NFPA, do 
not take into account the tremendous in- 
direct waste and consequences of fire 
which cannot be measured in money. 

Of the 410 fires reported, 340 in- 
volved buildings of all types, refineries 
and outdoor industrial facilities, with 
total losses of $179,363,000. There were 
47 major transportation fires, all but one 
involving aircraft. The dollar loss was 
$138,990,000, and these accidents were re- 
sponsible for 135 fatalities. Linn cost of 
23 big forest fires was $38,069,500 

A rise in large losses occurred in all 
Principal classifications, according to the 


(Continued on Page 32) 
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Manhattan Casualty Company 


156 WILLIAM STREET, NEW YORK 38 
BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 
The Gotham Life Insurance Company 
Of New York 


LIFE GROUP ACCIDENT & HEALTH 














SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 


with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 


(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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Agency Leaders Of 
John Hancock Hold 
Meeting In Montreal 


Production Club,  ‘“‘President’s 
Round Table,” Feature of New 
Merchandising Program 


PLAN MAJOR FUTURE ROLE 


President Byron K. Elliott Promises 
Company Will Supply Services 
For “Great New Age” 

















By CLarENcE AXMAN 


Montreal—A new top production club 
of John Mutual Life, 
Table, was announced 


Hancock called 
President’s Round 
here this week at the dinner of the com- 
pany’s agency leaders. Qualifications for 
membership are based on an annual pre- 
mium of $20,000 plus 25 lives plus a vol- 
ume of $1,090,000. 

This is another step in the program of 
Hancock 


merchandising 


for further development of its 
the objective 
greater emphasis 
insurance 


operations, 
of which is placing of 
on selling of for its funda- 
mental purpose of constant protection of 
policyholders. In brief, 
effort to demonstrate that 
surance is a long term 
grows more valuable with each 
year. Members of the new Round Table 
will consist of agents who have proved 
by their records that their comprehension 
of the significance of life insurance has 
been widely communicated by them in 
their territories and has had general 
acceptance. 


See High Standards For Agents 


there must be a 
constant in- 

which 
passing 


contract 


The company believes that the success- 
ful agent of the future will be a pro- 
ducer who will not be satisfied with a 
routine sales activity; who will not have 
fallen into a rut and not tried to emerge 
from it; who will be an ambitious, pro- 
gressive, intelligent, industrious field man 
who will make more use of his talent and 
follow through by aid of his individual 
planning and execution; one not entirely 
dependent on the general agent for too 
much time and suggestion. Keynote was 
sounded by President Byron K. Elliott 
when he told the leaders: “You are the 
architects of your own success.” 

The company has already made a num- 
ber of changes in its operation activity 
by having appointed nine new general 
agents since January 1; has made a num- 
ber of additional regional superintend- 
ents; and a year or so ago issued a set 
of new policy contracts. 

Attending the convention which started 
with a meeting of 100 general agents are 
550 field leaders. 


Elliott Sees Great New Age Ahead 


Life insurance will play an increasingly 
important role in the fascinating world 
of the future, President Elliott told the 
agency leaders meeting, 

“Discovery and adventure are the spe- 
cial province of self-reliant, enterprising 
men and women—individuals who pride 
themselves on standing on their own two 


(Continued on Page 4) 
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Conventions can be a rewarding experience for the 
Hancock man who qualifies to attend. 


They provide him with the valuable opportunity to 
meet other men who do the same work; to share 
experiences with them; to profit by exchanging ideas 
with them. 


...the man who sells John Hancock 





He learns new approaches to life underwriting from 
some of the company’s—and the entire insurance 
field’s — most successful men. 


These company gatherings at fine vacation resorts 
are good for the morale of the man who sells John 
Hancock — most important, though, they’re helpful 
and memorable experiences at regular intervals dur- 
ing his career. 
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ASSOCTATION OF LTFE INSURANCE. COUNSEL 








Willis H. Satterthwaite, vice presi- 
dent and counsel, Penn Mutual Life, 
was elected president of Association of 
Life Insurance Counsel at annual meet- 
ing of the Association held in White 
Sulphur Springs this week. 

A Philadelphia lawyer and a good 
Quaker battler for the interest of all 
life insurance policyholders, Mr. Satter- 
thwaite joined the law department of 
Penn Mutual Life in 1935 as assistant 
counsel. Becoming counsel in 1949 and 
vice president and counsel in 1955 he 
has played a large part in life insurance 
legal matters and in many executive 
problems. In 1955 he was chairman of 
the American Life Convention Legal 
Section and this year is chairman of 
the ALC-LIAA Joint Legislative Com- 
mittee. 

Family’s Legal Background 

A 1928 Yale graduate, he received 
his LL.B. degree in 1931 from the Uni- 
versity of Pennslyvania and then en- 
gaged in general practice of law in 
Philadelphia until 1935. He has a family 
legal background as his father, a Tren- 
ton lawyer, was for many years a lead- 
er of the New Jersey bar. His older 
brother, Linton, practiced a few years 
in Trenton and New York before aband- 
oning the law for American archeology, 
which now involves diggings in Guate- 
_f mala for the University of Pennsylvania 
F Museum. 

Mr. Satterthwaite’s son, Ridgway, a 
1958 Trinity graduate, is now finishing 





































Life Counsel Elects Satterthwaite Pres. 








WILLIS H. SATTERTHWAITE 


a two-year stint with the American 
Friends Service Committee at a post 
near Mexico City. His two daughters 
are Ellen W., who graduates from Smith 
next month, and Ann who attends Ger- 
mantown Friends School. 


A legal associate of Mr. Satterthwaite 
made this observation to The Eastern 
Underwriter: “Those who have worked 
with Willis know well the thorough- 
ness of his approach to important sub- 
jects and the soundness of his judg- 
ments. That which he undertakes, he 
accomplishes. And what’s more, de- 
cisions made along the way are care- 
fully recorded in his memoranda for 
the file. Future historians of life in- 
surance will rejoice in his carefulness 
on this score. 

“Ever willing to carry more than his 
share of the load, Bill has been spokes- 
man for life insurance before Pennsyl- 
vania Legislative committees and active 
on the national scene in tax and other 
matters. He and his wife, Peggy, en- 
joy the simple life, but both will take 
endless trouble to ease the paths of 
their friends.” 


Prominent in Society of Friends 


Outside of insurance Mr. Satter- 
thwaite has been clerk of the Abington 
Monthly ‘Meeting of Friends and has 
served the Society of Friends in many 
ways, including chairmanship of the 
committee in charge of George School 
at Newton, Pa., of which he is an alum- 
nus. 

While at University of Pennsylvania 
Law School in his senior year (1930-31) 
one of Mr. Satterthwaite’s instructors 
was ‘Robert Dechert, general counsel 
of Penn Mutual and formerly counsel 
of U. S. Department of Defense. Inci- 
dentally, it was Mr. Dechert who per- 
suaded Mr. Satterthwaite to join Penn 
Mutual Life. 











Robert B. Ely, III, general counsel 
' Life Insurance Association of America, 
was one of the speakers discussing 
“Escheat in Life Insurance” at meeting 
of Association of Life Insurance Coun- 
sel in White Sulphur Springs May 9. 
Mr. Ely said that present state of 
escheat laws is far from satisfactory 
either from the standpoint of life in- 
surance or of other business. Recent 
trends in legislation and judicial discus- 


the 


y to 


Vare | sion are not encouraging. 
While there has been nearly universal 
Jeas § adoption of the Model definition of life 


' unclaimed proceeds in the terms pro- 
' posed by the industry there is an al- 
most complete lack of statutory pro- 
visions making the sole type of un- 
claimed property with which life in- 
surers need be concerned. On the con- 
trary, nearly every state asserts a right 
to succeed to escheat, or take into pro- 
tective custody any and all other kinds 
of ownerless or unclaimed property. 

_ This difficulty is aggravated in those 
jurisdictions in which the bar of the 
aie eee 


Speakers At Tax Panel 
An informal panel of life insurance 
companies on the Federal income tax 
was held at the Life Counsel meeting 


ch 


rom 
nce 











orts 


ohn in White Sulphur Springs with Otis 
ful Lamont Frost, Jr. as moderator. He is 
p associate counsel of Occidental Life of 
Jur- California. Topics discussed were bene- 


ft plans for company employes and 
agents—income and deductions—Edwin 

Jones, counsel, New York Life; de- 

posit administration funds—reserves or 
Interest bearing obligations—Stuart Mc- 

arthy, associate counsel, Equitable So- 
ciety; assets—more or less—Gerhard A. 
Munch, assistant general counsel, Mu- 
tual Of New York; and amortization of 
Premiums—William ‘“L. Wilkinson, asso- 
ciate counsel, Connecticut General, 












Unsatisfactory Status of Escheat Laws 


Robert B. Ely Notes Almost Complete Lack of Legislative 
) Provision on Sole Type of Unclaimed 
Property 


statute of limitations has ben removed, 
and in which it ‘has been held that 
escheat and custodial taking laws may 
be applied retrospectively. 


Each State Wants Possession 


The second and more serious concern 
the said is increasing prevalence of laws 
‘by which each state seeks to lay hands 
without restraint on all property own- 
erless or unclaimed with which it may 
have any plausible “contact” wthout re- 
gard for conflicting and superior claims 


of other states, and with inadequate 
safeguards by way of provisions to 
hold harmless, reimburse or protect 
holders caught in the middle of any de- 
mands and suits by more than one state. 
Mr. Ely saw need of judicial relief 
at the Federal level through a Supreme 
Court decision of the U. S., defining 
what state, alone, has the exclusive 
right to inherit, escheat or take into 
custody each type of ownerless or un- 
claimed property. He also saw need of 
judicial relief at the state level along 
similar lines as well as some legislative 
relief through Congress, as by an Act 
under its authority over interstate com- 
merce, leaving it to each state to deter- 
mine which property to inherit, escheat 
or take into custody, but prescribing 
tules for the solution of multi-state 
claims against a holder engaged in in- 
terstate commerce, or arising out of a 
transaction in such commerce. 





Tuck’s Praise of Can. Superintendents 


In an address before Association of 
Life Insurance Counsel in White Sulphur 
Springs John A. Tuck, general counsel 
of Canadian Life Officers Association, 
gave a comprehensive description of the 
current revision of uniform life insurance 
act of the Canadian Provinces. This re- 
vision under consideration for more. than 
five years, and put in final form by the 
Superintendents of Insurance at their 
Conference last September, has now 
passed in four provinces and was pre- 
sented this week to the legislature in a 
fifth province. 

Mr. Tuck traced Canadian uniform 
legislation to that enacted 35 years ago 
and the amendments made -since then. 

“The erection and maintenance .of .uni- 
formity by the Superintendents Associa- 
tion Mr. Tuck declared has been of the 
greatest benefit to the insuring public, 
their. beneficiaries and to the life insur- 
ance companies. 


High Praise for Canadian Department 
hiefs 


The speaker paid a warm tribute to 





the insurance supervising officials in 
Canada. Along this line he said in part: 

“We are fortunate in having some very 
able men in the Association of Superin- 
tendents of Insurance. They are all civil 
servants and while death and retirement 
take their toll of civil servants as well 
of political appointees the average length 
of time in office of the current Superin- 
tendents is about 12 years. Two of the 
Superintendents have been in office for 
23 years. 

“Many of our Superintendents are 
senior civil servants holding the rank of 
Deputy Ministers; that is, they are 
deputies to members of the Cabinet and 
the permanent heads of the Insurance 
Departments. In most cases the Superin- 
tendents hold additional important posts. 
E. B. MacLatchy, for instance, the New 
Brunswick Superintendent and Chairman 
of the Superintendents’ committee on 
life insurance legislation, has been in 
charge of the work on the revision also is 
Deputy Attorney General for his prov- 
ince, 

(Continued on Page 8) 





Deposit Handling of 
Group Annuity Funds 


STUART McCARTHY VIEWPOINT 





Reserves or Interest-Bearing Obligations 
Discussed by Associate Counsel 
Of Equitable Society 





In a tax panel at White Sulphur 
Springs, Stuart McCarthy, associate 
counsel of Equitable Society, discussed 
at Association of Life Insurance Coun- 
sel convention the subject of deposit 
administration funds—reserves interest- 
bearing obligations. 

The speaker said that attention has 
been focused on the treatment for Fed- 
eral income tax purposes of deposit 
administration funds under Group an- 
nuity contracts primarily because of 
the provisions of the life insurance 
company income tax act of 1959 which 
in effect exempt from tax the investment 
income earnings on “pension plan re- 
serves.” Deposit administration con- 
tracts generally provide for the accum- 
ulation of considerations paid by the 
contractholder at a specified rate of 
interest and the application of such 
accumulation to provide life incomes 
for employes as they reach retirement 
age based upon a guaranteed scale of 
immediate annuity rates. The most com- 
mon form of contract now in force pro- 
vides with respect to each dollar paid 
a guaranteed interest accumulation rate 
and a guaranteed annuity rate for ap- 
plication of the accumulated considera- 
tions. The initial guarantees usually 
apply to the considerations paid in the 
first five contract years and may be 
changed thereafter but a new basis 
would still involve mortality and in- 
terest commitments as to further con- 
siderations paid. 

Such contracts provide that the con- 
tract holder is required to provide an 
annuity for each employe as he reaches 
retirement age so long as accumulated 
considerations are sufficient. When is- 
sued by mutual companies, such con- 
tracts provide for participation in the 
divisible surplus of the insurer. 


Earnings on Pension Plan Reserves 


There is no dissent from the proposi- 
tion that insured plans using the deposit 
administration mechanism are within 
the category that Congress intended to 
benefit by the exemption. It is not an- 
ticipated that technicalities will be per- 
mitted to defeat this intention. The 
question is whether these funds should 
be counted as “pension plan reserves” 
like other Group annuity contract re- 
serves or whether approximately the 
same effect is to be obtained through 
a different approach. 

The “pension plan reserves” whose 
earnings are entitled to the exemption 
must be “life insurance reserves” as 
defined in Section 801(b), IRC. Under 
definitions substantially similar to that 
now contained in Section 801(b), most 
companies issuing deposit administration 
contracts have consistently treated de- 
posit administration funds as part of 
the life insurance reserves over a pe- 
riod of perhaps 30 years. During much 
of this time, however, when the sec- 
retary’s ratio was in effect, this treat- 
ment did not have the specific tax con- 
sequences for a particular company that 
it does under the 1959 Act. 

The correctness of the classification 
of these funds as part of the life insur- 
ance reserves seems to be clear provided 
it can be shown that thev are computed 
on the basis of recognized mortality 
tables and assumed rates of interest. It 
can be demonstrated that such a com- 
putation can be made although in prac- 
tice a direct method is generally used 
which does not involve a detailed and 
complicated computation method. 


(Continued on Page 8) 
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Travelers Public Information and 


Advertisement Department Changes 


Five promotions in The Travelers In- 
surance Companies were announced by 
President J. Dovle DeWitt, following 


the 


hly meeting of 





WALTER M. HARRISON, JR. 

nation and advertis- 
r M. Harrison, Jr., 
A mabe sing; Colin 
George 


pub- 


In the 
ing depart 


public infor: 
nent, Wal 
was named manager, 
Simkin, manager 
Malcolm-Smith, 





sales service; 
associate manager, 


™~™ 





COLIN SIMKIN 





lications; Fred W. McDonald, assistant 
manager, public information 
Arthur W. Bradley, office manager at 
Springfield, Mass., was named branch 
fice supervisor in the branch office ad- 
ministration lepartment 
Mr, Harrison joined The Travelers in 
194) and was named assistant manager 
in 1952. He received his A.B. degree 
from the University of Oklahoma and 
us M.S. degree from the ‘Columbia 
Graduate School of Journalism. Prior to 
World War II he served as a reporter 
on the Daily Oklahoman in Oklahoma 
City and the Chronicle in Houston, 
Texas He also had been associated with 
ae stations WKY in Oklahoma City 
1 KL 7 in Denver, Colo. Mr. Harrison 
is a former president of the Advertising 
Cc Hartford, has served as pub- 


‘ity chairman of the Community Chest 


Campaign and is a member of the board 
of the Volunteer Bureau of Hartford. 
Mr. Simkin joined The Travelers in 
1919 er service as a staff member of 
the Hartford Sunday Courant. He was 
nam assistant manager of the public 
information and advertising department 
in 1948 ‘He j is the author of two volumes 


board of di- 


on Currier & Ives. He originated and 
still directs the production of the well- 


known Travelers Currier & Ives wall 


calendar, reported to be the largest cal- 


Mr. 


endar order in the world. Simkin is 





GEORGE MALCOLM-SMITH 

a charter member of the Life Insurance 
Advertisers Association, and serves as 
chairman of its advertising research com- 
mittee. He has served on numerous com- 
mittees for the Community Chest, New- 





FRED W. 


McDONALD 


ington Home For Crippled Children, 
Newington, Conn., Connecticut Council 
of Churches and other community pro- 
jects. 

Mr. Malcolm-Smith joined The Trav- 
elers in 1929 after service as a reporter 
and artist for the Hartford Courant and 
the Waterbury Republican. He was 
graduated from Trinity College and is 
the author of six novels and numerous 
magazine articles. One novel, “Slightly 
Perfect,” became a_ successful Broad- 
way musical comedy called “Are You 
With It?” and also a movie. Another 
novel, “The Square Peg” was also pur- 
chased for motion picture production. He 
is the editor of The Travelers “Protec- 
tion,” oldest company magazine in the 
country. 

Mr. McDonald joined The Travelers in 
1956. He previously had served as a re- 
porter on the Bangor Daily News in 
Maine for ten years and for two years 
was an agent for another life insurance 
company. He received his B.A. degree 
from the University of Maine. April of 
this year, he was re-elected national vice 
president of the American Public Rela- 
tions Association, is vice chairman of The 


President’s Round Table 
Formed By John Hancock 


Montreal—The creation of a Presi- 
dent’s Round Table for outstanding 
members of the general agency organi- 
zation of John Hancock Mutual Life was 
announced this week at the annual Agen- 
cy Leaders’ meeting of the company he!d 
at the Queen Elizabeth Hotel. 

In making the surprise announcement, 
Byron K, Elliott, president of the John 
Hancock, presented medallions to forty- 
one men who unknowingly qualified as 
charter members of the newly formed 
organization. Membership in the Round 
Table is determined on the basis of pro- 
duction and general excellence of per- 
formance, 

“We at the home office cannot fully 
share the inner warmth and_ personal 
gratification which you in the field derive 
from direct service to your clients. We 
are, however, keenly aware of your ac- 
complishments and it is with great satis- 
faction that I note the establishment of 
the ‘President’s Round Table’ as your 
new top producers’ club,” Mr. Elliott told 
the group. 





Reinsurance Supervisor 
William E. 


Hunt has been promoted 
to supervisor 


of reinsurance underwrit- 


ing according to E. F. Brewer, senior 
vice president in charge of home office 
underwriting, Republic National Life, 
Dallas. 

In connection with this promotion, 
Malcolm Thomas, vice president, rein- 
surance underwriting, cited Mr. Hunt 


for his ability to “grow with the grow- 
ing” volume of the reinsurance opera- 
tion. 

The new supervisor has been active 
in the field of insurance underwriting 
for fifteen years and has served the 
industry in both the United States and 
Europe. He joined the underwriting di- 
vision of Republic National Life in 1956. 





S. D. Rosan Agency Moves; 
Now at 136 William Street 


The Samuel D. Rosan Agency, Inc., 
Continental Assurance, is now located 
in new offices at 136 William Street. 
The Rosan Agency was formerly lo- 
cated at 14 Maiden Lane. 





General American Leaders 


The W. Stanley Stuart Agency, Gen- 
eral American Life, St. Louis, sold more 
individual life insurance during March 
than any of the company’s other agen- 
cies. 

The other top agencies, in 
their qualification, were the Chauncey 
H. Gregg Agency, St. Louis; Cochran- 
Lowry Agencies, Kansas City; Adam 
Rosenthal Agency, St. Louis; Michael 
Chamberlain Agency, San Diego; Fred 
F. Sales Agency, St. Louis; Kamaaina 
Agencies, Honolulu, Hawaii; S. J. Fisher 


order of 


Agency, San Antonio; J. O. Ogle 
Agency, Birmingham; and H. J. Pells 
Agency, Denver. 


Ostrom At Minneapolis 


Oscar P. Ostrom, Jr., has been ap- 
pointed superintendent of agencies for 
Minneapolis and southern Minnesota 
by Western Life, an affiliate of the St. 
Paul-Western Insurance Companies of 
St. Paul. 





Greater Hartford “People To People” 


Council and chairman of The Greater 
Hartford Community Ambassador As- 
sociation. 

Mr. Bradley joined The Travelers in 


1951 and has served in branch offices 
in Detroit, Syracuse. Charleston and 
most recently, Springfield, Mass., where 
he has been manager since May, 1959. 
He was named assistant office manager 
in 1956 and office manager at Charleston 
in 1957. He received his A.B. and M.A. 
degrees from University of Michigan. 


Hancock Agency Leaders 


(Continued from Page 1) 


feet. And that means men and womel 
who intend to take care of their oy 
and handle their own affairs—men a 
women who will want and need life jf 
surance,” said Mr. Elliott. 

He added that there will never be 
substitute for the life insurance 


agen 


BYRON K. ELLIOTT 


system. “You and your fellow agent 
have an essential quality for the selling 
of life insurance for which there ca 
never be a substitute. That is your abilit) 
to assess your clients’ needs in the light 
of your individual experience and under 
standing; to create a program exact) 
suited to his requirement; and, above al 
to paint for him a word picture of th 
future that will convince him of his nee 
for the plan you have suggested. 

“We intend to play the major role it 
this great new age,” Mr. El iott contin- 
ued. “We will provide the new life insur- 
ance services its changing needs will re: 
qire. Through our investments, we wi 
supply a substantial share of the finan- 
cing it will need to make its promis 
come true. And we will continue to insur 
the security and independence of Ameri- 
can families with a combination of grea! 
financial strength and human_ under- 
standing.” 





New Post for DeFeo 


Richard DeFeo has been promoted to 
assistant electronic data processing man- 
ager at the New England Life. A grad: 
uate of Northwestern University he 
joined the company in 1947, After serv: 
ing two years in the Navy he became 
production supervisor in New England’: 
machine section and last year was made 
production scheduling supervisor. 


Houston General Agent 


John O. Wiggins thas been appointed 
a general agent in the Houston multiple 
agencies of General American Life 
Formerly with The ‘Prudential in Hows 
ton, more recently he served as 
ate manager in that company’s agency, 
and in 1959 his five-man agency pro 
duced $2,300,000. 


associ- 





Midland Mutual Gains 


An all-time monthly high in the sale 0 
new Accident & Sickness insurance wa’ 
set in March by the field force of Mid 
land Mutual Life. Total premiums & 
ceeded the previous record estab! ished in 
April, 1959, by 19.1% and topped March 
1960, was the third — month in com 
pany history, with' volume exceeding the 
figure for the same month last year bY 


24.9%. 
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CUT OUT AND SAVE...1T'S WALLET-SIZE 






; Extra Values for 
' ' Sub-standard Cases 


: Your sub-standard case may be eligible 
to get insurance with his entire premi- 
um earning cash values and dividends! 

i Get the facts on our “years-to-age rat- 

ings”—now available—to help you offer 

a hard-to-ignore extra selling (and 

service) value to your rated cases. 


Specific informa- 
tion and illustra- | 
tions are yours for i 
the asking...all 
backed by the 
reputation of one j 
of the great old- 
line companies in | 
the world. 1 





| As close to you as your telephone | 


| Matt Jaffe Associates, Ltd. | 


1 431 FIFTH AVENUE,N.Y. «+ MU 4-5779 i 
i General Agents I 
j The Canada Life Assurance J] 
{ Company, Toronto,Canada J 


Gotham Agency Manager 





JAMES N. 


MAZZEO 
Phoenix Mutual Life, Hartford, has 
announced the organization of its Group 
operation in the metropolitan New York 
area, 

James N. Mazzeo 
manager of the 


has been named 
companys New York 
Gotham Agency. Located at 2 Park Ave- 
nue, this agency will peneiae in Group 
sales excl lusively, developed through bro- 
kers and company representatives. 

Mr. Mazzeo, prior to joining Phoenix 
Mut ual in 1959, was director of Group 
sales for U. S. Life. He will be assisted 
by district Group supervisors, Robert 
K. Griffin and Michael D. Drew. 

District Group representatives 
ciated with the agency are: James F. 
Coakley, Ralph J. Gagliardi, John A. 
Judge, Richard E, McBride and Vincent 
S. McGeehan. 

Phoenix Mutual 
line of 
interest is 


asso- 


offers a broad 
Group coverages. Of particular 
the “Phoenix Special” plan 
providing Group major medical coverage 
superimposed - Blue Cross/Blue Shield, 
for groups with as few as ten employes. 


now 


Isaac Kibrick Feted 
On Dual Anniversaries 


GIVEN A _ RECEPTION, DINNER 


New York Life Agent Celebrates 75th 
Birthday, 45th Year With Company; 
Honored by 45- ~day Sales Campaign 
Isaac S. Kibrick, 

ly $30 million of 


who has written near- 
insurance since he left 
Mass., 
York Life 
honor May 12 at 
dinner at the Harvard 
Club in Boston marking his 75th birthday 
and 45th anniversary with the company. 
New York 


honor for one 


a job as a shoe-cutter in Brockton, 
to become 
in 1915, 


a reception 


for New 
guest of 
and 


an agent 
was 


In 1935 he was president of 
Top Club, 
agents. 
Several home-office marketing officials 
of New York Life attended, including 
Dudley Dowell, executive vice president 
and chairman of the executive committee, 
and James D. Dunning, former North- 
eastern Region vice president in Boston 
who now is in charge of sales manage- 
ment for the eastern half of the United 


Life’s 
of its 


highest 


States. 

A 45-day sales campaign, now being 
held in honor of Mr. Kibrick by the 
company’s two Boston general offices 


and the Commonwealth general office in 
Waltham, has surpassed its goal of $7.5 
million of new business, Robert S. Hus- 
sey of Boston, regional vice president of 
company, said, 

Mr. Kibrick came to the United States 
in 1906, after fleeing Russia to escape 
imprisonment following the 1905 revolu- 
tion. He settled in Brockton a few years 
later, working as a_ shoe-cutter and 
studying law evenings at Northeastern 
University. He originally became a life 
insurance agent to supplement his in- 
come, but devoted his full time to it 
shortly after signing his contract with 
New York Life. His involvement in civic 





ISAAC S. KIBRICK 


activities increased with his 
an agent until, in 1925, he had become 
so prominent in Brockton affairs that 
leaders of the community held a dinner 
in his honor. 

His lapse 
years has 


success as 


ratio during 
averaged consistently about 
1%. He is now chairman of NALU’s 
Special Committee on the Aging. His 
son, Herbert, was president of the Top 
Club last year. 


the past 45 


Seaboard Life Expanding 


Seaboard Life of Miami, Fla., has been 
admitted to do business in Massachusetts 
and Washington State, bringing to fif- 
teen the number of states the company 
is opers iting in, 











We’re Open for Business! 











R. J. KEANE, Ine. 


110 East 42nd Street, New York 17 
PHONE: YUkon 6-0230 


Proudly announces its appointment as 


GENERAL AGENTS 
by the following companies exclusively 
for Accident and Sickness coverages: 
AMERICAN CASUALTY CO. of READING 


MASSACHUSETTS CASUALTY INSURANCE CO. 
of Boston, Mass. 


AETNA INSURANCE CO. of HARTFORD 
PEERLESS INSURANCE CO. of KEENE, N. H. 





Complete Accident and Sickness Facilities are available 
to Insurance Brokers and Agents. Consult us on any case, no 
matter how small or how large! 








Associate 





or 
Assistant Actuary 


We wish to hire a person with 
formal actuarial education and 
preferably with Associateship 
standing in the Society of Ac- 
tuaries, Duties initially would be 
in the Ordinary and Accident & 
Sickness areas, with later em. 
phasis in the Group Insurance 
area. Competitive salary, liberai 
fringe benefits, ample opportun- 
ity for rapid advancement. 


THE 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS 16, OHIO 














Adopts Plan to Change 
Ordinary to Annuitie 


Northwestern Mutual Life has adopte/ 
a procedure whereby trustees of pensio: 
and profit-sharing funds can chang 
Ordinary or 65-life policies to retire. 
ment annuities as members of the trus 
reach retirement age—through sid 
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funds built up for the purpose of paying 
the cost of such change. 
At the same time, the 


change-overs in its pension trust busi-| 
ness and has established a guaranteed 
interest rate on deposits to the policy 
change funds. 

“With the Ordinary or 65-life policies 


the trusts can maintain the same amount 
of insurance protection as_ throughouw 
most of the period to retirement, an( 


with the aid of the side fund, the same 
retirement benefits for employe policy 
owners,” states Actuary Victor E, Hen- 
ningsen. “But they can now better pri 
tect themselves against the effect 
high employe turnover.” 

Mr. Henningsen explained that a re- 
tirement income or annuity policy, whic! 
builds up higher cash values than w 
Ordinary or 65-life policy, requires 
higher premium payments through the 
years than the life form of policy. The 
employer who turns over a policy to a 
employe who quits or changes job 
transfers a larger cash value under tht 
retirement annuity policy than under: 
life plan. Hence under the life plans 
the employer’s cash outlay will be re- 
duced for these terminating employes 

Through use of the policy change 
fund built up on the side, the trust wil 
have the funds available for the em 
ployes who remain until retirement age 
to change the Ordinary or 65-life po: “icies 
to retirement annuities at retiremet! 
time. 

Northwestern Mutual will pay a guar 
anteed minimum rate of 214% interes 
compounded annually on money de- 
posited in the fund, and the fund wil 
also share in interest dividends. 

The basis of policy changes has bee! 
the difference in cash values between tht 
retirement annuity and Ordinary or 6& 
life policies plus a charge of 5%, This 
charge is now being reduced to 3Y, 2%. 





Fort Wayne General Agent 
Mutual Benefit Life has appointe! 
Clyde L. Mitchell general agent at For! 


Wayne succeeding Harold E. Buchana! 
CLU, who will devote full time to pe 


sonal production. 


| 
company has} 
significantly reduced its charge for such 





Mr. Mitchell has been district mat 


ager for John Hancock Mutual Life for 


several years at: Fort Wayne. He is @ 


past president of the Fort Wayne Ger 


eral 


Agents and Managers Associatio! 
and 


the Life Underwriters Associatiot 
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EDWARD O. GORDON 


Edward O. Gordon has been appointed 
manager in Wildwood, N. J., for Frank- 
lin Life of Springfield, I]. 

Beginning his insurance career in 1956 
as a debit agent with Metropolitan, Mr. 
Gordon became their first representa- 
tive in South Jersey to place over $1,- 
000,000 of insurance in a 12 month period. 
For the past year he has served as as- 
sistant manager in that company’s Wild- 
wood. N. J. office. 





Western & Southern Passes 


$5 Billion in Force Mark 


Western and Southern Life now has 
more than $5 billion of insurance in 
force. This important milestone in the 
company’s history was achieved during 
the week of April 20, William C. Safford, 
president, announced. 

Assets of Western and Southern Life 
passed $1 billion at the end of 1959, 
Record progress and growth was un- 
precedented in the company’s experience 
ia recent years. 

In 1957, the company had approxi- 
mately $3 billion of insurance in force. 
Today the company is heading for the 
$5 billion mark. During this period the 
company’s growth has so accelerated 
that assets and insurance in force in- 
creased more than during the entire 
first 55 years of operation. This repre- 
sents 40% of the company’s total growth 
in its 72 years of service to the public. 

Since 1957 Western and Southern ex- 
panded its operations from coast to coast 
and from the Canadian to the Mexican 
borders. 

This record expansion necessitated the 
construction of a seven-story addition 
to the home office building which will 
cost $3 million upon completion. In 
Los Angeles, a new $4 million building 
was recently completed. The five-story 
Structure is the company’s western re- 
gional office and is serving policyholders 
throughout the western states. 

Western and Southern is licensed to 
Operate in 42 states and the District of 
Columbia. From the home office at 
Cincinnati, the company operates region- 
al offices at Los Angeles, St. Louis, Hous- 
ton, Jacksonville, Asheville, N. C., and 
Philadelphia, Western and Southern 
policyholders, numbering in excess of 
6,500,000 are served by 8.500 trained 
Personnel in the home office, regional 
ofces, and the more than 300 sales and 
Service offices throughout the nation. 





CRAFTSMAN LIFE DIVIDEND 


Directors of Craftsman Life declared 
the regular quarterly dividend of 10 
cents a share on both the old and newly 
issued shares of common stock, payable 
June 30 to stockholders of record June 
vd Dividend to be paid on full shares 

ily, 


CHARLES B. BRADLEY DEAD 





Former General Counsel of The Pruden- 
tial Retired in 1944; Active in 
Newark Affairs 


Charles Burnet Bradley, 77, who 
served the Prudential as general counsel, 
died Saturday at his home in Convent, 
N. J. 

A naval officer in both World Wars, 
he was stationed in Rome following 
World War I as a naval attache, and 
during the second conflict served with 
the 8th Fleet throughout its Mediter- 
ranean campaign. 


Mr. Bradley was educated at St. 
Mark’s School, Southborough, ‘Mass., 
Harvard College and Harvard Law 


School. After being graduated from the 
latter in 1907, he started practicing in 
Jersey City. He retired as Prudential’s 
general counsel in 194, 

A member of the Union Club of New 
York, Mr. Bradley also was a past presi- 
dent of the New Jersey Historical So- 
ciety, and a_ trustee of the Newark 
Museum, the Newark Eye and Ear In- 
firmary and of the Seamen’s Church In- 
stitute. 

Two children survive: Mrs. Crawford 
C. Madeira, and Charles B. Bradley Jr. 


U. S. Life Agency in Fresno 


Gordon E. Crosby, Jr., vice president 
and director of agencies for United 
States Life, has announced the appoint- 
ment of the S. F. Riebel Agency in 
Fresno, Cal. The principal of the agency 
will be S. F. Riebel. He entered the life 
insurance business as an agent in 1951. 
He soon became a supervisor and later 
attended his company’s general agency 
school, returning to the field as general 
agent in 1954. 

During the past four years, he has been 
a general agent for State Mutual Life, 
first in Oklahoma City and later in 
Fresno. 





“Looks like Republic National Life has scored another FIRST, Charlie.” 


Republic National Life Now Offers 


AGENTS — GENERAL AGENTS — BROKERS 


*30,000.0 


NON MEDICAL LIMITS 


After pioneering and testing $25,000.00 Non- 
Medical Limits for seven years R.N.L. is further 
increasing its sound program of liberal under- 


writing. 





THREE 


| bet we'll be posting 


BILLION 


Life Insurance in force in RECORD TIME.” 





REPUBLIC NATIONAL LIFE edccwce Company 010s, 104s 


LIFE e ACCIDENT e 


SICKNESS 


e MEDICAL AND SURGICAL REIMBURSEMENT © HOSPITALIZATION 
GROUP e PENSION @ FRANCHISE e BROKERAGE @ COMPLETE REINSURANCE FACILITIES 
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MOST WORK AT 10% EFFICIENCY 


Paul Hill of R.&R. Service Tells Indian- 
apolis A. & H. Assn.; Offers Ten 
Efficiency Suggestions 








“Psychologists state that most of us 
york at 10-11% of efficiency,” Paul Hill, 
CLU, assistant vice president, Research 
& Revi service told members of the 
India \ & H. Association at its 
April 11 meeting 

“Yet just ten simple steps would come 
close to doubling our efficiency rate,” he 
declared 

Mr. Hill listed the following steps to 
increase working efficiency: 


(1). Setting a goal 


into 


and 


evel 


breaking it 
days; (2). 
up-graded ; (3) 


weeks or 
mstantly 


lown 


' } 
Keeping goals Co 








keeping abreast of new unde oq op 
techniques; (4). not being afraid to be 

salesman; (5), not being afraid of the 
prospect with a big problem; (6) reading 
something motivating every day; (7) 
planning the day’s and the week’s work 
in advance; (8). being willing to pay the 


price develop a professional concept; 
(9). giving something of yourself to 
every prospect. 
His tenth step was “to learn what 
health insurance actually is—not a fold 
f paper but food, clothing, shelter, med- 
ical care, and independence.” 
Robert W. Osler, president of Under- 
writers National of Indianapolis, chair- 
he annual meeting June 3 of the 
ate Accident & Sickness As- 





= 
‘iati ‘rep rted to the Indianapolis 
Association that details for a special pro- 
gram for wives attending June 3 meeting 
are nearly completed 


duction for deductions attributable to the 
non-qualified plan, 

Some of the problems arising out of 
past funding were also reviewed. 
These related to expansion of benefits, 
changes 


service 


on interest rate assumptions, 
strengthening of mortality or disability 
tables altering the methods of funding. 


Individual deferred compensation plans 
were also discussed. 


Prudential Promotions 


The Prudential has announced the 
promotions of Thomas W. Ward to dis- 
trict Group supervisor in its Pittsburgh 
Group office and of Ernest F. Kachline 
to sales manager of Group pensions in 
its Philadelphia Group office. 

Mr. Ward joined the home office staff 
in 1952. Later he served in Philadelphia 
and Newark Group offices. He had been 


district Group manager at Pittsburgh 
since 1958. 

Mr. Kachline was a member of the 
home office staff from 1951 to 1955. He 


subsequently served in Group office at 
Rochester and Buffalo and was assigned 
to Philadelphia in 1959, 


APPOINT HENRY McCONAGHY 


Franklin Life of Springfield, Ill., has 
announced the appointment of Henry 


McConaghy as distri 
son, N. J. Mr. 
CLU degree in 


ct manager in Pater- 
McConaghy, awarded the 
1954, entered the insur- 
ance field in wee Prior to joining 
Franklin, he was taff manager for The 
Prudential’s ean N. J. office. 








LIFE 
ACCIDENT ¢ HEALTH 


HOSPITALIZATION 








plain why it has been possible to reach 
agreement on changes in the Life Insur- 
ance Act every decade or so.” 





Thore on Tax Situation 

Addressing the Association of Life In- 
surance Counsel at White Sulphur 
Springs this week, Eugene M. Thore, 
vice president and general counsel of the 
Life Insurance Association of America, 
reviewed the tax situation at Washing- 
ton 





Named PR Assistants 


Gary B. Simmons and John R. Thomp- 
son have been appointed to positions in 
the agency publicity and publications 
services division of Lincoln National 
Life, according to Henry W. Persons, 
vice president and director of agencies. 


Mr. Simmons has been appointed pub- 
lications assistant and Mr. Thompson 
was named publicity assistant. 


Savings Bond Insurance 


The 4 Mutual Savings Banks of Con- 
necticut selling savings bank life insur- 
ance report an increase in sales of new 
insurance for the first quarter of 1960. 
Savings Bank life insurance in force at 
the end of the first quarter rose to $59,- 
382,319 consisting of $35,566,417 in in- 
dividual policies, and $23,815,902 in Group 
life policies. 


All inquiries handled confiden- 
tially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 











Henry Hotarek Agency Supt. 
Henry kK, 


superintendent of 


Hotarek has been appointed 


agencies and Henry 
Earl Kelley, CLU, Joseph E 
Alexander Miller, Francis D 


Rafferty have been named field super- 


W. Haas, 
Maynard, 


visors it is announced by David G. Hunt- 
ing, CLU, agency vice president of Se- 
curity- -Connecticut Life of New Haven 





CHICAGO ASS’T MANAGER 

R. Richard Reticker has been ap- 
pointed assistant branch manager in the 
Chicago La Salle Street branch office 
of Occidental Life of California. Mr. 
Reticker joins Occidental after an 18- 
month association as a general agent 
with Berkshire Life in Chicago. 

A native of Chicago, Reticker gradu- 
ated from Loyola University there and 
served in the Army. 
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SS 


MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quality Disability Insurance 
vvv 


THE CHEAPEST POLICY? 


When you buy for price, you can never be sure. Our aim is to provide 
protection that is capable of doing the job for which it was purchased. 


LOYAL ATKINSON 


Thomas E. Atkinson, Associate General Agent 
60 East 42nd Street 


General Agent 


New York 17, N. Y. 
MU 7-5212 
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" NAMED HOOPER-HOLMES V. P. 


Carl E. Blutau Will Handle Major 
Life Accounts in New York Met. 
Area; His Career 
The board of directors of Hooper- 
Holmes Bureau, Morristown, N. J. have 
promoted Carl E. Blutau to vice presi- 
dent of the sales department, handling 








CARL E. BLUTAU 


major life accounts in the New York 
metropolitan area. 
Mr. Blutau joined Hooper-Holmes as 
ELY an inspector in 1932 at Rochester and 
was made Rochester branch manager in 
Tl 1937. In 1942 he was transferred to 
: Boston as sales representative and was 
promoted to New England division sales 
manager in 1958. He went to Charlotte, 
N. C. as division supervisor in 1953 and 
in 1959 was elevated to assistant vice 
president at Morristown. 
Mr. Blutau, who attended the Uni- 
versity of Rochester, is a member of 
the Downtown Club in Newark and the 
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Henn | Spring Brook Country Club. 
seph E 
ncis D.} Bankers National Sets Up 
super: ‘ 
Hin} Two New Regional Offices 
of Se Bankers National Life has expanded 
Haven. } its field operations to include two new 
regional offices. Tom Downs has been 
appointed regional director of Agen- 
ER cies for Kansas, Nebraska, Missouri and 
en ap- | Iowa with headquarters in Kansas City; 
-in the} and Paul N. Marcotte has been ap- 
1 office } pointed regional director of agencies 
a. Mr.{ for southern California and Arizona, 
an 18} with headquarters in Los Angeles. The 
| agent | Florida office was moved from Sarasota 
to Fort Lauderdale. Donald E. Killoren 
gradu- | has been appointed regional director 
sre and | of agencies for this area. 
With the establishment of these re- 
gional offices, Bankers National Life is 
aus, | ‘epresented in six general areas of the 


country as well as the home office in 
Montclair, N. J. 





Occidental Sales Up 20.7% 


A 20.7% increase in combined individ- 
ual and Group life insurance sales was 
achieved by Occidental Life of Cali- 
fornia in the first quarter of 1960 as 
compared to the same period last year, 
Horace W. Brower, president of Trans- 
america Corporation and Occidental, has 
announced. Mr. Brower made the re- 
e port on Occidental, a Transamerica Cor- 
Poration subsidiary, at the annual Trans- 
america stockholders meeting in San 
Tancisco, 

First quarter sales by Occidental 
totaled $526,084.543. This represents a 
gain of $90,226,759 over sales of $435,- 
857,784 in the first quarter of 1959. 

Individual life sales increased to $353,- 

7538 from $339,129471 the previous 
year. Group and wholesale life sales 
advanced to $172,389,785 from last year’s 
tst quarter total of $96,728,313. 





™ 





LOMA Nominating Comm. 


A five-man nominating committee has 
been appointed by Life Office Manage- 
ment Association President Charles H. 
Bader, administrative vice president, In- 
terstate Life and Accident. The commit- 
tee will present nominations for officers 
and directors for the coming association 
year at the annual business meeting, 
September 27, in Toronto. 

Chairman of the committee is Harold 
P. Stebbins, vice president and secretary, 
Bankers Life of Nebraska. Other com- 
mittee members include Sam P. Hatch, 
secretary, Life of Georgia; Peter Mc- 
Donald, vice president and secretary, 
Crown Life; Ward F. Stevens, secretary, 
Connecticut Mutual; and A. C. Vanselow, 
bey president and comptroller, Franklin 
41e, 

A president, first vice president and 
second vice president will be elected at 
the annual business meeting. Three di- 
rectors, who will serve terms of three 
years each, will also be elected to replace 
Mr. Hatch; Norris A. Pitt, vice presi- 
dent, Washington National; and (Carter 
M. Sutherlin, director of cost administra- 
tion, California-Western States Life. 

A director will also be elected for two 
years to fill the unexpired term of the 
late Lloyd M. Dalgliesh. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











New York Life Receives 
Saturday Review Award 


New York Life’s career advertising 
program has won a Saturday Review 
Award for “distinguished advertising in 
the public interest” for the eighth con- 
secutive year. The company was one of 
seven advertisers this year to receive 
an award in the public service division. 

Since this is the eighth year of the 
New York Life advertising series and 
also the eighth year of the Saturday 
Review awards, the company has been 
recognized each time the awards have 
been given. 

The latest advertisement, _ titled 
“Should Your Child Go Into Counsel- 
ing,’ now appearing in national mag- 
azines, is number 41 in the series. Pre- 
vious ads have covered opportunities in 
law, medicine, life insurance, engineering, 
farming, retailing and many other fields. 





THE LEE NASHEM AGENCY Ltd. 
“The Major League Agency” 


(Canada Life Assurance Co., 
Toronto, Canada) 
TO BROKERS: 


Extremely low premium - Preferred 
Life - Ordinary Life - Participating 
$100,000 Age 35 $2,203.00 


55% Ist year - 131/,% Second Year 
(6812% in two years) plus 8-5's 
Total Commission - 108!/2% 

OXford 7-2950 








EEE 


NASHEM AGENCY 
tlO East 42nd Street 


New York [7, N. Y 





Vrzal and Wright Named by 
Lincoln National Life 


Lincoln National Life has appointed 
Robert D. Vrzal general agent at Wich- 
ita, Kans. and Howard E. Wright to 
head a new agency in Champaign, Ill. 

Mr. Vrzal has been a supervisor in the 
Sheldon I. Barnett agency and formerly 
was with The Prudential. Mr. Wright 
was formerly a general agent with La- 
fayette Life. 











DON’T FOUNDER ON THE 


ROCKS OF COMPETITION 


LET CANADA LIFE GUIDE YOU TO SALES WITH 
NEW LOW PARTICIPATING RATES — NOW! 


HERE ARE SAMPLES OF OLD AND NEW PREMIUMS PER $1,000 SUM ASSURED: 


At age 35 
Lifetime Security 


1959 Rates* 
$30.87 


(Life paid-up at 65) 


Super Select Life 
Life, 20 payments 


24.14 
39.53 


* For issues of $25,000 S.A. or more. 


* (CANADA LIFE 





1960 Rates* 
$28.85 


22.03 
36.32 


Plssurance Company 


Home Office: Toronto, Canada 


A MODERN COMPANY 113 YEARS OLD 
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MacRae Defines Good Underwriter 


Boston—The qualities of a good life 


insurance underwriter include “persua- 


sive ability” and “good judgment,” the 
president of the Home Office Life Un- 
derwriters Association said at the 
group’s annual meeting at the Shera 
ton Plaza Hotel. Earl M. MacRae, 
vice president of New York Life, said 
in the traditional presidential address 
that persuasive ability is in frequent de- 
mand in the underwriting field. It is 
not necessary for an underwriter be 
a super-salesman, “but rather one who 
can express himself in simple language 
which his listener—whether he be in 
the field in the home office—can un- 
derstand. 

“There is a lot of truth in this precept, 
‘You may be right, but unless you can 
convince others that you are right, you 
may as well be wrong,” Mr. MacRae 
said 


“The most essential quality of a good 
underwriter is good judgment, a faculty 
which is a product of an analytical mind. 
And remember that good judgment can 
never be learned out of textbooks, ac- 
tuarial or otherwise. It may be largely 
innate, but it can be fostered if he is 
willing to think his problems through 
in his own way. 


earch activities are 
underwriting function, but 
it is not essential that the person in 
charge of the underwriting department 
he capable of supervising them although 
he should understand the principles in- 


“Mortality res 
sential to the 


es- 


volved,” he said. (Mr. MacRae def ined 
the “head of an underwriting operation’ 
as a person “who is in charge of the 
line operation; who underwrites at least 
10 cases each day, and who is the ‘fall 
guy’ when anything goes wrong.) 
“The supervision of an underwriting 
line operation demands all the time of 


Lew’s Deductions 


Boston—How 
life 


monumental 
build and 
biood pressure is likely to influence ap- 


the 
study of 


new, 
insurance body 


for life insurance, de 
for the 
Life Underwriters meeting 

“Build and Blood Pressure Study, 


issued by the Society of Actuaries, 


plications was 


scribed first time at the Home 


Office 

The 
1959,” 
has favorable and 


some implications 


some not favorable—for 
life 


ward A 


so people who 


to Ed 


statistician 


went insurance, according 


Lew, actuary and 


of Metropolitan Life and chairman of 
the committee responsible for the mas- 
project. The build 
the study deals five 
million persons with life insurance; the 
blood pressure section, four million. The 
entire study covers a period of 20 years. 

Mr. Lew said that life insurance un- 
derwriters, who are responsible for issu- 
ing policies, could now look more fav- 
orably upon men whose weight is below 
average; on overweight men who reducc 
and keep their weight down; and on tall 
men who are overweight. 

In comparison with earlier investiga- 
tions, the new study shows substantially 
lower mortality for tall underweights 
and also appreciably lower mortality for 
medium-height underweights at lower 
ages. Among short men the weights as- 
sociated with the lowest 


sive research body 


portion of with 


mortality are 
10 to 20 pounds below average, while 
those for medium height and tall men 


are at least 20 pounds below average. 
Men who were initially overweight, 


EARL M. MacRAE 

the department head, and he should 
leave to others the responsibility for 
developing statistical information. There- 
fore, I would say that it is not neces- 
sary that the head of an underwriting 
operation be a skilled actuarial tech- 
nician. 

“Although actuaries have knowledge 
and skills which are useful in under- 
writing life insurance, the person who 
heads up an_ underwriting operation 
need not be a professional actuary,” Mr. 
MacRae said. He listed these areas of 
actuarial knowledge and skills: Ability 
to think in logical terms, in order to 
analyze a problem thoroughly and 
reach a sound conclusion; a_ broad 
knowledge of life insurance; a knowl- 


edge of the economics of underwriting. 


From Body Study 


and who sustained their weight reduc- 
tion, showed an immediate benefit of 
lower mortality. After about 10 years 


they tended to put on weight again, with 
an increase in mortality. Nevertheless, 
the mortality of overweights who re- 
duced is in general comparable with 
that of men of average weight, Mr. Lew 
said 

Slight or moderately high blood pres- 
sure in people who apply for policies, 
bas new and serious signific ance for 
life insurance underwriters. 

“The high mortality among men with 
slight or moderate elevations in blood 
pressure constitutes the most noteworthy 
finding of the study,” Mr. Lew’ said. 
\ slight elevation in blood pressure is 
a more serious impairment than moder 
ate overweight alone. 

The relatively common combination 
or overweight with a slight elevation in 
blood pressure constitutes a much more 
impairment than has_ hitherto 
heen supposed, he added. On the aver- 
age, minor physical impairments increase 
the mortality ratios of both underweight 
and overweight men (more so for over- 
weights). But where the minor impair- 


serious 


ment is. elevated blood pressure, the 
mortality rate increases considerably. 
There is relatively high mortality 
among men with a family history of 
two or more instances of heart, circula- 
tory or kidney disease at a young age 
But this is not as true for women. In 


fact, the relative mortality of 
with elevated blood pressures is signifi- 
cantly lower than that of men, particu- 
larly for small and moderate departures 


from average blood pressure. 


women 





Wm. E. Walsh President 
H. O. Life Underwriters 


A. Q. FAULKNER V VICE PRESIDENT 
Other Officers Blessed. at Annual Meet- 
ing Held in Boston; Walsh Promi- 
nent In Underwriting 

William E, Walsh, vice 

Equitable Life Assurance Society, was 
elected president of the Home Office 
Life Underwriters. Association, suc- 
ceeding Earl M. MacRae, vice president, 
New York Life, Monday at the annual 
meeting at the Sheraton Plaza Hotel, 
Boston. About 300 executives of life 
insurance companies are attending. 
Other officers elected were: 

Vice President, Arthur Q. Faulkner, 
underwriting secretary, Massachusetts 


president of 


Mutual Life; Vice President, Paul K. 
Frazer, director of underwriting, North- 
western Mutual; Secretary, John S. 
Wyper, second vice president, Connecti- 


Barton S. 
underwrit- 


Life; Treasurer, 
director of Ordinary 


cut General 
Pauley 


ing, The Prudential; Editor, William H. 
Greenwood, Jr., associate insurance su- 
pervisor, Provident Mutual. 

Also elected as members of the as- 
sociation’s executive council, each to 
serve terms of two years, were: 


I avid P. 
officer, Minnesota 
Cor »k, J tu 


Cartwright, underwriting 
Mutual; Henry W. 


vice president for underwrit- 


ing, Lite Co. of North America; Walter 
A. Merriam, third vice president, Metro- 
politan Life; John R. Pullman, assistant 


actuarial division, Occidental 


California. 
Walsh Long Active In Underwriting 
William E. 


secretary, 
Life of 


Walsh has long been prom- 


inent in underwriting and served the 
Home Office Life Underwriters Associa- 
tion as vice president last year. He 


joined Equitable Society in 1921 as super- 
visor in its inspection department ype 
attending Cornell University. In 1931 1 

was made superintendent of the en 
tion bureau and ten years later he was 





Now Insuring “Sky Divers” 


Boston — Life insurance companies 
have come a long way in their goal of 
providing insurance for as many people 
as possible. They’re even issuing pol- 
icies to some “sky divers”—those young 
fellows who jump from a plane and wait 
till last second to open their ’chutes 
just for the fun of it. Last year more 
than 10,000 of these “sport jumps” were 
made in the United States, Howard 
Nelson, assistant secretary of John Han- 
Mutual Life told the Home Office 
€ ife o nderwriters. 

Tt contemplated plans for sky div- 
ing iliente that this sport will become 
even more complicated and more popular 
time moves along,” he said. Basic 
safety regulations and qualifications for 
parachuting licenses are issued by the 
Parachute Club of America. In addition, 
in Massachusetts, a jumper must obtain 
written permission from the Massachu- 
setts Aeronautics Commission before 
making his initial jump. Without this 
permit jumping is illegal in this state. 

“Parachuting to an experienced jump- 


cock 


as 


er means long free-falls f from high alti- 
tu ades,” Mr. Nelson said. “There are at 
least 50 first rate sky divers in the 
U nited States, men who have made at 
least 100 jumps, most of them free-falls 


with delays of up to 60 seconds before 
opening the chute. A successful 60-sec- 
ond ‘delay’ involves jumping at 12,500 
feet (nearly 2-1/3 miles) and pulling the 
ripcord a minute later at an altitude of 
about 2,200.” Most experienced jumpers 
wear both stop watches and altimeters 
to guage the time and distance so the 
cord can be pulled in time, but human 
error is possible: the individual diver 
must — to look at the instru- 
ments. ccidents are caused almost al- 
ways Ri error or recklessness on the 
part of the jumper 





Fabian-Bachrach 
WALSH 


WILLIAM E. 


named superintendent of 
He was made second 


1949 and vice president in 1952 








underwriting? 
vice president inf 





Few Cape Canaveral Deaths 


Boston—In eight years of launching} 


untried and untested missiles at Cap 
Canaveral, Florida there have been on! 
three accidental deaths, an Air Forcel 


doctor reported at the Home Office Lif 
Underwriters meeting. Col. George M 
Knauf, USAF, Medical Corps, of th 
Air Force Missile Test Center, Patrici 
Air Force Base, Fla., described one oi 
the deaths as an elevator accident ofa 
type which might occur in any locatio: 
where an elevator might require repairs 
another as the result of a fall from; 
ladder to the concrete floor of a hanger 


and the third, a worker who was kille 
when run over by a truck. 
“None can be said to have resulte 


from a work situation peculiar to missile 
operations,” Col. Knauf said. “We ar 
engaged in a program of testing devel 
opmental system. By their nature thes 
weapons are in reality enormous fire- 
crackers. When one considers that on 
ICBM (intercontinental ballistic missile 
is made up of some 330,000 parts it is m 
remarkable that in the course of sucha 

test program we find one once in a whil 

that fails to achieve its test objective ani 
destroys itself or is destroyed by th 
Range Safety Officer because it threat- 
ens life or property. Such destructiot 
has a significant potential for the pro 
duction of a disaster of great magnitude, 
particularly when one realizes that we 
employ about 8,000 people on Cape Ca- 
naveral,” 


Occupational Hazards 


Boston—George W. Wilson,  under- 
writing officer of Sun Life of Canada, 
gave results of a oe. on occupational 
mortality before the Home Office Under 
writers. 

Occupations where the mortality rat 
was appreciably lower than ex xpected in 
cluded official or mining engineer with 
out underground duties, in clay, glas 
and stone industries; sawyers in lumber 


$ ; ; 4 
mills and woodworking factories; fal! 
road employes on passenger traits, 
workers in the rubber manufacturing 


industry; printing and publishing work 
ers; chemists, assayers and metal- 
lurgists; cooks; and railroad section am 
track laborers. 

Mr. Wilson reported that the mortal- 
ity ratio for farmers and agricultura 
workers’ was “remarkable,” but that t 

Continued on Page 12 


More on HOLU Meeting 
on Page 12 
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threat MAKING NEWS IS OUR BUSINESS-—In all probability, the next paper you read will 
structior 
ne a contain news made by Continental Assurance. Most likely our name won’t be mentioned, but we’ll be there—a 
venitude a ; o ‘ 4 , ‘ 
that we significant part of the event. ¢ Casein point: R. L. James, home from a long and costly siege in the hospital. His 
ape Ca ‘ 7 ‘ P re ; : 
is a happier homecoming because he had a Continental Assurance Major Medical policy to cover the bulk of his 
i $4,965 bill. © Major Medical plans by Continental Assurance typify the progressive, practical coverages 
under: Continental Assurance provides. Imaginative approaches to insurance are reasons for our steady growth... our 
Canada sa = : 4 F 
ipationa strength and stability. Ask your own insurance consultant, your friend, about Continental and what it offers you. 
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Increases In Non-Medical Limits 


Boston—In the past five years there 
have been “substantial” increases in the 
amounts of life insurance that 
surance companies will issue without 
a medical examination, it was reported 
to the Home Office Life Underwriters 
by Joseph C. Sibigtroth, actuary of New 
York Life, who told the meeting that 
a survey of 29 large life insurance com- 
panies disclosed that 28 of the companies 
had increased limits at least once dur- 
ing the five-year period, and that nine 
ot the companies had introduced two 
or more increases. 

“At ages 30 and below, the general 
pattern has been to increase the maxi- 
mum limit for non-medical insurance 
purchased within one year from $10,- 
000 to $15,000,” he said. “Practically all 
of the 29 companies now have a top 
non-medical limit of $15,000 or higher, 
whereas in 1955 no company was offer- 
ing insurance on a non-medical basis 
beyond $10,000. Five companies now of- 
fer as much as $25,000 non-medically 
within one year at certain ages.” 

Mr. Sibigtroth said that “any evalua- 
tion of the changes in non-medical pro- 
grams over the past five years should 
take into account the effect of develop- 
ments during this period on the life in- 
surance business. It has been a period 
of relatively high economic activity, dur- 
ing which wage levels have risen and 
standards of living have continued to 
improve. Every industry has been faced 
with rising costs of doing business and 
has had to take steps in order to keep 
expenses within reasonable bounds. 

“The mortality experience on both 
medical and non-medical business has 
continued to improve during this peri- 
od, although there is some very recent 
evidence of a slowing down in the rate 
of improvement. Because of the greater 
emphasis placed on preventive medicine 
and the extension of facilities for pro- 
viding routine physical examinations at 
place of employment, people are more 
informed on their state of health than 
ever before.” 

He said that because many companies 
had very recently increased the medi- 
cal examination fee paid to doctors, 
some companies have begun to increase 
non-medical limits. If the increase in 
fees becomes quite general “it is rea- 
sonable to assume that there will be an- 
other round of increases in non-medical 
limits and a good chance that the most 
popular maximum limit will be $25,000 
rather than $15,000 

“It seems unlikely, however, based on 
present trends, that maximum non-medi- 
cal limits will go much beyond §25,000 
of insurance. Further increases cannot 


life in- 





Special Mortality Study 


Boston—A study of unusual propor- 
tions—in which the deaths of all Ameri- 
can men who died in 1950 between the 
ages of 20 and 64 were investigated— 
sheds new light on the relative safety 
of various occupations in the United 
States 

The detailed report was presented at 
the Home Office Life Underwriters meet- 
ing by Dr. I. M. Moriyama and Miss 
Lillian Guralnick of the National Office 
of Vital Statistics. 

They described dozens of occupations 
in terms of “average,” “high” and “low” 
mortality ratios, which is a comparison 
of the number of deaths in 1950 to the 
overall expected deaths. 

Dr. Moriyama and Miss Guralnick said 
that the University of Chicago will carry 
out a study of occupational mortality 
using the 1960 Census just taken and the 
records of persons who died shortly 
after the census date. Assisting in the 
study will be the National Office of Vital 
Statistics and the Bureau of the Census. 


possibly produce much in the way of 
additional savings, because the volume 
ot cases for these higher amounts is 
small and the added savings per case 
would be almost negligible. 

“In addition, by further cutting down 
on the volume of medical business, it 
may be more difficult to retain compe- 
tent medical examiners in the field. 
Even with a continuation of the trends 
ot improving mortality and increasing 
expenses, there will probably not be 
much interest in extending the maximum 
age for non-medical insurance beyond 
age 40.” 





Named at San Francisco 


State Mutual 


Life thas appointed 
Harold L. Grant 


manager of the San 
Francisco Group office. Native of San 
Francisco, Mr. Grant has been a spe- 
cial Group representative of Connecti- 
cut General Life and previously was 
with the California Compensation In- 
surance Fund. He attended U. S. Mili- 
tary Academy and graduated from San 
Francisco State College, then served two 
vears in the Air Force. 


——. 
— 





LONDON 








CONSULTING ACTUARIES INTERNATIONAL, INC. 
Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 
NEW YORK 


ClIrcle 5-2300 
TORONTO 





Occupational Hazards 


(Continued from Page 10) 


sults for the forestry industry demon- 
strate there are still appreciable hazards 
there. On the other hand, favorable re- 
sults in the chemical industry show that 
much has been done in recent years to 
eliminate its occupational hazards. 

Police work is hazardous, as might be 
expected, but Mr. Wilson noted that the 
mortality ratio was higher for police- 
men who did not make arrests than for 
officers who made arrests. 


“What Is A CLU?” 


A 12-page illustrated booklet, entitled 
“What Is A CLU?”, has just been pub- 
lished by the American Society of Char- 
tered Life Underwriters. The booklet, 
which maintains a light touch through 
the use of cartoons and brief copy, is 
designed as a public relations brochure 
for CLU’s to distribute to their friends, 
clients, prospects and centers of influ- 
ence. 





Nek. JOE SALESMAN’S GIRL-FRIDAY 


Joe Salesman 


Private 


@ 


“These might perk him up, but Anico’s line (and commis- 
sion scale) would perk him and the business up too!” 


OPENINGS EVERYWHERE IN 


TERRITORY FOR REPRESENTATIVES, 


BROKERS AND SPECIAL BROKERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


COORDINATOR 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 


Member, N. Y. C. Insurance Agent's Ass'n. 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


by 


13%2% 2nd year commission, 








Texas Medical Men Elect 


May 13, 199§May 1: 





— 


Directors of Texas elected officers ti) 


head the organization’s activities for th 
year. 


elected president; and Ferald D. Mauk§ 
M.D., assistant medical director, Repu)-) 
lic National Life, Dallas, was electe(! 
secretary-treasurer, 

The officers were named recently a 
the Society’s annual business meetin; 
in Fort Worth, Texas. 

In addition to the selection of execu-| 
tive officers Paul M. Ratten, M.D., med-| 
ical director, Great National Life, Dallas! 
was elected to a three year term as 
council member. 


~ meen 





AWARD TO AETNA LIFE COS, 





Receives “Silver Anvil” for Hartford 
Symphony Orchestra TV Concert 
Series Inaugurated Last Year 
The top national award for outstand- 
ing community relations during 1959 was 
presented recently to the Aetna Life 
Affiliated Companies by the American 
Public ‘Relations Association. The “Sil- 
ver Anvil” Award, recognized as the 
“Oscar” of the public relations field 
went to the Aetna Life companies for 
the ‘Hartford Symphony Orchestra TV 
concert series inaugurated last year. The 
award is the second “Silver Anvil” to 
be received in the past four years by 
the companies, one of the few organiza- 
tions throughout the country to be s0 
honored in the 16-year history of the 

competition. 

James F. Goyette, assistant manager 
of Aetna Life’s information and edu- 
cation department, accepted the second 
award at a dinner concluding the as 
sociation’s annual meeting at White Su! 
phur Springs. 

Produced by WTIC-TV, the program: 
marked the first TV concert series 0! 
the Hartford Symphony Orchestra, 
which is conducted by Fritz Mahler. 

Six programs were televised in 195%, 
and this year four concerts were tele- 
cast with an enlarged orchestra and 
with added feature of stereo sown 
Each of the programs was seen by am 
estimated 200,000 TV viewers, and 2 
total of more than 5,500 attended the 
ten “live” performances of the telecasts 
which originated from the auditorium 
at Aetna Life’s home office. ; 

Among the highlights of the TV series 
were a $1,000 Aetna Life music scholar- 
ship competition for Connecticut. high 
school students and allocation of hal! 
the “commercial” time for film reports 
on iGreater Hartford community service 
organizations. 

Aetna Life companies were presented 
their first “Silver Anvil” in 1956 for 
development of the Aetna Drivotrainer, 
a classroom behind-the-wheel training 
device now used by more than 80 high 


b 
Chester E, Cook, M.D., medical die 


rector, Southwestern Life, Dallas, wa! 
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Institute Says Thanks 
To Women Leaders 


TTER ALSO APPRECIATIVE 


NC, 


} eon to Marion Eberly, Retiring 
This Year When Betty Martin 
Will Succeed Her 





One of the outstanding accomplish- 
ements of Institute of Life Insurance has 
been the close relations it has formed 
B with women’s federations, clubs, organ- 

izations whose chief interest is the 
| ‘iam'lv—in brief, a large section of the 

Ynation. The door is open at 488 Madison 
+Avenue—home of the Institute of Life 
| > Insurance—to all visitors who want fac- 

P tual information about life insurance 

) whether they are heads of parents asso- 

‘ciations, clubs, government bodies, 
b nomic organziations, 
‘terested in the women of America and 
their economics. It is a place where 
‘writers of newspaper or magazine articles 
Sor books can quickly get the facts about 
ici the home, the families, their financial 
icers tol situation and about life insurance itself. 
for this These associations, clubs, societies, 
ical ie magazines, newspapers and other media 
of communication have done such a good 





eco- 
or any group in- 





as, wil 
Maul job for life insurance by making the pub- 
Real lic better acquainted with it that Holgar 
= J. Johnson, president of the Institute, 
ently al thought it was time that the organiza- 
meeting! tion should invite women leaders to be 
, | the Institute’s guests so it can express 
meat iis appreciation. 
Dallas), The affair took the pattern of a lunch- 
m as a) eon to Marion Stevens Eberly at which 
» Mr. Johnson thanked the women leaders 
| for the co-operation they have given the 
COS, | women’s division of the Institute, head 
| ot which is Mirs. Eberly, who expressed 
lartford, lier personal thanks for courtesies to her 
yncert | division extended by the women. Sevy- 


var eral of the guests arose simultaneously 


itstand-| and expressed their high regard for ‘Mrs. 
959 was) Eberly as others wanted to do as well 
1a Life) but time did not make this possible. 
merican Mr. Johnson announced that some 
1e “Sil-} time in the course of this year Mrs. 
as the} Eberly will retire and Betty Martin, who 
s field} has been the assistant director during 
ies for} the last 14 years, will become director 
tra TV} of the Division, thus the continuity of 
ar. The} the work will not be interrupted. 

wil” to The Guests 

‘ars by ; 
ganiza- The luncheon was at Hotel Dorset in 
be sof Fifty-fourth Street. Among those pres- 


of the} ent: 


Mary Ruddy, Grace B. Daniels, Gertrude F. 





anager} Conroy, National Federation of Business and 
d_ edu- Professional Women’s Clubs. 

second Willie Mae Rodgers, Good Housekeeping In- 
he as- | stitute, 

te Sul- Faye Henley, columnist. 

Mary E, Buchanan, Parents’ Magazine. 
ograms Betsy Talbot Blackwell, Madamoiselle Mag- 
ries ol azine, 
hestra, Charlotte Browne Moyers, Standard Oil of 
hler. N. J. 

n 1959, Sallie Bright, Community Service Society of 

e tele | New York. 

‘a and Grace Barmonte, B. Altman Co. 

sound Jane Todd, Deputy Commissioner of Com- 

by anf merce, City of N. Y. 

and 2 Harriot Keith, National Probation and Parole 

ed the Association, 

lecasts Dr. Winefred G. Helmes, assistant to the 

torium | Under-Secretary of Department of Health, Ed- 
ucation and Welfare. 

" series Mary B. Horton, Field Test Laboratory 

~holar- Kitchen, 

t high Anna Glentz, New York Public Library. 

f halt Caroline Bird, free lance writer. 

eports Larraine B, Hedberg, American Association 

service of University Women. 

Helen B. Taylor, Equitable Society, of Presi- 
sented dent Oates’ office. 

6 for Mary Foster Barber, former assistant to John 
rainer, A, Stevenson, late president of Penn Mutual 
aining Ruth Irish, vice president, Union Savings 
) high | Bank, 

coun- Helen G, Fooner-Jameson. 


Mrs Charles Flauson, 


Continental Assurance 
Begins Conference Series 


Continental Assurance began a series 
of conferences for general agents and 
branch managers from _ coast-to-coast. 
The first of six, for the Pacific Coast 
personnel, was held at Carmel-By-The- 
Sea, ‘California, May 1-4. 

A major purpose of each conference, 
in addition to a survey of current mar- 
kets and techniques, is the introduction 


of a new and completely revised “Risk 
Appraisal Chart” which is based on latest 
studies of physical impairments and rat- 
ings. Identical to charts used by home 
office underwriters, it will be available 
for reference in general agencies and 
branches following the conferences. 

Robert B. Hamor, vice president and 
director of agencies, is chairman of the 
conferences, assisted by agency and un- 
derwriter staff members, 

Meetings for 
scheduled at 
Hershey, Pa.; 


Il. 


other departments are 
Philadelphia, Hartford, 
Tulsa, Okla.; and Rockton, 
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vou 
SEE? 


We 


can’t tell 


you what it means 


. that we'll leave to Rorschach. 


Not everyone sees the same thing, 


and our point is that Life Companies, 


different. Outwardly, 


mon policies, 
actuaries and accountants. 


they differ. 


like people, are all 


companies have many things in com- 
premiums, proposals 
But, 


things like 
in one very important way, 


assets, 


Life Companies, like people, have different personalities and 


belicls. 


Here at Union Mutual, we believe it’s important to build 


men. Our aim is better salesmen. To create them, we provide 


the best sales 


Vision. 


so docs their income. The 


tools, detailed training, guidance and super- 
Consideration and understanding of the individual 
dictate our approach. We build men bette 
build their stature in the community, 
result 


We 
and as this increases 


this way. 


leader who is a credit 


to himself and to the Union Mutual. 


UNION MUTUAL a5 
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America’s 8th Oldest Life Insurance +e 


Rolland E. Irish, President 


John R. Carnochan, Executive Vice President 


urs/won-can sicunuss © accipent/onour 





Heads Agency in Toledo 


WILLIAM R. PROCTOR 


Phoenix Mutual Life, Hartford, has 
announced the appointment of William 
R. Proctor as manager of the company’s 
Toledo agency. He succeeds Michael 
Fogoros, Jr.. who has been named as- 
sociate manager. 

Mr. 'Proctor has been associated with 
Phoenix Mutual since 1955, when he 
joined the company as a sales repre- 
sentative in Pittsburgh. Selected for 
management training, he graduated from 
Home Office Supervisor School in 1957. 
Since then he has had additional man- 
agement training in company agencies 
in Pittsburgh, Nashville, Chicago, and 
Milwaukee. 





American Travelers Names 


Galin Sup’t of Agencies 


Herbert Galin, CLU, has been ap- 
pointed superintendent of agencies for 
American Travelers Life, Indianapolis. 
In making the announcement to the 
board of directors, Roy A. Foan, presi- 
dent, pointed out that the company’s 
rapid growth and expansion made crea- 
tion of the new post necessary. 

Mr. Galin, a veteran of 26 years in the 


life insurance business, went to Ameri- 
ican Travelers Life from Cincinnati, 
where he was district representative, 


Group department, for Provident Life & 


Accident for the past ten years. In that 
capacity, he worked with agents and 
brokers in the State of Indiana. He has 


extensive experience in the fields of ac- 
cident & health, pension trusts, Group 
insurance, and Ordinary, including sell- 
ing, management, and home office re- 
sponsibilities. 

Prior to his Provident L & A, he was 
with an eastern company for eight years 
where he served as Field Training Di- 
rector, responsible for organizing and 
conducting company training schools for 
agents. 





New Modified 70 Contract 


Designed to meet a need for maximum 
protection during the years a man needs 
it the most, a new Life Modified at 70 
insurance plan has been introduced by 
Occidental Life of California. Life Modi- 
fied at 70 is level-premium insurance. It 
has cash values, paid-up values and ex- 
tended values. 

Under the provisions of the plan, the 
face amount reduces in half when the 
insured reaches the age 70. The drop 
in face value at that age—when the need 
for protection may have decreased— 
makes possible a premium rate lower 
than required by whole life insurance. 

The insured has, however, an oppor- 
tunity to keep the full amount of cover- 
age. If at any time before age 65 the 
insured desires to retain full coverage, 
he may do so by exercising a change 
clause in the contract. 
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Tributes to Late Claris Adams 


Asked by The Eastern Underwriter for 
analysis of the career, personality and con- 
tribution to life insurance of Claris Adams, 


long executive vice president and general 
counsel of American Life Convention, 
who died last week these comments were 


received from leading executives in 


life imsurance 


some 


Jay C. Higdon, president, American Life 
Convention and of Business Men’s 
Assurance Co.: 


It was my good fortune to have known 
Claris Adams ever since he became 
associated with the American Life Con- 


vention. He was the featured speaker 
at the first BMA All-Star Convention 
in Glenwood Spring, Colo., in 1928. He 
also appeared before our Fiftieth Anni- 


versary BMA All-Star meeting in Banff, 
Canada in October, 1959. His inspiring 
talk was the outstanding feature of our 
meeting. 

Practically all of his lifetime has been 
devoted to one phase or another of the 
life insurance business. His great con- 
tribution to the industry has been an 
important force in its development and 
growth during this period. He possessed 
a very keen mind with the ability to un- 
derstand all phases of life insurance op- 
ions. These included legal prob!ems, 
investment activities, company manage- 
ment, taxation and legislation. Besides 
unusual understanding of the tech- 
nical procedures of the business he was 
able to derive sound conclusions as to 
proper courses of action. 

He had great and unusual powers of 
expression. I have known no one who 
could excell in his ability to explain tech- 
nical problems of the Paton in clear 


erat 


nis 


language which could be understood by 
the average individual 
He had an important part in influenc- 


ing the industry to adopt proper courses 
of action in meeting the problems re- 
sulting from the depression of the 30's 
He ably represented the industry in tax 
legislative matters in the 40's and again 
in more recent years 

His great devotion and loyalty to the 
American Life Convention was exceeded 
only by his devotion to his own family. 

During his years of association with 
the Convention as general counsel, later 
as president, and more recently as ex- 
ecutive vice president and general coun- 
sel, the Convention has increased in 
membership and influence in the life in- 
surance business. He had unusual talents 
in presenting the importance and dignity 
of life insurance so as to influence all 
with whom he came in contact to con- 
duct their affairs and the affairs of their 
respective companies in such a way that 
they would provide ever better service 
to the public, resulting in ever widening 
influence in our society. 

To hear him talk on the subject of life 
insurance was to be inspired to put forth 
greater effort and to do a better job 

In the passing of Claris Adams, the 
industry has lost a great leader, and 
many individuals in the business have 
lost a true and loyal friend. And yet, 
he will continue to live because those 
who knew him will continue to be in- 
fluenced to greater achievement, and 
those who were closely associated with 
him will carry on more effectively be- 
cause of the guidance from him. 

Both the industry and the American 
Life Convention will be better because 
of the dedicated life of Claris Adams. 


Bruce E. Shepherd, executive vice presi- 


dent, Life Insurance Association of 
America: 

Claris Adams was blessed with the 
combination of a keen mind and an ex- 
traordinary ability to express himself. 
For nearly 35 years the life insurance 
business has been fortunate in having 


him as its spokesman. Throughout that 
period, whether as a company executive 
or as a staff head of American Life Con- 
vention, he naturally fell into a position 
of leadership. His complete devotion to 
the business and his limitless energy and 
courage left their mark on the institution 
to Claris Adams. Throughout his busi- 


ft life the mid- 


Twentieth 


insurance during 


Century. 
Holgar J. Johnson, president of Institute 
of Life Insurance: 


Indominable courage, a brilliant mind, 
and inspiring leadership are among the 
many qualities that one must attribute 
ness life he has most effectively demon- 
strated these and many other qualities. 
Claris hz id a great capacity for friend- 
ship and loyalty. His contributions went 
far beyond the American Life Conven- 
tion to the whole of the life insurance 
business, to the public, to all who had 
the opportunity of coming in contact 
with him. Claris will be very much 
missed and he will live in the lives of al 
of us for a long, long time as a man 
whom we admired, respected and ap- 
preciated, 


John A, Lloyd, president, Union Central 
Life: 
In the 


surance loses 


Claris Adams life in- 
its most inspired and in- 
were given unselfishly and unstintingly 
spiring leader. His brilliant mind, his 
eloquent voice, his indefatigable energies 
to the institution and the cause he loved 
so devotedly. His valiant spirit met 
every challenge of life, including the 
ultimate one on May 2 with courage 
which was truly sublime. In him was 
a friendship so loyal and unfailing as 
to be part of life itself and that will be 
with us always, 


death of 


Edwin W. Craig, Chairman of the Board, 
National Life and Accident: 


In my judgment, Claris Adams was one 
of the all-time greats in American life 
insurance. His intimate, thorough and 
accurate knowledge of every phase of 
the business left nothing to be desired 
as a counselor or as a leader. His judg- 
ment was always sound. His instincts 
were conservative, progressive, and of 
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LIFE INSURANCE MANAGEMENT OPPORTUNITY 


Rapidly growing life insurance agency wants outstanding salesman doing in excess 
of $500,000 or man currently handling supervisory duties. 
carry the burden of recruiting and training new men. 

this unusual opportunity leading to General Agency. 
New York 38. 


We will train you and 
Salary and bonus. Investigate 
Send resume to Box 2809, 





the highest character. He was unques- 
tionably the outstanding spokesman for 
the business. He has left the benefits of 
his vast wisdom of the business with as 
many of us as any man who ever hon- 
ored it. We will remember him and 
miss him always. 


Byron K. Elliott, president, John Han- 
cock, and former general manager of 
American Life Convention: 
Claris Adams was the rare individual 
of great strength both as an idealist and 

a realist. 

Of all the many things he accom- 
plished for our industry, one of the most 
effective was his constant and eloquent 
reminder of the significance of life in- 
surance in the life of our people and our 
nation. He saw life insurance and its 
sale as a means of spiritual fulfillment, 
and none who ever heard him speak 
could fail to share his enthusiasm. 

Of equal importance was his aware- 
ness that life insurance thrives in a 
climate of changing needs and changing 
conditions, and that a realistic approach 
is imperative to best serve the American 
family. Here he was tough minded, 
knowledgeable, adroit. 

Our industry has lost a leade 
very many 
friend, 

Robert L. Hogg, former vice chairman 
of Equitable Society, now practicing law 

in Millwood, W. Va. 

Few people have done so much over 
so many years for any business as Claris 
Adams has done for the life insurance 


r, and so 
of us have lost an intimate 


business. What he did, he did extremely 
well with his brilliant mind, boundless 
energy and forceful personality; his 
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e United Family Bene- 
basic policy of $5,000 
tor $10,000 or more: 
$15,000 or more. 
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UNITED LIFE AND ACCIDENT INSURANCE CO. 





EST. 1913 


SERVED: Col., 


Va.* 





CONCORD, NEW HAMPSHIRE 


Write H. V. Staehle, Jr., C.L.U., Field Management Vice 
Pres., United Life, 10 White Street, Concord, N. H. STATES 
Conn., Del.,* D. C., Ind.,* La., Me., Md.,* 
Mass., Mich.,* N. H., N. J., N. C.,* Ohio,* Pa.,* R. 


*General Agency opportunities available 
Overseas territories available 


Brokerage opportunities available 
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leadership is written into the progress 9 


ry 


the business over the last twenty-five 
years. He served on many fronts an 
many times at great personal sacrifice } 


himself and his company. His dedicatio; 
to the service of life insurance and hj 
inspiring leadership will become a trad- 
tion of the business. 


Mutual & United of Omaha 


Wisconsin Agency Changes! 


, . i 
United olf 


Mutual of Omaha and 
Omaha have announced several major! 
agency changes in Wisconsin. Facilities 
in the state have been expanded from 
a single agency to four agencies and on 
division office. 

The new genet ral agent in Eau Claire 
is John Nauss, a former field representa- 
tive who most recently was a field train. 
ing associate of the compan:es 

Robert Jennings is in charge of open: 
ing the general agency in Madison 
Jennings was previously division office 
manager in Wyoming and previously a 
member of the sales force in 


Kansas | 


Rea 


Sere 


BI 





City. 


Leo Mero takes over as general agent! 


Mr. 


in Green Bay. 


Mero goes to Green | 


Bay from a position as western regional | 


supervisor and was at one time a district 
manager in Michigan. 
Named to head the 


Oshkosh is Vince Clark. 


new 


agency in| 
He began asa! 


field representative in Sioux City, Iowa | 


and was later office manager there. Most 
recently he has been a divisional man- 


ager in Indiana. 

Manager of the Milwaukee division 
office of the firms is Marvin Hoth, 
former vice president of Mutual of 


Omaha. Mr. Hoth began his career as 
a field representative in Waterloo, Iowa 


and has worked in all phases of sales 
and sales management. 
In addition to these new agencies, 


Mutual and United have opened a serv- 
ice office in Milwaukee. Robert Patter- 
son, previously manager of the Kansas 
City service office, will head this opera- 
tion. 


F. O. Briese Sees Business 


On High Plateau for Year 


Salt Lake City, Utah—“Neither boom 
nor recession is in sight for the next 
12 months; instead, business should con- 
tinue on _a_ relatively high plateau,’ 
Franklin O, Briese, vice president, Min- 
nesota Mutual Life, St. Paul, said ad- 
dressing the regional meeting of Ameri- 
can Life Convention at the Hotel Utal 
this week. Mr. Briese, who is secretaty 
of the Convention’s Financial Section 
made the statement to the gathering 0 
over 90 top life insurance executives 
representing some 40 ALC member com- 


panies. 

Mr. Briese was introduced by J. ¢ 
Higdon, president of ALC and chair 
man of Business Men’s Assurance Co, 
Kansas City, Mo. 


Conn. Gen’! Field Changes 


Staff appointments at three field offices 
have been announced by Connectictt 
General Life. 

At the Baltimore branch office Josep! 
G. O’Brien, formerly with the Boston 
brokerage agency, has been appointed 
assistant manager. John R. Voogd has 
been named senior brokerage consultant 
Mr. Voogd was formerly with the Cleve 
land brokerage agency. 

Frank Radcliffe, Jr. has been named 
assistant manager of the Pittsburgh 
branch office. Elton S. Stevens will be 
assistant manager of the Chicago bro 
kerage agency. 
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Former Football Star 
Fidelity Mutual Leader 


HE WON FAME  t COLGATE U. 


Hans Guenther, Generel Agent in N. Y. 
Sold $2 Million NSLI When a 


Marine; His Career 





Hans Guenther, general agent, Fidelity 


Mutual Life, 529 Fifth Avenue, New 
York, is one of best known athletes in 
the Greater New York area. A native 


of Bloomfield he is a graduate of Co’- 
gate University with a B.A. degree. At 
Colgate he participated in track, wrest- 





Hans Guenther (left) shown with coach 
during football days. 


ling and football, but it was in the latter 
capacity that he won national repute 
as a star as he captained the 1941 foot- 


ball team, one of the last great Colgate 
gridiron teams. After Hoe oP ig he 
played professional football for the 
Bloomfield Newark Bombers, the farm 
team of Chicago Cardinals. 
Experience as Marine 

From 1942 to 1946 he was with the 
U.S. Marine Corps, entering the service 
as a private, being appointed second 


lieutenant in 1942 and a captain . 1944. 
After being in the Pacific theatre he be- 
came commanding office of a V-12 unit 
at Colorado College. In 1951 he was re- 
called to the service, and saw action in 
the Korean conflict. 

It was on his trip across the country 
in 1951 that C me Guenther made news 
headlines by “selling” more than $2 mil- 
lion of National Service Life Insurance 
to fellow Marines on the troop train on 
the way to a California Marine base. 

Mr. Guenther entered the life insur- 
ance business as an agent in 1948 with 


the East Orange agency of Fidelity 
Mutual. A strong personal producer and 
an excellent recruiter and trainer, he 


Was appointed a supervisor in 1951, and 
a home office supervisor of agencies in 
1953. In March, 1955. he was appointed 
general agent of Fidelity’s new agency at 
529 Fifth Avenue, New York. Under 
Mr. Guenther’s leadership, the agency 
has grown rapidly, and now r: anks among 
the leaders of the company’s 73 agen- 
cies, 

He has been 
underwriters 


local life 
more re- 


active in his 
association and 
cently in the supervisor’s association. 
Other activities include the Colgate 
Alumni Club of New Jersey, Holy Trin- 
ity Lutheran Church, and the Lions 
Club 

_Mr, Guenther’s wife, Nancy, is 
tive of Beaver Falls, Pa. They 
two daughters and a son. 


OCCIDENTAL, N. C. UNIT MGR. 
William E. Russell has been named 
unit manager for Occidental Life of 
North Carolina. Mr. Russell will be lo- 
cated at Fort Lauderdale, Florida. 
Occidental’s home offices are in 


Raleigh, N. C. 


a na- 
have 





EDUCATIONAL MEETING 


Blond, Blumencranz, Klepper and Wil- 
kins, Hold First in Series of 

Educational Meetings 

Blumencranz, Klepner and Wil- 
for Guardian Life 
N. Y., held the first in a 
educational meetings in 
agency’s offices at 136-31 41st Avenue last 
week, 


Blond, 
kins, district 
in Flushing, 


agents 


series of the 


Speaker at this meeting was 
Bernard M. Eiber, assistant professor of 
law at New York Law School and mem- 
ber of the faculty of the School of In- 
surance. Mr. Eiber’s topic was “Estate 
Planning Can Produce More Sales.” 

A buffet supper was held preceding 
the meeting. 


Wins Aetna Life Award 


Under the leadership of Gilbert V. 
Austin, CLU, and Joseph Schulman, the 
Brooklyn Agency of Aetna Life has 
again been awarded the President’s Tro- 
phy, the highest honor conferred on a 
general agency by the company. 

The Trophy is bestowed for excep- 
tional service to policyholders and rep- 
resents advanced life, Group, accident 
and sickness, and pension counseling. It 
salutes general agency teamwork as well 
as a high degree of organizational and 
management leadership. 

The Brooklyn Agency is being awarded 
the Trophy for the ninth time. 


American Trust Fund for 


London & Edinburgh Ins. Co. 


The London & Edinburgh Insurance 
Co. Ltd., announces that it has estab- 
lished a trust fund in the United States 
as security for its United States policy- 
holders. The amount of the trust fund 
is $500,000. The trustees are the Con- 
tinenttal Illinois National Bank & Trust 
Co. of Chicago. 














when you use the Life and H&A 

facilities of O’Brien & O'Brien 

* top portfolio by Springfield-Monarch 
* sales tips, sales aids, sales assists 


BROKERS! O'Brien & O'Brien acts as YOUR Life Department 


O'BRIEN & O'BRIEN, 
90 JOHN STREET, NEW YORK 38,N. Y. 


BEekman 3-6700 + 
Complete multiple-line facilities 


INC. 


CABLE: OBRIENRAY 











HEARD On The WAY 








Minnesota State Life Underwrit- 
its Sales 
Instead of having 


The 
ers Association had annual 
Congress on April 21. 
four or five speakers as usual this year, 
the association asked Ralph Engelsman 

New York City to put on his latest 
version of the one-day school. The at- 
tendance was more than 800. 

Freeland W. Harlow, manager of 
North American Life and Casualty, said 
to The that Mr. 
Engelsman finished his program at 3:45 
in the afternoon and was given an ova- 


Eastern Underwriter 


considering this is his fourth 
or fifth the Twin ‘Cities, 
would indicate that he has lost none of 
his ability to get a story across. 

The program this year was handled by 
Don Berquist of Minneapolis, who was 
sales congress chairman. Art Gustafson 
of Duluth is president of the State Asso- 
ciation. 


tion which, 
appearance in 


Uncle Francis 





peegaeny 


SUN 


a progressive company 


SUN LIFE ASSURANCE 





Progressive 


yet bate 





in 
a progressive industry. 


Active in the United States since 1895 


LIFE 


COMPANY OF CANADA 








Roy MacDonald on the Job 


Roy A. MacDonald has resumed his 
duties as managing director of the Life 
Office Management Association. Mr. 
MacDonald has fully recovered from the 
heart attack he sustained March 15. 


Mutual Benefit Life CLU 


Associations Officers 

John H. Ames, CLU, of the Arthur 
Youngman Agency, New York City, was 
elected president of the Mutual Benefit 
Life CLU Association at the associa- 
tion’s annual meeting held in April at 
Bal Harbour, Florida. 

Four regional vice presidents were 
elected. They are: Frank Ridge, Wash- 
ington, vice president of the northeast- 
ern region; Ervin J. Lewallen, Miami, 
vice president of the southern region; 
Donald W. Warner, Toledo, vice presi- 
dent of the central region and Bruce 
Bogue, Los Angeles, vice president of 
the western region. 

Mildred F. Stone, CLU, staff assistant 
to the president, was re-elected secre- 
tary 








Four New GAMC Locals 


The General Agents and Managers 
Conference of NALU announces the 
formation of four new local associations. 
Names and officers of the new associa- 
tions as given by Hastings A, Smith, 
CLU, general agent, New England Life. 
Indianapolis, chairman of the GAMC 
extension committee, are as follows: 

Northwest Indiana, Gary & Hammond, 
Walter J. Carlin, CLU, Prudential, presi- 
dent; Roy Charleston, Jefferson Na- 
tional, vice president; Edward G. Mur- 
phy, CLU, New York Life, secretary- 
treasurer. 

Nig 


Long Island, Joseph J. Nagle, 


Continental Assurance, president; Lam- 
bert G. Aloisi, Postal Life, administra- 
tive vice president; William Krauss, 
CLU, Guardian Life, second vice presi- 
dent; Whiting Evans, Monarch Life, 
secretary; Maxwell Bergman, Mutual Of 
New York, treasurer. 


S. C., Ralph Martin, Life 
J. W. Coulbourn, 
H. L. Michael, 


Charleston, 
of Georgia, president; 
Prudential, vice president; 


Equitable Life Assurance Society, sec- 
retary-treasurer. 

Southern Arizona, Tucson, Robert 
Pope, president ; Howard Strauss, United 
American Life, vice president; Richard 
W. Firth, Metropolitan Life, secretary; 
Arlie Gehrke, Washington National, 
treasurer. a 





Now At Preferred Rates 


Georgia International is now insuring 
male risks who are moderately under- 
weight and have low normal blood pres- 
sures at preferred rates. These are 
known as “Super Select” risks and the 
premium rates are the same as the fe- 
male rates for the same age. Savings 
range from $10 to over $100 per year 
per $25,000 policy depending on age. 

This low premium coverage is avail- 
able only in connection with pre-paid ap- 
plications for whole life and endow- 
ment plans in the amounts of $25,000— 
$100,000. The proposed insured must be 
engaged in professional, clerical or 
skilled duties: he must neither be in 
aviation nor a member of the Armed 
Forces. 























“But I don’t have the 
know-how for life!” 


CG: You don’t need it! Our Life 
Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. Yow take all the 
commissions! 


YOU: Now wait a minute...what’s 
in it for you? 


CG: We’re like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


YOU: You’re reaching me... what 
about profits? 


CG: You may have an increase in 
your profits of 15% or more per year. 
And, at no extra expense to you. It 
will pay you to call our nearest office 
... Tight now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


“Sing With Bing” Honors 


Christmas “Sing with Bing,” sponsored 
by Insurance Company of North Amer- 
ica Companies in December, 1959, for 
the fifth year, shared top honors in the 
Radio Television Daily All-American 
Awards Poll. Judged in the Musical 
Show of the Year category, “Sing with 
Bing” took first place with “Holiday 
with Chevalier” and the Metropolitan 
Opera broadcasts. 

Four hundred and sixty-seven radio, 
TV critics and editors participated in the 
poll. 





M. H. Levy Predicts 
Innovations Coming 


HE SEES “INSURANCE FOR ALL” 


Standard Security Life President in 
Syracuse Talk Forecasts Senior 
Citizen Coverage Through Age 96 


Syracuse, N. Y.— Michael H. Levy, 
president of Standard Security Life of 
New York, predicted new modernization 
and liberalization in the writing and issu- 
ing of life and health insurance policies 
in a recent Syracuse talk. Mr. Levy said 
these will include senior citizen coverage 
and substandard risk underwriting. The 
classification of “hazardous occupation” 
is being re-evaluated and liberalized, he 
said, as highlighted by the availability of 
coverage for workers in nuclear plants 
and to the American astronauts. 

Speaking before the Syracuse Press 
Club on what he called the new “Declara- 
tion of Independence of Insurance Buy- 
ers,” Michael H. Levy said that the ir- 
dustry is readying “insurance for every- 
one,” including life and health insurance 
for senior citizens, the diabetics and for 
the 15 million persons who suffer from 
diseases of the heart and circulation. 
Some of these policies will not require 
medical exams, he added. 

Mr. Levy said that Standard Security 
as a “pioneer” will unveil in the near 
future many departures in insurance 
forms and policies. “The policies,” he 
commented, “will be written in simple 
language and in a narrative style, enab- 
ling the buyer to read and understand 
what he has purchased.” 


To Write Senior Citizens up to 96 


Regarding senior citizens, Mr. Levy 
said: “There is no reason why age cur- 
tails security and protection. New and 
up-to-date actuarial tables prove the in- 
creasing longevity with statistics show- 
ing the expectancy of a male child born 
today to be about 70 years—of a girl 
baby about 75 years. Insurance compa- 
nies are taking this into consideration 
and are expanding programs. New econ- 
omies in operation and presentation will 
make modern policies available at low 
cost 

“Standard Security intends to write in- 
surance for senior citizens through age 
96. I feel that,” he concluded, “with mod- 
ern attitudes and with modern ideas, we 
can look forward, with confidence, to the 
insurance industry leading the path for 
those who will be coping with the many 
great problems we face in our ever- 
changing world and in our drive for 
security.” 





Educators Mutual Life to 
Erect New Home Office Bldg. 


More than 150 officials, employes, 
agents and guests formed an appropriate 
“E” during recent ground-breaking cere- 
monies for the new home office of Edu- 
cators Mutual Life of Lancaster, Pa. 

President J. Laurence Stickler turned 
the first shovelful of sod with a golden 
shovel, in recognition of the fact that 
1960 is the company’s 50th anniversary 
year. He was followed by W. Gordon 
Landreth, treasurer and vice president, 
teacher division; A. W. Adee, vice pres- 
ident, commercial division, and Herman 
Hoskins, vice president and manager of 
Educators’ West Virginia branch office. 

Among the guests was Mrs. E. W. 
Strickler, mother of the president and 
widow of one of the men who founded 
the company in 1910. 

The new home office will be erected on 
a 20-acre plot in the suburbs of Lan- 
caster, along the Lincoln Highway East. 
The 25,000 square foot brick building, 
oi modern design, will be air-conditioned 
throughout. Occupancy is expected by 
Spring 1961. 

This will be the eighth expansion move 
since 1947 for Educators. The com- 
pany, now doing business in 17 states, 
was chartered on Dec. 24, 1910, by a 
small group of Lancaster school teachers. 
Until 1936, the entire business of the 
company was with the teaching profes- 
sion. 


FOR: 





Excellent positions as Group Sales and Service Repre- 
sentatives for a rapidly expanding Eastern Life Company. 


We are seeking men who have good technical knowledge of the 
Group business. Salary will be dependent upon experience. 


Send your resume with full details to Box 2807, The 
Eastern Underwriter, 93-99 Nassau St., N. Y. 38, N. Y. 








GROUP INSURANCE SALES : 


OPPORTUNITIES 


WANTED: Aggressive young men with solid Group Life sales ex- 
perience (minimum | 


year). 








H. Ladd Plumley of Worcester (right), newly elected vice president of the 
U. S. Chamber of Commerce, exchanges congratulations with Arthur H. Motley, 
New York publisher and the Chamber's in-coming president, Mr, Plumley, chairman 
of the board and president of the State Mutual Life, Mr. Motley, and other new 
officers of the Chamber were guests of honor at a banquet ending the business 
group’s 48th annual meeting in Washington, D. C. 





Record LOMA Enrollments 


A record number of students have en- 
rolled for the Life Office Management 
Association Institute examinations, 
James H. Kohlerman, educational di- 
rector, announced recently. Records 
were also set in the number of new stu- 
dents enrolled, the total number of stu- 
dents participating in the program, the 
total number of examinations enrolled 
for, and the number of companies par- 
ticipating. 

Institute examinations will be held dur- 
ing the week of May 2. Results should 
be ready for release to companies by 
August 1. 

Some 14,219 students from 484 com- 
panies and organizations have registered 
for 24,845 examinations. Last year, 13,- 
417 students from 475 companies signed 
up for 24014 examinations. 


JOINS OCCIDENTAL OF CAL. 
_ Jack K. Jones has been appointed as- 
sistant manager in the Oakland branch 
office of Occidental Life of California. 
Mr. Jones joins Occidental after a three- 


year association as division manager 
and special agent with Prudential in 
Oakland. 


A native of Cheyenne, Wyoming, he 
graduated from Oregon State College 
and served in the Air Force for three 
years. 


SUN OF CANADA CHANGES 


MacGibbon 
Britain; 





Resident Treasurer in 
Hicks Transferred 
to Montreal 

P. R. MacGibbon has been appointed 
resident treasurer of Sun Life of Can- 
ada in Great Britain. He succeeds A. 
R. Hicks, who will be returning to the 
company’s head office as associate treas- 
urer. ; f 
Mr. MacGibbon, assistant treasurer of 
the company at Montreal since 1955, has 
been associated with its investment oper- 
ations for 12 years. He holds an honours 
degree in political science and_ economics 
from McMaster University, Hamilton. 





Assistant Medical Director 


Dr. Warren \Braveman of Jamaica, 
Long Island, has been appointed an as- 
sistant medical director of Equitable 
Society. He is a graduate of Brooklyn 
College and Cornell University Medical 
School, and is a diplomate of Ameri- 
can Board of Internal Medicine, Ameri- 
can Federation for Clinical Research 
and the New York Academy of Sciences. 

Dr. Braveman had been teaching and 
doing research work in cardiac an 
renal diseases at Cornell Medical Di- 
vision since 1955. He has also done re- 
search work in his speciality at Bellevue 
Hospital. 
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) P. DeStefano, 
> Metropolitan Life, was general chairman 
D for the meeting. 











Nearly 1,000 Connecticut life insurance 
men attended the 22nd annual sales con- 
gress of the Connecticut Association of 
Life Underwriters recently at Yale Uni- 
versity in New Haven. Life underwrit- 
ers, attending from all parts of Connec- 
heard predictions from speakers 
prominent in the field that the 1960's 
would be the “Soaring 60's” for life in- 
surance, in keeping with the “Let’s Grow 
theme of the congress. Frank 
New Haven manager for 


\lfred N., 


luasurauce Commissioner 


State 
, took issue with 


Special guest Premo, 


© those who advocate bewrlng Term insur- 
+ ance and personally investing the differ- 


left from the cost of 
insurance. 

“No insurance 
with any form of investment can dupli- 
cate what you can offer with your reg- 
wiar permanent plan of life insurance, 
Commissioner Premo declared. 

The statement was the Commissioner's 
reply to a recent national magazine 
article extolling Term insurance and 
suggesting that the “savings” realized 
through its lower cost could advan- 
tageously be invested by the policyholder 
himself. 

Only with a regular life insurance pol- 
icy can “the necessary protection ele- 
ment be blended with a substantial guar- 
anteed saving and investment plan which 
provides that funds in a known and spe- 
cified amount will be there when adver 


ence permanent 


combination of Term 


sity strikes either soon or in later 
years,” the Commissioner said. 
Morris D. Weil, Hartford insurance 


counselor, described the four spokes nec- 
essary for the “wheel of success” in 
business as “motivation, professiona! 
knowledge, prospecting and good work 
habits.” 

Mason J. O. Klinck, CLU, a represent- 
ative of New England Life in New York 
City, urged his audience to upgrade their 
business to get the maximum return for 
time invested. Mr. Klinck, who paid for 
2 million in volume last year, said he 
did this handling an average of only four 
cases a week, concentrating on corporate 
deferred compensation plans. 

Allan E, Cragin, manager for Metro 
politan Life at Greenw ich, Conn., termed 
selling an art and science calling for cre- 
ative thinking. He also pointed out the 
importance of being genuinely interested 
in people and convinced of your ability 
\o accomplish something for ‘them. 

During afternoon sessions, the con 
gress was welcomed to New Haven by 
Mayor Richard C. Lee and heard a re- 
port from Douglas A. Bora of Aetna 
Life at Rowayton, state president of the 
Association. 

A highlight of the afternoon was the 
award of the newly-established Howard 
V. Krick Memorial Scholarship to Robert 
G. Hauser of Willimantic, an insurance 
major at the University of Connecticut. 
The scholarship was presented by Willa 
D. Krick, widow of the late former pres- 
ident of the Association. 

Earlier, Robert C. Gilmore Jr., direc- 
tor of market research for Mutual Bene- 
fit Life of Newark, and a past president 
of NALU, presented Mrs. Krick with a 
plaque in memory of her husband. 

Harland L. Knight, agency vice presi- 
dent, Security Mutual Life, Binghamton, 
N.Y. , who discussed accident and sick- 
Ness insurance, pointed out that while 
More than 120 million are covered by 
hospitalization policies, only about 31 
tuillion have protection against income 

OSS. 

Stressing the vital need for income 
Protection, Mr. Knight noted that this 

Was an area too frequently overlooked 
by life insurance salesmen. He showed 
how the best- planned life insurance pro- 
stams would be placed in jeopardy if a 
policyholder, through illness or accident. 
were left without income for prolonged 


periods. 

Jack Wardlaw, Raleigh, N. C., life in- 
surance man and widely-known author 
and speaker on insurance subjects, urged 
the use of direct mail advertising in 
building business. He said the sending of 
birthday and Christmas greetings alone 
had opened the door to large numbers 
of prospects for this agency. The life 
underwriter must always be alert to new 
prospecting and merchandising ideas if 
his business is to expand, he declared. 


Prudential Names Warlick 

Robert P. Warlick of 
D. C., has been appointed associate in- 
vestment manager of The Prudential’s 
bond department. 

Previously Mr. ‘Warlick was a munici- 
pal bond salesman and an investment 
analyst and head of the securities unit 
ot the Federal Deposit Insurance Corp. 
He is a graduate of Brown University 
and holds a master’s degree in business 


administration from Harvard Business 
School. 


Washington, 


Group Agency Assistant 


Eugene F. Randolph has been named 
Group agency assistant by Provident 
Life and Accident of Chattanooga. As a 
member of the home office agency de- 
partment, Mr. Randolph will supervise 
sales in a large midwestern territory. 

Mr. Randolph has over 20 years’ ex- 
perience in the Group field. He was most 


recently associated with Liberty Life 
as director, Group department. He at- 
tended University of Wisconsin and 


Harvard Business School, and was grad- 
uated with Ph.B. degree in business 
administration. 





WHAT 
MAKES A 


COMPANY 


REAT? 


There is no universal yardstick for 


measuring a life insurance company’s 





greatness. 


amount o 





and the regard in which the % 


is held in its own industry. 





Our yardstick requires a well-bal- 


anced quantity of all these factors. And 


most importantly, the highest regard for 


operating principles assuring the utmost 


in benefits for policyholders, stockhold- 


ers, and all company personnel. 


We feel that strict adherence to this 


yardstick has made the Equitable Life 


Insurance Company of lowa a truly 


great company. 


Cyuitable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 - DES MOINES 
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~NALU Fund-Raising Campaign 


The National Association of Life Un- 
derwriters is making steady progress to- 
wards its current fund-raising goal oi 
$505,000 to pay for and equip its new 
headquarters building in Washington, 
D. C. Nearly $200,000 has been contri- 
buted to date—with the campaign sched- 
uled to run through the Association’s 
September 11-16 annual convention. 

Campaign Director Eber M. Spence 
of Indianapolis emphasizes that it is still 
possible for contributors of $100 or more 
to have their names memorialized on 
bronze plaques that will be erected in 
the lobby of the NALU headquarters 
building. Unlike the listing of original 
Charter Builders which will be arranged 
alphabetically-by-state by the time oi 
the annual convention, the supplemen- 
tary lists of $100 or more contributors 
will be alphabetical only and will be 
erected at a later date. 

Mr. Spence also notes that many local 
associations which have already met 
their 10-percent-of-membership Charter 
Builder quotas are now making deter- 
mined efforts to oversubscribe their 50- 
percent-of-membership donor quotas. 
The names of all donors to the NALU 
building fund will appear in an attrac- 
tive book that will be permanently dis- 
played in the foyer of the building. 

Even though the fund-raising cam- 
paign still has several months to run, 
NALWU officials can already point to sev- 





Harold Farber President 
Of New Buffalo Company 


Buffalo, N. Y—Harold D. 


Farber has 


been elected president and Milton A. 
Schiff has been named executive vice 
president of the new Buffalo Interna- 


tional Life Insurance Co, 

Mr. Farber heads Security Mutual 
Life’s Buffalo agency and Mr. Schiff 
has had a similar position with Security 
Mutual in Hempstead, L. I. 

Other new officers of the new insur- 
ance company are Howard D. Brown, 
administrative vice president, and Har- 
old C. Frantzen, treasurer. Mr. Brown 
is an associate of Mr. Farber in Secur- 
ity Mutual and Mr. Frantzen is a vice 
president of the Western Savings Bank 

Elected to the board of directors of 
International Life are the officers and 
the following: 

John W. Brown, senior vice president 
of the National Gypsum Co.; Raymond 
Ff. Eisenhardt, vice president of the 
Buffalo Savings Bank; William Harden- 
bergh, manager of the Treasury Depart- 
ment of the Dairymen’s League Co-op- 
erative of New York; Edward H. Kav- 
inoky, Buffalo attorney 

Elmer B. Milliman, president of the 
Central Trust Co. of Rochester; James 
|. Oddy, vice president of the Manu- 
facturers & Traders Trust Co.; David 
Schlossman, president of Clark’s Enter- 
prises in Rochester; Dr. Jerome H. 
Schwartz of New York and John A. 
Wells, New York attorneys. 

The headquarters of the new life in- 
surance company will be in Buffalo. 





American Names Geo. Frank 


George W. Frank, CLU, has been ap- 
pointed life superintendent at the 
Rochester branch office of American 
Life of New York. Mr. Frank brings to 
his new position over thirteen years of 
life insurance experience having served 
as agent, agency instructor and assistant 
manager for New York Life and as gen- 
eral agent for National Life of Vermont, 
prior to joining American Life of New 
York 

His business and civic affiliations in- 
clude: director, Rochester Life Under- 
writers; treasurer, Rochester Chapter of 
Chartered Life Underwriters; past presi- 
dent, Webster Rotary Club, and a di- 
rector of the Monroe County Crippled 
Children Society. During World War 
Il, Mr. Frank served as an ensign in the 
U, S. Navy. 


eral outstanding examples of participa- 
tion. 

Among NALU’s affiliated local units 
one of the best records is being turned 
in by the Peoria, Ill. Association of Life 
Underwriters. Sparked by local chair- 
man, George Treadway, New York Life, 
72% of the Peoria Association member- 
ship contributed tto the campaign for a 
$38.12 average contribution, 35% of the 
membership are Charter Builders. 

The Vermont Association of Life Un- 
derwriters was the first state associa- 
tion to top both its Charter Builder and 
Donor quotas. In honor of his outstand- 
ing leadership in the campaign and con- 
tribution to NALU over the years, the 
Burlington Association of Life Under- 
writers is presenting Vermont chair- 
man Bernard H. Zais, CLU, Connecti- 
cut Mutual, with a certificate of recogni- 
tion. 

NALU is also recognizing Mr. Zais 
and other state chairmen with a lami- 
nated, multi-color rendering of the head- 
quarters building suitable for display 
in office or home. Presentation of the 
souvenirs will be made during the next 
two months at meetings of each state 
chairman’s home _ association. 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Manpower Development 
Direction for Noland 
A series of new appointments are an- 
nounced by Equitable Society, 
William M. Noland is named director 
of manpower development; and Edwar.l 
Mr. 


super- 


D. McDougal is now his assistant. 
Noland’s 


vision of staff services provided by the 


duties include overall 


personne] department in the areas of re- 
cruitment and and 
training, management development and 
manpower planning. The employment di- 
vision, under the direct supervision of 
William E. Blevins. and education and 
training division, under direct super- 


selection, education 





COLLEGE GRADUATE, age 29, Super- 
visor of Proposal and initial Underwrit- 
ing. Well seasoned in all aspects of 
group insurance including Sales & Serv- 
ice. Desirous of position with growth 
potential. Box 2799, The Eastern Un- 
derwriter, 93 Nassau Street, N. Y. 38. 











vision of William J. 
report to Mr. Noland. 

Jack E, Floro was appointed man- 
ager of salary administration division in 
the personnel department. He will also 
be secretary to salary committee for 
Equitable. 

E, James Young is named manager of 
department staff services in the Group 
department. 


Glennon, Jr., wil 














the Junior Estate Builder, educatio 


Attractive 


Juvenile Contracts 


With his complete line of juvenile contracts, the LNL man can sell 


pay life, endowment at 65, short-term endowments, and single-premium life 
or endowment plans. These policies are issued from date of birth. The 


popular payor benefit is available even to substandard risks. 


This complete line of liberal juvenile contracts 


provides another reason for our proud claim that 


The 


nal endowments, ordinary or limited 


INL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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DAVID F. 


McCORMICK 


Appointment of managers for two new 
sales offices of Columbian National Life 
in the New York City area were an- 
nounced by Fred S. Sibley, vice presi- 
dent and director of sales. 

David F. McCormick is sales manager 
of the 500 Fifth Avenue office of Co- 
lumbian National, a member of the Hart- 
ford Fire Group. Stephen D. Hannigan 
is the newly-appointed sales manager of 
Columbian’s office in Hempstead, Long 
Island at 250 Fulton Street. 

Mr. McCormick formerly was an agent 
and in brokerage work with the Travel- 
ers, Union Central and Manhattan Life 
in New York. A graduate of Canter- 








Roger A. Winters 
STEPHEN D. HANNIGAN 


bury School, he also was graduated from 
the University of Denver. During World 
War II he served with the U. S. Marines. 

Mr. Hannigan, a graduate of Bradley 
University, received his Master’s Degree 
from the University of Pennsylvania. 
He has been in the life insurance field 
for eight years and since 1958 has served 
as assistant resident superintendent for 
Colonial Life in New York. A membe- 
of the Life Underwriters Association of 
New York City, Mr. Hannigan also is 
a member of the Life Supervisors of 
New York City, several fraternal and 
religious organizations and is treasur?r 
of the Bay Park Civic Association. He 
is a World War II Navy veteran. 





“Clean House” Campaign 


Calling the operation “Spring House- 
Cleaning” more than 1,000 members of 
the Canada Life staff in the home office 
building in Toronto conducted a_ two- 
weeks’ drive to clear out “dead-wood” 
material from desks and filing cabinets. 

More than six tons of paper and over 
five tons of card stock were collected 
and in the process of this clean-up a sub- 
stantial amount of equipment, such as 
desks, filing cabinets and office ma- 
chines, was released to the company’s 
supply department for re-allocation. 





March Life Sales Up 4% 


March purchases of life insurance in 
the United States amounted to $6,156,- 
00,000, up 4% from a year ago. Aggre- 
gate purchases for the first three months 
of 1960 were $16,199,000,000, up 2% from 
a year ago. These figures were re- 
ported by the Life Insurance Agency 
Management Association of Hartford. 
_ Purchases of Ordinary life insurance 
in March were $4,573,000,000 or 1% over 
March a year ago. This was the largest 
March total on record for Ordinary in- 
surance. The number of Ordinary pol- 
lcies bought in March was 747,000 com- 
pared with 766,000 the year before. 

Industrial life insurance bought in 
March amounted to $570,000,000, a de- 
crease of 10% from the corresponding 
Month last year. 

New Group life insurance amounted to 
$1,013,000,000 in March, an increase of 
3% from March a year ago. These 
gures represent new Groups set up only 
and not additions under Group contracts 
already in force. 

In the first three months of this year, 
Ordinary life insurance bought ac- 
counted for $11,859,000,000, negligibly 
changed from last year. Industrial life 
Msurance purchases represented. $1,616,- 
000,000 of this year’s three-month total, 
down 5% from last year, while new 
Group life insurance amounted to $2,- 
724,000.00, an increase of 15% from the 
fst three months of last year. 





Cowart to Manage W yoming 
Office for Mutual of Omaha 


Mutual of Omaha and United of 
Omaha have named Edwin E. ‘Cowart, 
Jr., manager of the Wyoming division 
office at Cheyenne. Mr. Cowart replaces 
Robert L. Jennings, who has been pro- 
moted to general agent in Wisconsin. 

Starting his insurance career in 1952, 
with his father in Mutual and United's 
Georgia Agency, he was later a field 
representative and field trainer. His most 
recent position was regional supervisor 
for the companies in the western area. 








Two H. O. Men Wanted 


A progressive life company 
with head office in Washington, 
D. C. has immediate need for 
an Assistant Controller and a 
Policyholders' 
ment Head. 


Service Depart- 


Experience in home office op- 
erations desirable. Definite op- 
portunities for advancement. 
State age, education, experience 
and present salary. 

Address Box 2806, The Eastern 


Underwriter, 93 Nassau Street, 
New York 38, N. Y. 














Mass. Mutual Group Awards 


Awards for outstanding performance 
during 1959 in the Group insurance field 
were announced at the recent Group 
Conference of Massachusetts Mutual 
Life at Key Biscayne, Fla.. The- Mid- 
western regional office headed by Don- 
ald E. Brinkman received the President’s 
Group Award for ithe most outstanding 
all-around performance among the com- 
pany’s 38 Group Offices. The Eastern 
Regional Office headed by George E. 
Hopkins was named as runner-up. Stan- 
ley W. Bowen of Los Angeles was de- 
signated the company’s Group Man of the 
Year and the Group production leader 
for 1959. Donald D. Libby of New York 
City was the company’s 1959 Group 
Pension Man of the Year for the sec- 
ond consecutive year. 

The Group Man of the Year is based 
on a formula involving various aspects 
of the dindividual’s record of sales and 
service. Mr. Bowen had previouslv re- 
ceived this award in 1956 and 1958. A 
resident of Woodland Hills, Calif.. and 
a graduate of University of Southern 
California, he had three vears of life 
insurance experience before ioining the 
Massachusetts Mutual Group Field Force 
in 1953. 

In winning the Group Pension Man 
of the Year Award which is also based 
on a formula. Mr. Libbv’s new pension 
premium production totals $4%4 million. 
He iis a native of Des Moines and a 
graduate of Drake Universitv. He was 
affiliated with the company’s Group Of- 
fice in Cleveland prior to joining the 
New York Group Office in 1956. 
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MARTIN KRAMER 


Martin Kramer and his three sons, 
Harold, Jack and Sidney of Philadelphia 
have been appointed agency builders 
by All American Life & Casualty of 
Park Ridge, Ill. The Kramers will be in 
charge of sales and services in eastern 
Pennsylvania and have opened .an office 
in Philadelphia. 

Mr. Kramer has been in ‘the A. & H. 
and life insurance business for 40 years. 
The four Kramers have worked as a unit 
for the last eight years. They were 
formerly associated: with Mutual and 
United of Omaha. ; 
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Pedoe on Mortality-Living Status 


New Orleans— Better living condi- 
tions result in lower mortality rates and 
available statistics in both England and 
the United States indicate that the death 
rate of occupational groups decreases 
as income increases, Arthur Pedoe, re- 
search actuary of Toronto, said in a 
paper presented at the meeting of the 
Society of Actuaries. Mr. Pedoe said, 
however, that from 1930 to 1950 much 
of the wide disparity in mortality le- 
tween high and low income levels was 
eliminated. 

It was suggested by the Canadian ac- 
tuary that, in view of the 1960 U. S 
Census, soon to be tabulated, plans might 
effectively be made to undertake an up- 
to-date investigation into U. S. mortality 
of social-economic groups. A joint oc- 
cupationa] study by the Society of Ac- 
tuaries was suggested, to up-date the 
last one made 20 years ago. 

The difficulties in such a study were 
clearly outlined by Mr. Pedoe, includ- 
ing the widespread tendency to raise 
the social status of a deceased when 
close relations report the death for 
national records. 

Citing the studies made by the Brit- 
ish Registrar General covering the years 
1949-53 and compared with 1930-32 and 
1921-23, Mr. Pedoe said that in Eng- 
land, there was a steady rise in death 
rate from the professional, through man- 
agerial, then skilled worker, then semi- 
skilled and finally unskilled worker, the 
latter showing in 1949-53 a death rate 
one-fifth greater than the professional 
group. That experience was a marked 
improvement over the earlier periods. 
In 1921-23, the unskilled worker death 
fate was half again as large as the 


professional worker rate. 

In the United States, corresponding 
figures for 1950 showed a 46% disparity 
between unskilled and_ professional 
levels, compared with an 18% difference 
in England. 

The effect of mortality improvements 
from 1930 to 1950 on various age group- 
ings was also shown by Mr. Pedoe. 
In both England and the U. S., by far 
the greater part of the improvement has 
been at the younger ages, especially 
under 45. In the ‘English study, broken 
into occupational groupings, the great- 
est gains were in the very young age 
groups and in the lower income groups. 

Wives have a great advantage over 
their husbands mortality-wise. British 
statistics quoted by Mr. Pedoe gave 
unique figures of death rates of married 
women classified according to their hus- 
bands’ economic status. In their case 
also the thigher the status the lower 
the death rate, but the differences were 
less than among the husbands. In the 
important age group 55 to 64 the death 
rate among married women was about 
half that of their husbands. From 
figures given it would appear that if 
statistics were available the same facts 
would be found to apply in the United 
States. 

The great improvement in the death 
rates among Negro lives in the United 
States was noted in the paper. The 
death rate of Negro workers in the Uni- 
ted States is higher than of white work- 
ers of the same economic status. How- 
ever, the improvement in recent years 
has been greater among Negro workers 
than among the corresponding white 
workers. 





New Rate Book Introduced 
By Wisconsin National 
A series of regional meetings are in 
progress in the midwestern states where 
a new life rate book and new life poli- 
cies are being introduced to the Wis- 
consin National Life field organization. 
The life rate manual is a standard ring 
binder with 8%xll size pages. The new 
rates are based on the 1958 CSO mor- 


tality table. 
Gradation of premiums by size and 


lower rates on females were also in- 
corporated into the rate structure. 
A new Social Security section was 


added along with a policyowners serv- 
ice section. 

Limits on accidental death benefits 
were doubled from $50,000 to $100,000 
and there was a substantial reduction 
in waiver of premium and accidental 
death benefit rate. 

Several new policies were added such 
as the five year modified life, five year 
renewable convertible Term, 20 year 
Term and a new Ordinary life policy 
which will be written sub-standard from 
ages 0 to 70. The family income and 
supplemental Term riders have been 
broadened to make them much more 
flexible. Generally there are higher cash 
values, thigher paid-up values and long- 
er periods of extended insurance. 

In the company’s new Guaranteed 
Estate Plan, each unit of the policy 
provides a death benefit of $1,000 prior 
to age 23 and $5,000 thereafter. At issue 
only one premium of $50 is payable. 
At age 23 the policy automatically in- 
creases to $5,000 with premiums payable 
to age 65. The annual premium from 
age 23 to age 65 is $75. In addition 
the insured has the option to purchase 
additional $5.000 amounts of insurance 
at ages 25, 27, 29 and 31 without evi- 
dence of insurability. The plan is avail- 
able from ages 0 to 15 with a maximum 
of 2 units. 

Another highlight of the meeting was 
the announcement of the increase in 
non-medical limits from $10,000 to $20,- 
000 from ages 10 to 30. The amounts 
are graded at other ages. 


Phoenix Mutual Increases 
Dividends, Interest Rate 


Phoenix Mutual Life announces an in- 
crease in policyholder dividends effective 
July 1. Under the new dividend scale, 
policies have accumulated 
stantial reserves will benefit the 
from the Policyholders 
whose policies are fully-paid will also 
share in the additional 

Interest on 


which sub- 


most 


new schedule. 


benefits. 
dividends left with the 
company and interest on funds held for 
future under income 
ments will be increased to 3.5% on July 
1. The company’s over-al] improvement 
during 1960 has been from 3% to 3.5%. 
Interest on funds deposited by policy- 
holders for payment of future premiums 
will be increased from 3% to 3.25%. 
Other changes announced by the com- 
pany include a new and reduced scale 
ot premiums for retirement income pol- 
icies and retirement income annuities. 
The company has also announced a re- 
duction in premiums for all term insur- 
ance plans to become effective May 2. 
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Buck Gives Results of Lapse Study 


New Orleans—Cash-value or perma- 
nent type life insurance policies are less 
inclined to lapse than term insurance 
policies, especially the long term varie- 
ty. This is one of the many facts 
brought out in a study of his company’s 
first year lapse rate by Norman F. Buck, 
7 actuary of Lincoln National 
wife. 

In a paper at the meeting of the So- 
ciety of Actuaries, Mr. Buck gave the 
rate of policy discontinuances during 
or at the end of the first year, in rela- 
tion to many policy or selling factors. 
One objective was to aid in developing 
plans to further reduce policy lapses in 
the future. 

The over-all first year lapse rate re- 
ported in this paper was 10.0% of the 
number of policies. The cash-value plans 
showed lapse rates ranging from 5.5% 
to 124%, depending on age, sex, and 
type of policy. In contrast, the lapse 
rate for term insurance policies ranged 


from 121% to 15.2%. 
Other relationships brought out in- 
cluded: Policyholders buying additional 


insurance showed a lapse rate as low 
as two-thirds that for first-time buyers. 
Package policies, such as Family In- 
come plans, had a better persistency 
than the simpler policy plans. 

Younger persons lapsed more frequent- 
ly than older persons. For instance, the 
18-24 age group ‘had a lapse rate more 
than three times that for 60 and over, 
two and a thalf times that for 50 and 
over. Larger policies lapsed less often 
than small ones. The $25,000 and over 
policies had a lapse rate half that for 
policies under $2,500. 

‘Mode of payment was a factor, an- 
nual permium policies showing a lapse 
rate less than half that for monthly 
premium units. Men lapsed policies more 
frequently than women and women more 
frequently than for children. The lapse 
rate for men ran one-half more than 
for children. 

As for agent relationship, the business 
of older agents had a lower lapse rate 
than that of younger agents. This was 
true both as to ‘true age and years of 
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service. In fact, first and second year 
agents reported a lapse rate twice that 
of veteran agents of 16 or more years 
on the job. 

Summing up the findings, Mr. Buck 
said that the following steps might tend 
to reduce the lapse rate on a company’s 
business: 


‘1. Endeavor to put the policies on an- 
nual premium basis. 

2. Prospect in areas that will lead to 
policies with larger premiums or of larg- 
er size. 

3. Concentrate prospecting among 
middle and older age groups and chil- 
dren. 

4. Prospect intensively among present 
policyholders for additional protection. 

5. Build up a larger proportion of 
established veteran agents. 

6. Once a policy is sold, concentrate 


on collection of the second premium. 
7. Endeavor to sell permanent plans 
instead of term insurance. 


8. Make a strong effort to convert 
term policies to permanent ones. 





Colby and Wells Promoted 
By New England Life 


Promotions to general agent of Charles 
A. Colby, agency manager for New Eng- 
land Life in Wichita, Kansas, and Leo 
D. Wells, manager in St. Paul, Minne- 
sota, were announced by President 0 
Kelley Anderson. 

Mrr. Colby, an Army veteran of World 
War Il, is a graduate of Washburn 
University. He was New England Life's 
Rookie-of-the-Year in 1950, was ap- 
pointed supervisor in Topeka and _ was 
promoted to manager of the new Wichita 
agency in 1956. 

Mr. Wells joined New England Life as 
agency manager in 1958. He is a deacon 
of his church, active in the YMCA and 
is legislative chairman of the Minnesota 
Life Underwriters Association. Both 
men are members of the New England 
Life Leaders Association. 





Wm. Raitt Joins Columbian 


Appointment of William C. Raitt as 
regional director of sales for Northwest- 
ern Department of ‘Columbian National 
Life at Minneapolis, was announced by 
Fred S. Sibley, vice president and di- 
rector of sales. 

In his new position, Mr. Raitt will 
supervise the field sales and service of- 
ganization bringing Columbian coverages 
and services to Northwestern Depart- 
ment agents of the Hartford Fire Group 
of which Columbian is a member. Mr. 
Raitt will have offices at the Hartford 
Group’s Northwestern Department head- 
quarters at 15 South Ninth Street, Min- 
neapolis. ; 

Mr. Raitt, was graduated from Uni 
versity of Minnesota and received his 
Law degree from the Minnesota College 
of Law. Before joining the Hartford 
Group, Mr. Raitt served as manager 0! 
the life department of Marsh and Mc- 
Lennon, Inc., at St, Paul and had been 
a life insurance agent. 


————— 
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Solomon Huber Conducts 
Course at U. of Florida 


The prospect who says “no” to estate 
) planning may just be reacting to poor 
communication, Solomon Huber, CLU, 
general agent, Mutual Benefit, New 


York, told those attending his recent 
‘lecture course at the University of 
Florida. 


“Wars have been fought, empires have 
fallen, happy marriages have ended in 
the divorce court and prospects for 
estate planning have issued an adamant 
‘no—not always because each side was 








necessarily in opposition to the other. 
Each may have been saying the same 
thing, yet sufficiently differently to 
create an issue, an impasse or a m:sun- 
dersti inding. Words can attract, re- 
pel, confuse, irritate ; create love, friend- 
ship, hate, fear.” 

In stressing the role of semantics in 
estate planning, Mr. Huber noted that 
“communications is meaningful when 
you aspire to... and actually succeed 
in talking and writing so that you get 
across exactly w hat you want your pros- 
pect to receive.’ 

Examples of successful telephone tech- 
niques, some of which result in appoint- 
ments about 85% of the time, were given 
by Mr. Huber. One used by his agency 
as part of their Estatology procedure 
where the prospect claims to have a 
friend (or relative) in the business goes 
as follows: 

“Having a friend in the business, Mr. 
Prospect, it’s only natural for you to 
think of him first wh never you think 
of life insurance. Under the same cir- 
cumstances, I’d do the same thing. As 
you'll remember, it is not my purpose 
to discuss the purchase of life insur- 
ance when we meet and I do want to 
tell you about our property planning 
and property analysis service and how 
we can really help the man (on his way 
up) who has already made his success.” 

Mr. Huber’s lectures, which also dealt 
with the psychology and philosophy of 
estate planning, were based on his Esta- 
tology procedures, heretofore exclusive 
with his agency, and now being made 
available on an exclusive franchise basis 
throughout the country through his 
company, Estatology, Inc. 

I. Meyer Pincus, attorney, guided that 
part of the conference dealing with the 
estate problems and solutions of a hy- 
pothetical client. A new _ sound-strip 
film on tape, designed to motivate the 
prospect into divulging necessary infor- 
mation to the agent, was also shown to 
the students. Produced by Roger Wade 
Productions in conjunction with the 
Farnsworth Publishing Company, Inc. 
which is headed by Mr. Huber, the six 
minute film makes no attempt to sell, 
but dramatizes the need for estate plan- 
ning, 





United States Life Adds 
Two Agencies in N. Y. State 


Gordon E. Crosby, Jr., vice president 
and director of agencies of United States 
Life, has announced the appointments 
of the Louis M. Karpel_ Agency in 
Rochester and Ed Ryan & Sons in Troy. 

Mr. Karpel brings with him more 
than 12 years of experience as agent and 
general agent in the field. Most recently 
affiliated with Continental American, Mr. 
Karpel’s general agency was a consistent 
member of that company’s President’s 
Club. Mr. Karpel is a member of the 
Rochester Life Underwriters, the Or- 
phan’s Lodge and the American Legion. 

For a decade, Ed Ryan and Sons has 
heen one of Troy’s leading agencies, 
handling all lines. Frederick Ryan wi.l 
supervise the life and A. & H. depart- 
ments, and will develop brokerage for 
the agency. Mr. Ryan started in the 
life insurance business in 1949, setting up 


the agency with his father. He joined 
Monarch Life in 1957, but returned to 
the Ryan Agency in 1959. A past di- 


tector of the Troy Insurance Agent's 
‘sociation, Mr. Ryan is a member of 
ep enghts of Columbus and Lion’s 
ub, 








Little Gem Life Chart 


The new 1960 Little Gem Life Chart 
is now being distributed by The National 
Underwriter Co. In 768 pages, this ref- 
erence book, now in its 58th annual edi- 
tion, presents late information on re- 
cently changed contracts with new rates, 
etc., now offered by so many 
prominent companies. There are 22 
pages devoted to the completely new 
contracts of the Metropolitan Life. It 
also gives 12 significant financial and 
operating figures for each of 354 com- 


being 


panies, which collectively have about 
99% of the total life insurance in force 


today. 


In addition to the more than 600 pages 
devoted to Ordinary forms, the Little 
Gem includes a special “programming 
section” showing the incomes payable on 
previous issues since 1910. Other special 
sections provide broad information con- 
cerning juvenile insurance, 
policies, annuities, Nationa! 
Insurance, U. S. 
surance, 


weekly pay 
Service Life 
Government Life In- 
various tables, and 
Social Security. 


reserve 


Assigned to West 


Richard A. Secrist, CLU, and Henry 
C. Morrison, field assistants for the John 
Hancock, have been assigned to the com- 
pany’s western division to assist Super- 
intendent of General Robert 
E. Dye, CLU. 

Harold J. Peterson, assistant district 
manager for John Hancock in Tampa, 
Florida since 1956, has been promoted 
to district manager for the company in 
Fort Wayne, Ind. He formerly was an 
agent in Fall River, Mass. 


Agencies, 





“Etna Life Trains 
for Success 





BUSINESS 


a successful life insurance career. 


bined with text book study. 


books and examinations. 


from business and industry. 





THIS MAN WON’T ACCEPT 
AN AVERAGE INCOME IN 
THE LIFE INSURANCE 


He knows that sound training is vitally important in order to get 
ahead. That’s why so many like him are benefiting by Atna Life's 
intensive training program. This is a five-step course which equips 
Etna Life representatives with the knowledge necessary to build 


1 Basic Estate Control Plan School. A four-week course at the Home Office 
with expert instructors teaching proved sales plans. 


Career Course. Under the general agent’s supervision, field work is. com- 


3 Advanced Training. Business insurance and tax courses at the general 
agency supplemented by field schools and clinics. 


4 C.Lu. Participation. The company provides financial assistance for text 


5 Leaders Seminars and Regional Meetings. Men who qualify exchange 
ideas with other top salesmen, Home Office personnel and prominent men 


ZETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Company 
The Standard Fire Insurance Company * Hartford 15, Conn. 
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Young Asst. Counsel LIAA; 
Other Staff Promotions 


The following promotions 
made in the Life Insurance 
of America’s staff: 

Franklin H. Young, attorney, becomes 
assistant counsel. Mr. Young has been 
a member of the Association’s legal staff 
since December, 1952. He was graduated 
from Lehigh University in 1943, Phi 
Beta Kappa, and from University of 
Pennsylvania Law School in 1949 where 


have been 
Association 


he was a member of the Law Review. 
He is a member of the Pennsylvania 
and New York Bars 


Albert P. Caruso, assistant secretary, 
becomes administrative secretary. Mr. 
Caruso has been a member of the As- 
sociation’s staff since April, 1918, a per- 
iod of 42 years of service; thus, having 
been with the Association longer than 
any other presently employed person. 

Mary E. Touhey, personnel assistant, 
becomes assistant secretary. Miss Tou- 
hey administers the Association’s pay- 
roll and its employe welfare plan. She 
has been with the Association since Jan- 
uary, 1926, and during her long years of 
service has occupied several positions, 
including that of secretary to two former 
chief executive officers the Associa- 
tion. 

Sylvia A. Mahler, 
sociation’s staff in 
assistant treasurer. 
perienced accountant, 
Association’s general 


of 


who joined the As- 
May, 1959, becomes 
Mrs. Mahler, an ex- 
will administer the 
accounts. 


Colonial Life Makes Four 
Management Appointments 


Four recent changes in branch man- 
agement within the combination agencies 
ot Colonial Life of America have been 
announced by Richard D. Nelson, execu- 
tive vice president. 

Thomas H. Bartley, Jr., 
moted to manager of 
Pa., office. An agent 
from 1940 until he was named _ field 
manager in 1959, Mr. Bartley is a grad- 
uate of the company’s school in field 
management. 

Joseph Torres, formerly a home office 
inspector, has been appointed manager 


has been pro- 
the Harrisburg, 
for the company 


oi the Camden, N. J., office, replacing 
Keuben Hill, who retired on April 1 
after 29 years of service. Mr. Torres 


joined Colonial in 1933. His last field as- 
signment was as manager of the Trenton, 
N. fe amy: 

Jerome Capone, formerly manager of 
the company’s Brooklyn branch, has been 
transferred to the San Juan, Puerto Rico, 


office, replacing manager Thomas W. 
Davis, who is retiring after 34 years of 


service with Colonial Life. Mr. Capone 
has been with the company since 1929. 

Anthony Cardace has been transferred 
from the managership of the Manhattan 


a to the position vacated by Mr. 
Capone. With the company since 1949, 
Mr. Cardace served in a managerial 


capacity in Elizabeth, N. J., 


before going 
to Manhattan. 





Equitable Scholarships 

Three high school seniors have been 
awarded four-year college scholarships 
by the Group Millionaires Club of Equi- 
table Society. 

David P. Cahill of Indianapolis, 
James P. McDermott 
selected from finalists in a nation-wide 
competition conducted by the National 
Merit Scholarships Corporation, and will 


and 
of Cleveland, were 


receive Equitable Group Millionaires 
Club Educational Fund Merit scholar- 
ships. Patricia Anne Quaid of Pitts- 
burgh was chosen by directors of the 
Fund as the winner of an additional 
Educational Fund award. 

The award winners, all chi'dren of 


Equitable salaried employes, will receive 
stipends ranging from $100 to $1,500 a 


year according to individual needs. 
Under terms set forth by the National 
Merit Scholarship Corporation, scholar- 
ships are accompanied by unrestricted 
grants to colleges of the students’ 
choice. 


John Schneider Withdraws 


NALU Secretary Candidacy 


John Z. Schneider, NALU trustee, has 
decided to become a nominee for re- 
election as trustee for a second term 
rather than force a three-way contest 
for the office of seceetary of NALU, 
and the Maryland State Association of 
Life Underwriters which had endorsed 
him for secretary has changed its rec- 
ommendation to the NALU nominating 
committee in accordance with his de- 
cision, 

Schneider made this decision at 
the conclusion of the NALU Louisville 
Mid-Year meeting and says he feels it 
would not be in the best interests of 
NALU to be faced with a three-way 
race, all three contenders being cur- 
rent members of the board of trustees, 
for the office of secretary at the forth- 
coming National Convention in Wash- 
ington in September. Others who have 
been recommended to the nominating 
committee for the offic: of secretary 
are David M_ Blumberg. of Knoxvil e, 
and Jack A. Stewart, of Cleveland. 

Mr. Schneider says that the Mary- 
land State Association of Life Under- 
writers and the ‘Baltimore Life Under- 
writers’ Association will plan to submit 
his name as a nominee for the office 
of secretary some time subsequent to 
the year 1960. 





Raises Non-Medical Limits 

Substantially increased non-medical 
limits—providing for non-medical under- 
writing of as much as $25,000 at some 
ages—have been announced by General 
American Life. 

The new schedule calls for non-medical 
limits of $15,000 at age 0, 25,000 for ages 
1-25, $15,000 for ages 26-35, and $10,000 
for ages 36-40. The non-medical limits 
apply to both men and women. 

Previous limits at General American 
Life were $15,000 for ages 0-30 and $10,- 
090 for ages 31-40. For policyholders, 
age 36 to 40, the company will continue 
to consider $5,000 of additional non- 
medical insurance to bring the total up 
to $15,000, if at least 24 months have 


elapsed since the previous non-medical 
issue. 
In another non-medical liberalization, 


General American Life has raised from 
$5,009 to $10,000 the maximum amount of 
Guaranteed Insurability rider which can 
be considered non-medically. Amounts 
of the rider between $5,000 and $10,000 
can be issued along with a non-medical 


policy, providing the total of the two 
does not exceed the non-medical limit 
under the new schedule. Further—at 
ages 1-25 where the new non-medical 


limit is $25,000, a Guaranteed Insurability 
rider of $5,000 can be added to a $25,000 
policy—all on a non-medical basis. 
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Bankers Life Co. Names Three Mgrs. 


Bankers Life Co., Des Moines, has 
appointed Richard E. Doruff to be man- 





RICHARD E,. DORUFF 


ager at South Bend; Cass M. Charlton 
Wichita agency manager; and James P. 





JAMES P. BRIGGS 


will be manager of a new Ordi- 
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nary office in Memphis. 
Mr. Doruff, formerly a field super- 





CASS M. CHARLTON 


visor, succeeds J. H. Hinkes who was 
made senior sales supervisor in the home 
office. He joined the company in 1955 
in Chicago. 

Mr. Charlton, who succeeds J. A. Rein- 
hart agency manager at Wichita for 
more than 30 years, has been with Bank- 
ers Life since 1955, became Wichita 
agency supervisor in 1957, 

Mr. Briggs comes to Bankers Life 
after several years with Equitable So- 
ciety of New York. 





LOMA Graduates Program; 
New York Meeting May 19 


The annual seminar of the Society of 
LOMA Graduates will be held Thursday, 


May 19, at the Belmont ‘Plaza Hotel, 
New York City, starting at 3:00 pm 


and continuing through dinner. 
Edmond H. Curcuru, chairman of the 
Department of Industrial Management, 
Miami University, Oxford, Ohio, will be 
the featured after-dinner speaker. Pro- 
fessor Curcuru is an advisor to the Pru- 
dential on management education and 
recently served the company as assistant 
personnel director for education, devel- 
opment and employment. 
Paul E, Mais, administrative vice-pres- 
ident, National Health & Welfare Re- 
tirement Association and president 0! 
the Society, will deliver the opening 
remarks at the afternoon session. 
Richard H, Young, comptroller, Man- 
hattan Casualty, will be the moderator 
of the panel discussion to follow and 
will introduce the four panel speakers: 


Rawley D. Lucas, assistant to the 
superintendent of the Policy Changes 
Division, New York Life; R. Werner 
Lederer, associate educational director 


of Life Office Management Association; 
James H. McPherson, Life and A. & S. 
underwriting supervisor, Allstate Life; 
Louis G. Caruso, methods assistant, 
Home Life of New York. 

The annual business meeting of the 
Society, including the election of officers, 
will follow the afternoon meeting and 
prior to the dinner there will be a social 
hour.. J. William Tobey, field admin- 
istration manager, Home Life, is chait- 
man of this year’s seminar committee 
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ROBERT A. SCHLANGEN 


Robert A. Schlangen has been pro- 
moted to area manager in Winter Park, 
Florida, for Franklin Life of Springfield, 
ll. Joining the Franklin in late 1957, 
he has been serving as general agent in 
Winter Park. 

A graduate of Georgetown University, 
Mr. Schlangen has a highly successful 
business background in his former home 
of Springfield, Ill., where he was presi- 
dent of the Paul Steele Lumber Co. 





Brooks Heathman Dead 


Brooks Heathman, general agent for 
Massachusetts Mutual Life in Dayton, 
Ohio, from 1943 until last June when poor 
health forced him to retire, died May 3 
in Dayton. 

A graduate of Miami University in 
Ohio where he majored in business, Mr. 
Heathman joined Massachusetts Mu- 
tual’s Cincinnati Agency in 1930 as its 
representative in Dayton. Active in life 
insurance organizations, Mr. Heathman 
was a former president of the Dayton 
General Agents and Managers Associa- 
tion, the Dayton Life Trust Council, and 
the Dayton Association of Life Under- 
writers for which he also served three 
years as a member of the board. He was 
a member of the Million Dollar Round 
Table in 1950 and for 10 years qualified 
for the National Quality Award. 

Mr. Heathman, who is survived by his 
wife and three children, served as a 
member of the board for the Humane 
Society of Dayton, was a member and 
past president of the Dayton City Club, 
the 49’R ‘Club, the 21 Club, and was a 
member of the Dayton Chamber of Com- 
merce and the Moraine Country Club. 





T. E. Zetkov Heads Firm of 
Leonard Davis & Co., Inc. 


Thomas E. Zetkov of Ossining, New 
York was elected president of Leonard 
Davis & Co., Inc., consultants for em- 
ploye benefit programs, health, life and 
pension plans and all its affiliates, Leon- 
ard Davis Associates, Inc.; Administra- 
tive Data Processing, Inc.; both of 
Washington, D. C. and of Retirement 
Plans, Inc., of New York. Prior to join- 
ing the Leonard Davis Co. ten years 
ago, Mr. Zetkov was Group manager of 
the Eastern division of the Continental 
Casualty ‘Co. 

Leonard Davis, founder of these or- 
ganizations, now assumes chairmanship 
of the boards of the companies. 

In another executive change, Leonard 
A. Fialkow, treasurer of Leonard Davis 

Co. was named executive vice presi- 
dent of the group. He will continue his 
duties as treasurer. The company’s New 


York headquarters are at 125 Maiden 
ane, 


British Pacific Policies 


For Toronto Star Readers 


British Pacific Life Insurance Co. of 
Vancouver announces it has underwrit- 
ten a new Personal Accident Policy for 
subscribers to the Toronto Daily Star, 
one of Canada’s largest circulation dail- 
ies. 

Two policies (individual and family) 
are being issued and British Pacific has 
opened a special Toronto branch office 
in the Star Building to handle the antic- 
ipated business. 


Given front-page publicity in the 
“Star” and backed by large scale color 
advertising the specially designed cover- 
age provides benefits ranging up to $10,- 
000 for death or injury occurring any- 
where in Canada or the United States. 
Premiums are 5¢ for an individual or 
15¢ for a family and these are col!ected 
each week by “Star” carriers. 

Kenneth Rudd, British Pacific’s bro- 
kerage division manager transacted the 
business for the company and spent sev- 
eral weeks in Eastern Canada negotiat- 
ing with the “Star.” 


NALU Membership Ahead 


Membership in the 801 local life un- 
derwriter associations affiliated with 
National Association of Life Underwrit- 
ers on May 2 reached 68,131—nearly 
3,000 ahead of the membership tally of 
a year ago. Local associations are this 
year striving to make a quota of 83,- 
016 members. During the first quarter 
of 1960, 72.9% of the quota had been 
achieved — with Vermont leading all 
states with 113.2%. Alabama rated sec- 
ond with 109.5%. 








Eastern Life combines maximum protection and low rates in a wide variety of policies and plans 
to suit every prospect’s needs m That’s why your selling power is greater — your profit potential 
bigger when you sell Eastern Life policies m Representative policies, plans and supplemental 


riders are listed below: 
@ One Year Term Renewable to Age 91 


@ Five and Ten Years Term and Term to Age 65 


@® Ordinary Life With Guaranted 50% 
Reduction at End of 20 Years 


@ Retirement Income at Ages 55, 60 and 65: 
@ Double, Triple and Quadruple Term Riders 
@ Sub-Standard Up To 1000% Mortality 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: 
Connecticut, Delaware, District of Columbia, Florida, 


New York and Pennsylvania, 
Communicate with: 


MURRAY APRIL, Director of Agencies 


EASTERN LIFE 


INSURANCE COMPANY 
OF NEW YORK 


HOME OFFICE: 355 LEXINGTON AVENUE 
NEW YORK 17, N.Y. * MUrray Hill 7-1920 
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U. S. CHAMBER OF COMMERCE 


The U. S. Chamber of Commerce an- 


nual convention in Washington is not 
the largest which comes to that city in 
attendance, but it is big enough to put 
at a premium As 


it is the principal spokesman of Ameri- 


hotel accomodations 


can business and chief defender of its 


economy the convention is of extreme 


importance to the life and the high liv- 


ing standards of the nation. In these 
days of great propaganda movements 
with pressure groups constantly firing 
salvos against industry and its leaders, 
the enemies of the Chamber have in 
their emp!oye an array of expert and 
able public relations men. In order to 


combat these attacks the business world 
must be able to present to the pubcic 
their position on hundreds of facets of 
Chamber of Commerce is 
One of the 
for the convention is to 


the economy 
doing this most efficiently. 
cogent reasons 
keep in touch wih regional districts so 
that business and commerce can keep 
to-date on situations threatening the 
national The 


nual meeting has been so organized that 


economy. Chamber’s an- 
there are dozens of special conferences, 
holding of which taxes the accomodation 
hotels. 


of a number of 


In the teeming lobbies of the Statler, 
headquarters hotel in Washington last 
the top 
figures of industry, including insurance, 
and representing every section of the 
country. It is a that hun- 
dreds of business figures feel it obliga- 
tory to attend because so much is at 
stake. For a time the chief enemies of 
business have been communism and so- 
cialism. The public is well informed of 
all the arguments against communism 
but not so many are well posted as to the 


week could be seen many of 


convention 


threats of socialism. They are growing 
in size, especially as relates to the field 
of health insurance. A matter of in- 
creasing concern is the constant invasion 
of the Government into so many avenues 
of private business. Some development 
of this invasion can be found every day 
in the columns of the Washington daily 
papers. A question much discussed is 
how far can the Government go in in- 
creasing benefits along Social Security 
lines without “bankrupting the nation?” 


To prevent such a catastrophe it is im- 
perative to be constantly vigilant and 
articulate. 

The new president of the Chamber is 
Arthur H. Motley, who succeeds Erwin 
D. Canham, editor of the Christian Sci- 
ence Monitor, one of America’s ablest 
writers and wisest The elec- 
tion of Mr. Motley was a surprise to 


thinkers. 


many outside of the leading figures of 
the Chamber. 
of the magazine Parade he has not only 
greatly popularized that magazine but 
also made himself a national figure by 


In his role as publisher 


appearing yearly before as many as 100 
While a striking, forceful, 
colorful personality, a master entertainer 


conventions, 


and raconteur some Chamber members 
have believed that he did not possess the 
dignity required of a Chamber head al- 
though they were well acquainted with 
the extraordinary success of his 
But that he has qualities which 
forecast his becoming a strong Chamber 
president, is the opinion of the insurance 


who prominent in the 


mag- 
azine. 


men 
Chamber. 


are so 


Elected vice president of the Chamber 
is one of the best known insurance men 
in the country—H. Ladd Plumley, presi- 
dent of State Mutual. 





Ben Lee Boynton has been appointed 
a vice president of Yorkshire Insurance 
Co. of New York and the Seaboard Fire 
& Marine, member companies of the 
America Fore Loyalty Group. Mr. Boyn- 
ton was appointed vice president and 
Southwestern department manager for 
the other companies of the America 
Fore Loyalty Group last November. 
Mr. Boynton is chairman of the public 
relations committee of the Texas In- 
surance Advisory Assn.; vice chairman 
ot the advisory committee, National 
Automobile Theft Bureau; member, 
Texas advisory committee, Association of 
Casualty and Surety Companies; chair- 


man, southwestern division advisory 
committee of the Marine Office of 
America. He is also a member of the 


Athletic committee of the Dallas Cham- 
ber of Commerce; vice chairman of the 
Citizen’s Traffic Commission; member 
of the Brook Hollow Golf Club and the 
Salesmanship Club of Dallas. Mr. Boyn- 
ton joined the Loyalty Group in 1932 
and has been vice president and manager 
for the Loyalty companies at Dallas 
since 1951. 




















DORRANCE SEXTON 


Dorrance Sexton is the new president 
of Johnson & Higgins, international in- 
surance brokers with headquarters in 
New York City. Mr. Sexton heads the 
marine cargo department and also has 
played a major roe in developing the 
brokerage firm’s facilities in several 
South American countries. He is a grad- 
uate of Princeton University, and has 
served as an alumni trustee of the uni- 
versity and as president of the Alumni 
Council. Mr. Sexton is a director of the 
Montclair National Bank & Trust Co., 
Albert Willcox & Co., Inc., and Willcox, 


Peck & Hughes. He is a member of 
India House, Down Town Association 
and The Links Club. 

* * * 


John F. Kerin, supervisor of claims, 
has been named assistant claims man- 
ager of the Stuyvesant Insurance Co. 
Mr. Kerin, a native of Crafton, Pa. 
joined Stuyvesant in October, 1951, as 
claim examiner in the company’s ex- 
ecutive offices in Allentown, Pa. He 
later served in the field as an adjuster 
in Detroit and Cincinnati, returning to 
Allentown as supervisor in March, 1957. 
Stuyvesant is a 110-year-old multiple 
line New York stock company. 


: «© 


Clarence J. Myers, president of the 
Commerce and Industry Association of 
New York, and president and chairman, 
New York Life, has been made an hon- 
orary citizen of Managua, Nicaragua, for 
his work in promoting better commercial 
relations between the United States and 
Managua. A “certificate of citizenship” 
was presented to'Mr. Myers by Guillermo 
Lang, Nicaraguan Consul General and 
Ambassador to the United Nations. 


. £8 


Kathryn Graham has resigned as li- 
brarian of the Insurance Library of Chi- 
cago in order to take up her new duties 
as assistant librarian of Field Enter- 
prises. Miss Graham has been in charge 
of the Chicago Insurance Library for 
eleven years and under her direction it 
has been rated as one of the outstand- 
ing collections of insurance materials 
in the country. During the past year 
Miss Graham has also served as sec- 
retary-treasurer’ of the insurance di- 
vision of the Special Libraries Associa- 
tion. 

* * * 


Julian Fleischer of America Fore 
Loyalty Group has retired. Senior fidel- 
ity and surety bond examiner, Mr. Fleis- 
cher was with the organization 39 years. 


Frederick H. Ecker, honorary chair. 
man of Metropolitan Life, was honored 


at City Hall last week when New York’s® 


Mayor Robert F. Wagner presented him 
with the City’s Medallion in the presence 


of a large group of leading New Yorkers§ 


in appreciation of his pioneering role in 
providing middle-income housing for the 


city and as a distinguished citizen. Mr,} 
Ecker is 92 and still goes daily to his® 


office in the Metropolitan Building. 


* * * 


THEO. P. BEASLEY 

Theo. P. Beasley, president of Repub- 
lic National Life of Dallas, was in Wash- 
ington, D. C. Saturday, May 7, to attend 
the annual meeting of the National City 
Christian Church Corporation. As presi- 
dent of the Corporation, Mr. Beasley 
presided at the meeting on Saturday, and 
on Sunday attended the Homecoming 
Meeting of the National City Christian 
Church where he reported to the congre- 
gation on the annual meeting of the Cor- 
poration. He was accompanied on the 
trip by Mrs. Beasley. 


* * * 


John E. Lonergan has become asso- 
ciated with the Ellis, Edwards and 
Green, Inc., insurance agency of Bridge- 
port, Conn., as assistant vice president. 
A native of Hartford, Mr. Lonergan at- 
tended Hartford College of Insurance 
of the University of Connecticut where 
he received his B.S. degree in insurance 
administration. He was formerly with 
the Boston Insurance Group as special 
agent for Fairfield County, Conn. 


* * * 


Dudley F. Giberson, executive partner 
in the Giberson Insurance Agency of 
Alton, Ill., will serve as general chairman 
in the $1,250,000 YMCA building fund 
campaign in that city, designed to pro- 
vide youth with a community center and 
a revitalized youth program. Mr. Giber- 
son was a director of the YMCA from 
1951 to 1957 and was vice president in 
1956. He has been active in many other 
civic projects and was among the young- 
est men ever to be president of Rotary 


Club. 


* * * 


Quaife M. Ward, executive director of 
the ‘Million Dollar Round Table of Na- 
tional Association of Life Underwriters, 
has been elected an honorary member 
of Alpha Kappa Psi, professional fra- 
ternity in commerce and business admin- 
istration. Membership was conferred on 
Mr. Ward by the chapter at Iowa State 
University, of which Mr. Ward is a 
graduate. 
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The Grammercy Park 


It is possible to walk for miles on 
Manhattan Island and never see a flower 
garden. There are none all the way from 
the Battery to midtown. At Rockefeller 
Plaza there is a floral display which is 
one of the most popular sights for visi- 
tors to the city. But the absence of the 
flower gardens over so many miles does 


not mean that floral displays are not held 
in affection by many of Manhattan’s 
residents. 


MRS. EARL S. MACARTHUR 
Chairman Artistic Arrangements 


This was demonstrated again re- 
centy by the two-day floral show of 
The Gramercy Park Association in the 
National Arts Club on the South Side 
of Gramercy Park, a section of the 
city in which is the home of the Play- 
ers Club, once the residence of the 
great Shakespearean actor Edwin Booth 
who bequeathed it to the Players; and 
the square contains many buildings 
which were homes of such notable old 
New Yorkers as Samuel J. Tilden who 
ran for President of the United States 
and Richard Watson Gilder, once one 
of the city’s principal literary figures. 


he former Tilden home is now the 
National Arts Club. 
_ Gramercy Park Flower Show, now in 


its fourteenth year, attracts visitors from 
all parts of the city. It has drawn this 
comment from William R. White, presi- 
dent of Gramercy Park Association. 
“The Show is the product of much 
hard work, some especial talents and 
a sense of pride in our neighborhood 
Not all of us are ahle to contribute time 
and talent to the Show, but we all take 
Pride in it and are happy to give it our 
Moral support. Although the Show is 




















sponsored by the Gramercy Park As- 
sociation it is by no means a neighbor- 
hood affair. We welcome visitors and 
participants from other parts of the city 
and from beyond the city limits.” 

The theme this year was “The Seven 
Seas.” Those contributing time and tal- 
ents to the exhibit included many wom- 
en, some of whom are wives of persons 
in the insurance business. Chairman of 
the artistic arrangements committee was 
Mrs. Earl S. MacArthur, wife of the 
counsel of New York Life. Winner of 





MRS. 
Winner of Best Arrangements Award 


SHERMAN DRAKE 


Gramercy Park award for the best ar- 
rangement in the show was Mrs. Sher- 
man Drake of 60 Gramercy Park whose 
husband is vice president of National 
Surety ‘Corporation and resident vice 
president of Fireman’s Fund. Mrs. Drake 
was also co-chairman of the committee 
staging the exhibit. Another prominent 
participant was Mrs. William H. Gam- 
brell whose husband is vice president of 
Chemical Bank New York Trust Co. 
Among exhibits were floral displays 
illustrating a marine composition em- 
phasizing under-water life; Mediterran- 
ean cargo, which included a composition 
of fruits and vegetables suggestive of a 
Mediterranean city; and a Japanese sea 
display. Another symbolizing the sea 
had as its participants children 12 years 
old and under. The Seaman’s Church 
Institute of New York loaned material 
for some of the marine exhibits. The 
Flower Arrangers Shop designed and 
executed a tropical garden with a Ha- 
waiian theme. Some of the women par- 
ticipating in the Show are members of 
garden clubs. The entire affair demon- 
strated the great love for flowers that 
many city dwelling women possess. 


65 Nations At U. S. World Trade 
Fair Here 


The annual U. S. World Trade Fair 
at the New York City Coliseum is one 
of the most popular attractions which is 
housed there each year. Sixty-five na- 
tions are participating in the current one, 
the fourth, which opened May 4 and 
closes tomorrow night. 

Although the purpose of the Fair is to 
provide an international marketplace 
where businessmen from all over the 
world can meet and transact millions of 
dollars worth of business annually, it 
draws all types of visitors. It is a minia- 
ture World’s Fair. There is the lure of 
an international bazaar held on the 
fourth floor of the Coliseum, which .does 
a fabulous retail business. Prices are 
modest, in many instances below average 
for Fair purposes, and there is an end- 
less variety. Also on the fourth floor 
were stalls selling imported foodstuffs: 
cheeses from Holland; hams from Pol- 
and; candies from Switzerland; pastas 
from Italy; fish from Norway; wines 
from France. There is an Israeli fashion 
show and a Belgian Cafe where a light 
but adequate meal can be had for $2. 

The exhibits of the participating na- 
tions are all very beautiful and not even 
in a day can everything be seen. Spain 
and ‘Belgium had the largest number of 


displays. 

President Eisenhower described the 
U. S. World Trade Fair as a “valuable 
international exposition where world 
peace and prosperity are —_ consoli- 
dated through avenues of trade....a 
commercial center where nations gain 


practical experience in living and work- 
ing together, in buying and selling the 
1esults of their productivity.” 

ae 


Travelers Men’s Club Puts Over Big 
Meeting at Which Dr. Wernher von 
Braun Spoke 


Dr. Wernher von Braun, director of 
development operations division of the 
Army Ballistic Missile Agency, Hunts- 
ville, Ala.. who was responsible for the 
development of the V-2 rocket at the end 
of World War II, was the guest speaker 
at an evening meeting May 4 in Bushnell 
Memorial Hall, Hartford, staged by the 
Men’s Club of the Travelers Insurance 
Companies. This was a sell-out meeting 
with some 4,000 attending and with rep- 
resentatives of five radio stations and 
two TV stations on hand to record Dr. 
von Braun’s remarks. 

James P. Tierney, president of the 
Men’s Club was in a happy mood over 
the success of the gathering. 

The guest speaker, who will take over 
July 1 as director of the new Marshall 
Space Flight Center at Huntsville, was 
introduced by Dr. Thomas F. Malone, 





director of research of The Travelers 
who is president of the American Me- 
teorological Society. In the late after- 
noon Dr, von Braun was given a recep- 
tion at the Hartford Club, attended by a 
cross-section of business, insurance, in- 
dustrial and academic officials from 
Greater Hartford and Connecticut. He 
also conferred the next day with officials 
of United Aircraft Corp. in East Hart- 
ford. 

In the May 5 edition of the “Hartford 
Times” the headline of the article on 
Dr. von Braun’s talk was “Soviet Man in 
Orbit Possible Before Summit...” This 
was based on the speaker’s considered 
judgment that the Russians are likely to 
shoot a man into orbit, or perform some 
other striking space feat soon, probably 
near the time of the East-West summit 
meeting in Paris. He also declared that 
the Russians could execute a “soft” land- 
ing on the moon with an instrumented 
package. 

The speaker further brought out that 
the Soviet Union’s rockets have at least 
“three times the power our interconti- 
nental ballistic missiles do.” Their ulti- 
mate objective is the conquest of space, 
he added. 

Dr. von Braun said the purpose of his 
talk in Hartford was to stress the im- 
portance of our space program. “The 
Congress is willing to support this pro- 
gram with more money, but it really de- 
pends upon you,” he emphasized, 

Speaking of America’s Saturn rocket, 
our largest space transportation system 
now in active development, which will be 
built in various multi-stage versions, Dr. 
von Braun predicted that it “will be twice 
as powerful as any rockets the Russians 
have demonstrated so far.” 

Attaching great importance to the Sat- 
urn, he said: “We have fired, in a brief 
test, the eight engine cluster. When the 
hooster assembly is ready for space mis- 
sions, we shall add very powerful upper 
stages for the actual launchings from 
Cape Canaveral. We can then orbit 
satellites in the order of 25,000 pounds 
initially and up to 50,000 pounds as more 
powerful upper stages are installed. Even 
with smaller payloads we can fly a few 
men around the Moon and safely back to 
Earth. Or we can land over two tons of 
payload softly on the Moon’s surface. 
These are the potentials by which you 
can measure a true space capability.” 

The speaker thus outlined the ten-year 
program which the National Aeronautics 
and Space Administration has begun 
pursuing: 

In 1960—the first sub-orbital astronaut 


flight; 1961—manned orbital flight and 
lunar impact of a scientific payload; 
1962—The first space probe measure- 


ments in 
Mars. 
“1963-4—A controlled landing on the 
Continued ‘on Page 36 


the vicinity of Venus and/or 


L. to r. Dr. Vincent Coffin, chancellor, University of Hartford; Dr. Wernher 
von Braun, guest of honor, and J. Doyle DeWitt, president of Travelers Insurance, 
looking at model of new University of Hartford campus. 
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Jones, NAIA Head, Cites Problems 
Of Frequent Changes In Coverage 


The “on-again off-again” attitude of 
leaders in the insurance industry re- 
garding various new plans have created 
many problems for the independent 

agent in his dealings with his insureds, 
said President Paul H. Jones, CPCU, 
of the National Association of Insur- 
ance Agents in his talk this week at the 
annual meeting of the Pennsylvania 
Association at Hershey, Pa. 

In recent times, Mr. Jones said, prob- 
lems in the insurance industry have mul- 
tiplied. “We've been buffeted back and 
forth,” he said, “first explaining to the 
insured how much broader the new cov- 
erage was, then going back in a vear or 
so, explaining that we'd deleted certain 
protection. Before that echo had 
stopped, we were explaning that one of 


the new plans was putting back in some 
of the things that we had so recently 


explained we couldn’t give them success- 


Although this switch is a healthy sign, 
he said, it nevertheless makes it dif- 
ficult for an established and soundly 
operated agency to plan ahead and con- 
centrate on its primary function—sell- 
ing and servicing insurance. Fortunately, 
the “bouncing around” independent 
agents have been subjected to in recent 
years has not left the agent critically 
or permanently injured, he said. 


Sees Aggressive Selling 
The NAIA president pointed to the 


large number of successful independent 
insurance agencies that have been 
started during the past ten years as a 


good sign in the business. He attributed 
it to aggressive selling backed by pro- 
fessional knowledge of the insurance 
business. The market was obviously 
there for those who would work for it, 
he said. A large portion of these young 
men entering the agency ranks are the 
college type and their professional ap- 
proach will offer keen competition to the 
old-timers, he said, but this same factor 
is enhancing the promising future of the 
American Agency System. 

In a matter of company plans for 
automation and expansion, he said this 
raised the question of recruiting and en- 
couraging agents to produce this new 
business. Past systems and means of 
expansion, he noted, are not likely to 
attract the business necessary to take 
full advantage of this automation. Lack 
of qualified manpower is the problem, 
he said, and the necessary preresquisite, 
regardless of the system employed, is 


adequate compensation for the sales 
personnel. 

Speaking of agent-company relation- 
ships, Mr. Jones stated that if the re- 


lationship is one of true partnership, as 
it should be, one should not worry about 
the other “getting rich.” Referring to 
the obvious need of more consultation 
between these two groups, he said “I 
know of no other industry where there 


is as little liaison between the selling 
end of the business and the ‘manufac- 
turing’ end of the business.” 

Many serious problems have de- 


veloped because of Pthis defect, he said, 
and one of the significant developments 
of some of the leading independents has 
been “their activity in consulting with 
a cross-section of their own sales rep- 
resentation.” 


Problems of Producers 


Unless more reasonable consideration 
is given to the problems of large num- 
bers of producers, he said, this could 


well lead to the undesirable possibility 
of unionization of the sales forces in 
insurance. Emphasizing the fact that no 
trade association in the business wants 
that type of deveiopment, he said, “Re- 
duction of independent agents to a posi- 
tion nearer the captive agent status 
might well lead to just that type of or- 
ganization.” 

Although he recognized the need * 
be wise enough to recognize i 
adapt to it, and go forward,” he stated 
that he had no intention of cooperating 
with a change comprised only of a sys- 
tem of reduced premium based primarily 
on reduced commissions. However, he 
added, agents must merit full partner- 
ship in the business of insurance by 
doing their job completely and effec- 
tively. 

In concluding his talk Mr. Jones said: 
“We own no prior rights because of our 
accomp.ishments in developing this busi- 
ness of insurance. We cannot stand pat 
because neither our competition nor our 
public is doing so. Our future, like our 
past, must be built on faith in our in- 
dustry and aggressive continuance of 
sincere efforts to serve our public.” 





NEW HAMPSHIRE REPORT 





Premium Rise of 7% in First Quarter 
Brings Large Addition to Reserves, 
And Underwriting Loss 
The New Hampshire Insurance Group 
reports increased premiums for the first 
three months of 1960. Net premiums 
written of $12,388,593, exceeded by $783,- 
929 or 7% the business recorded during 

the first quarter of 1959. 

The required increase of $1,222,545 in 
the unearned premium reserve was $438, - 
616 greater than the increase in pre- 
miums. This relatively substantial in- 
crease in the unearned premium reserve 
developed a statutory underwriting loss 
of $182,387 contrasted with a profit of 
$47,248 in the 1959 quarter. The com- 
bined ratio of losses to premiums earned 
and expenses to premiums written is 
97.66%. 

Net investment income increased 16% 
to $565,765 from $486,666. Net operating 
income after Federal income tax and 
excluding net capital gains, totaled $346,- 
170 as against $533,914 in the first quar- 
ter of 1959 when no Federal income tax 
was accrued. 

At March 31, 1960, policyholders’ sur- 
plus was reported at $27,245,797 and total 
admitted assets at $86,723,340. 


Security Group Shows 
Profits; Premiums Up 21% 


E. Clayton Gengras, president of the 
Security-Connecticut Group of New 
Haven, reports that net agency premiums 
of the group, comprising the Security 
of New Haven, the Connecticut Indemn- 
ity, Fire and Casualty Insurance Co. of 
Connecticut and Founders’ Insurance 
Co., show an increase of 21% over the 
first quarter of last year. 

Adjusted underwriting profit before 
taxes for the group was $553,027, or $1.23 
per share. Net investment income was 
$339,404, or $.76 per share, producing a 
net operating income of $892,431, or 
$1.99 per share. The combined loss and 
expense ratio was 92.4%, compared with 
103.8% for the same period last year. 


Federation of N. Y. Women’s Clubs 


Holds Annual Meeting in Albany! 


By Terry BELLEw 


The seventeenth annual convention of 
the Federation of New York Insurance 
Women’s Clubs was presided over by 
President M. Louise Weiss of Schenec- 
tady, and the Insurance Women of AIl- 
bany Club, with Mildred Sorenson, gen- 
eral chairman, was hostess club to the 
attending officers and members of the 





M. LOUISE WEISS 
Retiring President 


21 affiliated clubs in New York State at 
the Manger DeWitt Clinton Hotel in 
Albany. 

Friday afternoon and evening were 
given over to preliminary registration, 
executive board and nominating commit- 
tee meetings ,with a pre-convention get- 
together and annual reports from the 
presidents of the clubs. 

Saturday morning the first convention 
session was called to order, and mem- 
bers welcomed by Vivian Snook, pres- 
ident of the Albany Club. Reports were 
given by chairmen of committees ,and 
the session adjourned for the two work- 
shops. 

One was on nuclear exclusions by 
Leroy Langer of the Commercial Insur- 
ance Co., and the other, by K. J. Collins 
or the General Mutual, was on meeting 
casualty insurance problems through pub- 
lic relations. A fashion show, modeled by 
members of the Albany Club, was held 
during the luncheon. 


Made 


The second convention session covered 
reports from officers and a message from 
the retiring president. A plaque was 
awarded to the Long Island Club for its 
educational program, and three attend- 


Numerous Awards 


ance awards were given to Saratoga 
Club, with honorable mention to the 
Adirondack Club (1-25 members); 


Orange County, with honorable mention 
to Greater Lockport Club (25-75 mem- 
bers); and Long Island Club, with hon- 
arable mention to Syracuse Club (over 
7> members). The membership award 
was given to the Greater Lockport Club 
— honorable mention to the Brooklyn 

u 

Invitations were extended to the Fed- 
eration by the Fulton County Insurance 
Women of Gloversville, for the mid- 
year meeting in October and by the 
Staten Island Club for the April, 1961, 
convention in New York City. 

At the banquet, Erastus Corning 2nd, 
Mayor of Albany, welcomed the Federa- 
tion, and Arthur Landry, president of the 
Albany Field Club, presented certificates 
to all past presidents. L. Justine Gobel, 
chief of the Complaint Bureau of the 


Insurance Department of New York, wa 


guest speaker. 
Newly Elected Officers 
Edward H. Corts, 
Insurance Agents of Albany County, ther 
installed the newly elected officers. 
President, Louise W. Merna, Auburn; 
vice president, Doris Phelps, ‘Syracuse. 


cies alae anne 





LOUISE W. MERNA 
President 


recording secretary, Doris Riddick, Al- 
bany; corresponding secretary, Berna- 
dine Cox, Auburn; treasurer, Hannah 
Alpern, Staten Island; new board mem- 
bers, Anne Pfifferling, Long Island, and 
Ethel Davis, Greater Lockport. 

Louise W. Merna, a partner in the 
firm of Mosher, Barry & Merna, Av- 
burn, is secretary and treasurer of the 
Independent Insurance Agents Associa- 
tion of Auburn, affiliated with the New 
York State Association of Insurance 
Agents, and a past president of the Av- 
burn Insurance Women’s Association 

Other board members are Helen B. 
Ausman, Saratoga Springs; Helen Leon- 
ard, Glens Falls, and M. Louise Weiss, 
Schenectady. Lillian Lobdell, Rochester, 
is parliamentarian, and committee chair- 
men are Marie S. Johnson, Fulton Coun- 
ty, constitution and by-laws; Helen B. 
Ausman, Saratoga Springs, education; 
Anne Pfifferling, Long Island, finance; 
Mary Sylvester, Saratoga Springs, legis- 
lation; Irene Dickinson, Syracuse, or- 
ganization and membership ; Anita Voltz, 
Staten Island, project and planning; C. 
Lucile Hobart, Rochester, publications; 
Terry Bellew, Brooklyn, publicity and 
historian; Louie J. Mulligan, Albany, 
resolutions, and Lorraine Sinclair, Great- 
er Lockport, review of president’s re- 
port. 

The Federation has donated $100 to 
the Retarded Children’s Fund, and also 
has a_ small scholarship fund under 
chairmanship of Helen Ausman, Sara- 
toga; Doris Phelps, Syracuse; Dorothy 
H. Baker, Utica, and Clara Muthig, 
Orange. 





English Secretary of 


Great American Cos. 
The Great American Co. and American 
National Fire have elected James 
English as secretary of both companies 
Mr. English spent several years as a cas- 
ualty underwriter before entering the 
service in World War II. In 146 he 
joined the Great American’s Pacific de- 
partment as a special agent. He was 


promoted to agency superintendent in 
1958 and to assistant secretary in 195%. 


president of the 
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}Afco Purchases Bank’s 


Premium Financing 


) BARNETT BANK, JACKSONVILLE 





if It Decided to Curtail Premium Financ- 


ing Facilities; Afco to Accept Florida 
Accounts in August 

The Barnett National Bank of Jack- 

sonville, Fla., has arranged for the pur- 

i chase for approximately $12 million of 

its entire premium financing business 





by Afco, leading national organization 
§ specializing in this field, it is jointly 





GEORGE FAUNCE III 
anounced by ‘Chairman of the Board 
Frank W. Norris of the bank and Presi- 
dent George Faunce II] of Afco. The 
Barnett Bank has long been regarded 
as a pioneer in the premium financing 
field, having begun operations a quarter 
of a century ago. 

Constantly increasing demand for pre- 
mium financing services had reached a 
high level where Barnett felt it advisable 
to curtail these facilities. In a letter 
to Florida agents currently using or who 
have used the Barnett premium financ- 
ing department, it was announced that 
the bank would discontinue this depart- 
ment, effective August 1. 

In January of this year the bank an- 
nounced that is ceased financing pre- 
miums in seven other southeastern states 
—Virginia, North Carolina, South Caro- 
lina, Georgia, Alabama, Mississippi and 
Louisiana. Mr. Norris declared that the 
Barnett National Bank would continue 
to accept business from Florida agents 
through July 31, and, under its agree- 
ment with Afco, the Barnett will con- 
tinue servicing collection of all accounts 
in force on that date in the same manner 
as it is presently doing. 

Afco Miami Office 

Mr. Faunce said that Afco intends to 
commence accepting accounts from 
Florida agents on August 1, at its newly 
established service office located at 1036 
S. W. First Stree, Miami. Afco’s Miami 
fice is under the direction of Resident 
Manager’ Robert D. Fielding, who has 
had several years experience in Afco’s 
New York and Baltimore offices. 

The Barnett National Bank chose to 
make its arrangements with Afco, Mr. 
Norris stated, prior to withdrawing its 
lacilities completely because of Afco’s 
reputation for a high quality of serv- 
ce to agents and insureds, which is 
something that the Barnett has always 
strived for in its own program. Mr. Nor- 
"™s recommended the use of Afco to 
all agents who have used the bank’s 
lacilities for the future premium budget- 
ing requirements of their insureds. 

in addition to the already established 
Miami office, Mr. Faunce said that 
Mico hopes to set up a service office 
i Atlanta in the near future to pro- 
vide more local facilities for several 
Southern states. In the meantime, he 
said, Afco’s Baltimore office will take 





care of accounts submitted by southern 
agents. Agents in Louisiana, which is 
in Afco’s Southwestern area, will use 
the Kansas City office. 

Afco, which is owned and operated 
within the insurance industry, has more 
than 500 fire and casualty companies 
subscribing to its facilities. Although 
Afco is considered the leader in its field, 
the company has been in business only 
six years and budgeted close to a half 
million policies for a total dollar volume 
of more than $220 million. 

In addition to the Miami service of- 
fice and the branch offices in Baltimore 
and Kansas City, Afco also has branch 
offices in New York, Chicago, San Fran- 


Scholarships for Agents, 
Brokers Course in N. Y. 


Scholarships worth $300 each are avail- 
able for the six-week agents’ and bro- 
kers’ course which will begin July 11 at 
The School of Insurance, Insurance So- 
ciety of New York, 225 Broadway, New 
York City. This is a multiple-line 
course designed not only for beginners 
but also for agents and brokers who wish 
to become more familiar with all types 





cisco and Los Angeles. The home office 
is located in New York at 100 William 
Street. An affiliate operates through- 
out the Dominion of Canada. 


~ = 


of insurance. 

Applicants who are accepted and satis- 
factorily complete the course are certi- 
fied to take state examinations for 
agent’s and broker’s licenses. The classes 
are taught by 12 membets of the faculty 
of The School of Insurance, and meet 
in air-conditioned rooms on the 25th 
floor of 225 Broadway from 8:30 A.M. 
to 5:00 P.M. Monday through Friday. 

The course includes 10 hours on life 
insurance, but major emphasis is on 
property and casualty contracts and 
manuals, bonding, agency management, 
and programming. Applications for 
scholarships must be submitted before 
June 10. 


ou Satisfied? 





/ e 
/ ou can’t give your clients well-rounded insurance programs 
© / if you don’t handle accident and sickness insurance. 


If you haven’t entered this important field or if you aren’t 


doing as well as you feel you should through your present connection, 
contact our nearest office. We’ll be glad to have our fieldman 
call and explain the outstanding advantages we have to offer. 





THE CONTINENTAL INSURANCE COMPANY «+ FIDELITY-PHENIX INSURANCE COMPANY «+ FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 
NIAGARA FIRE INSURANCE COMPANY « THE FIDELITY AND CASUALTY COMPANY OF NEW YORK « NATIONAL-BEN FRANKLIN INSURANCE COMPANY 
COMMERCIAL INSURANCE COMPANY OF NEWARK + MILWAUKEE INSURANCE COMPANY + ROYAL GENERAL INSURANCE COMPANY OF CANADA 

THE YORKSHIRE INSURANCE COMPANY OF N.Y. « 


SEABOARD FIRE & MARINE INSURANCE COMPANY 
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American Mutual Alliance Defends 
Rating Bureaus at NAIC Hearing 


General Manager Newell R. Johnson of the American Mutual Insurance Alliance 


submitted a lengthy memorandum to the 


National Association of Insurance Commis- 


sioners subcommittee to review fire and casualty rating at the recent hearing in New York 


City. 


The memorandum takes a definite stand in opposition te wide open rate compe- 


tition and defends rating bureaus and the principle of concerted rate-making. Extracts 


from Mr. Johnson’s paper follow: 


While competition may offer a tem- 
porary advantage to a select few—the 
public as a whole suffers from the ill 
effects of an inadequate rate level. We 
can see these results today. It is re- 
spectfully suggested that at your meet- 
ing you make inquiry concerning cer- 
tain personal lines of insurance—partic- 
ularly the private passenger field. Are 
there market deficiencies? Are there 
assigned risk problems? Are there sur- 
plus lines problems? Are there cancel- 
lation problems? Is there a rising con- 
cern regarding solvency ¢ 


Some Companies May Not Survive 


While the theory of unregulated com- 
petition may have some popular appeal, 
one must look at its consequences. In 
ics inception, in the strugg.e tor pub.ic 
favor, some companies may develop 
varying forms of coverage to appeal to 
the whims of public taste and may cater 
to public demand for lower prices. A 
general attempt to meet this competi- 
tion will mean that some companies will 
not be able to survive the pressure ol 
this type of economic warfare. 

There is no doubt that some com- 
panies are stronger than others. Some 
do not have the resources, financial or 
otherwise to withstand this attrition. 
These companies, large or small, must 
either succumb—by insolvency or by 
merger with their more powerful com- 
petitors. It is indeed strange to ob- 
serve that some of those who have 
stimulated a demand for vigorous, open 
competition have at the same time in- 
dicated grave concern over the develop- 
ing trend of company mergers. This 
concern betrays a lack of knowledge ot 
cause and effect or else a callous in- 
difference to an insuring public who 
will suffer if companies are not per- 
mitted to merge to avoid insolvency. 

How can companies limited by re- 
sources, territory and lines of insurance 
be pitted against companies with vast 
resources operating nationwide? With- 
out regulation these large carriers can 
ultimately freeze out their competitors. 
The mechanism may be loss leaders, 
commission wars, drying up of reinsur- 
ance facilities and numerous other meth- 
ods besides the inherent advantage of 
a well-staffed and well-financed organ- 
ization. 


Much Damage Can be Done 


The situation which we face today is 
not unique in this respect. There is 
little doubt that ultimately the pendulum 
will swing back. Gradually legislatures 
ind regulatory officials will come to reai- 
ize that competition by inordinate rate 
cutting does not operate for the ultimate 
good of the public and that it is de- 
sirable for companies to combine their 
experience for ratemaking purposes. But 
what will happen in the meantime? This 
is the important point. Only the strong 
will survive. 

Even if the pendulum swings back the 
picture will not be the same. In the 
interim many policyholders and claim- 
ants will have suffered; the public will 
have lost confidence in insurance as an 
institution; the small insurance entre- 
preneur will be eliminated; business will 
be concentrated in the hands of a few; 
if the economic dislocation is severe 
enough those in government will seek 
a solution and federal regulation or 
socialized insurance may well be the 
result. 

Members of the American Mutual In- 
surance Alliance deplore these trends 


and urge your committee to act firmly 
to avoid their inevitable consequence. 
It is the position of the American Mu- 
tual Insurance Alliance that the in- 
terests of the public can best be served 
by the system which provides stability 
in the rating process. This stability is 
now lost in the lines of personal auto- 
mobile insurance and in the habitation- 
al lines of fire insurance. If this trend 
develops in the commercial lines of fire 
and workmen’s compensation insurance 
the results may be catastrophic. The 
insuring public will be the losers. This 
trend must be reversed. 


Program to Achieve Stability 


What must be done to achieve stabili- 
ty in ratemaking? The following is an 
outline of essentials that we feel are 
necessary if we are to bring some order 
out of the chaotic state in which we 
find ourselves. The mutual fire and cas- 
ualty insurance companies believe that 
a solvent competitive system of private 
insurance, capable of carrying out its 
proper function in our economy, and 
which can serve the public at fair prices, 
requires recognition of the 
propositions: 

1. An effective pattern of rate regu- 
lation must be followed by the state in- 
surance departments. competently and 
adequately staffed; to protect the pub- 
lic against conditions which can invite 
an insurance company’s insolvency; to 


following 


protect the industry against improper 
use of economic power, the net result 
of which would destry competition; and 
to protect the public against insurance 
rates which are not justified. 

2. Since insurance rates must be based 
on broad averages, the operation of in- 
surance ratemaking bsreaus must be 
preserved and protected against condi- 
tions which will destrov them. Under 
this test, it follows that rate filings, 
whether made by ratemaking bureaus, 
or by independent filers must be support- 
ed by credible evidence. 


Rate Increases Must be Granted 


3. Rating increases must be granted 
and even required, without regard to 
political considerations whenever credi- 
ble evidence indicates the necessity, and 
in like fashion, rate reductions must be 
made promptly. 

4. As a form of insurance becomes gei- 
erally accepted by the public, basic poli- 
cy forms should be standardized and 
made uniform so that the coverages may 
be understood by the public and be 
susceptible to proper analysis for rate- 
inaking purposes. Provision must be 
made for periodic review and consistent 
revision of any standard form so that 
improvement may be constant and so 
that departures may be recognized and 
properly evaluated. 

5. In general, statistical plans for 
standard forms of insurance must be 
adopted for general use for all insurers, 
whether bureau members or indep -nde it, 
so that ratemaking may achieve maxi 
mum scientific accuracy and equity. 

6. A competitive insurance system 
does not necessarily contemplate uni- 
form rates, but where they are not uni- 
form each insurer, regardless of its 
status as a user of bureau rates or as 
an independent filer, should be entitled 
to follow a level of rates consistent with 
its method of operation, its loss cost 
and expense requirements, demonstrable 
by credible evidence. 

7. We believe that ratemaking bureaus 


Barry of Corroon & Reynolds Speaks 


John R. Barry, president of the Corroon & Reynolds Group, addressed the NAIC 
committee on operations of Inter-Regional Insurance Conference, holding the organiza- 
tion is operating more as a rating body, in essence, than as an advisory group. Mr. 
Barry presented many of the same arguments against the latest Homeowners’ policy 
as contained in his Boston speech, published in part in these columns recently. After 
he had concluded his remarks, Kent Parker, general manager of Inter-Regional, told 
the NAIC committee that if it wanted a statement from him on Mr, Barry’s charges, 


“we will be alad to file it.” 


Following are extracts from Mr. Barry's paper: 


We find Inter-Regional abandoning 
established rating principles and_in- 
structing—not advising, rating organiza- 
tions countrywide with respect to rate 
filings. There is indeed a serious ques- 
tion whether it has not in fact been 
acting as a rating organization. There 
is no question about the fact that it 
is more dictatorial than advisory. 

These conditions have developed in 
connection with what has become known 
countrywide as the “New, New Home- 
owners Policy.” There can be no excuse 
on the grounds that this is a new, new 
policy. It is nothing of the kind. There 
are many changes but they are principal- 
ly in the form of deductibles, and there 
are experience figures available for five 
years, as shown by the records of the 
New York Insurance Department. 

However, this policy and related rates 
have been passed along by Inter-Re- 
gional to local rating organizations, with 
instructions as to its filing. Rating or- 
ganizations have been furnished no sup- 
porting information, nor has any been 
supplied to supervisory officials. The 
rating organizations have been told it 
is to be filed on the 60-34-6 basis, that 
is 60% for losses and loss adjustment 
expenses, 34% for all other expenses and 
6% for profit. 


Formula in Every State Without Change 


This formula is applied without change 
to every state. The same 60% is used 
for losses and loss adjustment expense, 
regardless of differences in loss experi- 
ence in various states. The 34% is the 


same in every state without regard to 
different scales of commissions, dif- 
ferent rates of premium tax (which may 
be anywhere from 2% to 5%), different 
rental costs, and so forth, in different 


states. This is proof positive that the 
rate has been made and dictated by 
Inter-Regional. 

This is a rate war, in the form of 


a commission war, because if companies 
are going to try to survive on the 34%, 
they have to find some place to cut ex- 
penses, and the only place that is avail- 
able is in the agent's commission. 

I do not think it is necessary to call 
your attention to the fact that there 
is no basis in the rating law, and there 
never was intended to be any basis 
therein, or in Public Law 15, for any- 
thing in the nature of what we can call 
punitive action to meet competitive con- 
ditions, The very fact that it is pos- 
sible to use this same 34% factor in 40 
states indicates clearly to me a break- 
down of our whole rating machinery and, 
while I deem it most desirable to main- 
tain state regulation, I do not see how 
it can be done by allowing this new 
philosophy which has developed in the 
past five years to prevail over the es- 
tablished and proven methods of rate 
making that are fundamental to the 
soundness of our business. The ques- 
tion of deviations has reached a stage 
that I would describe as ridiculous, were 
it not for the fact that they threaten to 
create a situation where there will be 
so many deviations that there can be no 
rating organizations. 


Illinois Federation 


Elects New Officers 


At the annual meeting of the Insur- 
ance Federation of Illinois new officers 
were elected for 1960. Peter W. Freilich 
was elected chairman of the board of di- 
rectors, Ralph D. Jones elected president, 
W. W. Chalmers elected first vice presi- 
dent, and Florence M. Manson, execu- 
live secretary and treasurer. 

Chairman of the Board Mr. Freilich, af 
native of Chicago, started his insurance | 
career with the National Fire and is cur. 
rently associated with the Corroon & 
Reynolds Group, serving as secretary and § 
Chicago manager. 

Mr. Jones, president, has spent his en. § 
tire career in insurance and the past 15 
years with the Continental Casualty of § 
Chicago. 

Mr. Chalmers, first vice president, js 
United States manager and counsel oj 
the Zurich. He is a native of St. Johns. 
bury, Vt., and received his law degree a 
Boston University. 
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are made the victim of many imposi- 
tions under existing practices—for in. 
stance the use by independent filers oj 
rate level determinations and_ theories 
without compensating the bureaus there. 
for. We strongly recommend a _ reap- 
praisal of this phase by state supervisors 
and the industry with a view of correct- 
‘ne any inequities. 

8. A difficulty of considerable import. 
ance has arisen with respect to rate fil- 
ings on policies involving perils or forms 
f insiurane? which come wi‘hin the juris- 
diction of more than one bureau or 
within the purview of more than one} 
rate filing. A solution to this problem 
is outlined in the following statement: 

Where a rate filing is made respect- 
ing a policy which for an_ indivisible 
premium combines coverages, substan- 
tial parts of which (1) involve the fi- 
ings of more than one bureau, or (2) in- 
volve perils included in more than one 
filing or covered in part by a_ bureau 
filing and in part by independent fi- 
ing, the rates for the combined cover- 
ages shall be consistent with the filings 
made for the respective coverages, sub- 
ject to the following exceptions: 

(1) The rate may take into account 
properly supported modification 


} repre- 
senting savings in expenses or 


losses 


attributable to the combining of the 
coverages, and 
(2) With the consent of rating bu- 


reaus having jurisdiction, a single bu- 
reau may file the rates for the combined 
coverages conforming to the same stand- 
ards that would be required of each 
separate rating bureau. 

The great question to which the su- 
pervisory authorities should be address- 
ing themselves is whether the All-In- 
dustry patterns of law are adequate to 
achive that degree of availability, safe- 
ty, reasonable rates, equal treatment o/ 
buyers, standardization of classifications 
and forms that we must have or whether 
these objectives can be achieved under 
today’s conditions only by more drastic 
measures such as mandatory bureau 
membership. It is not realistic to expect 
that the industry itself can arrive at 
such decisions unanimously. Industry 
views are held too strongly and _ are 
too divergent to enable it to arrive al 
anything other than a compromise. 

In any event, the era of the double ; 
standard must go. ‘here cannot be 
half-way regulation. The present status 
must not be allowed to continue. The 
Commissioners and the ‘egislatures wil B 
decide by action or inaction whether 
we will continue further into an era 
of half regulated competition with all 
of its consequences or begin a returt 
to stability. We hope that in the pub- 
lic interest the latter course will be 
chosen and pledge you our cooperatioi 
to achieve that end. 

Provision for Approval or Disapproval 
To Include Partial Approval or 
Disapproval 
_ The American Mutual Insurance Al 
liance favors and supports the existing 
(Continued on Page 29) 
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provisions of laws patterned on the mod- 
el rating bills, which require that a 


¥: fling be approved or disapproved in 
'@ toto. This is a proper and necessary 
'S@ requirement unless we are prepared to 
accept state-made rates, with all the 
. implications of such a system, instead 


of the present general philosophy of 
insurer-made rates, regulated by the 
state. ; 

The Alliance believes that the power 
to partially approve and disapprove rate 
+ filings is neither necessary or compati- 
«f! bile with the dominant philosophy of 


regulated competitive rates. We believe 


when a Department decides to disap 
prove a rate filing, it must specify how 
the filing fails to meet the rating stand- 
ards, is a keystone in the present regu- 
latory system. 

If the Department will specify their 
findings in sufficient degree, both the 
affected filer and all other filers will 
obtain guideposts to enable them to vol- 
untarily design their filings to keep 
within the statutory requirements. 
Absent such specifications, a long proc- 
ess of trial and error seems inevitable 
before the proper answer is found with 
resulting dissatisfaction to the public, 








that the statutory requirement that the Departments and the insurers. 
N- y 
ie 
‘| Associated F Mutual Fire C 
q ssociate actory utual ire Vos. 
iS & 
oF Ambrose B- Kelly, general counsel for the Associated Factory Mutual Fire Insur- 
S- a a e :: . . — 
at bance Companies of Rhode Island, presented a lengthy statement on behalf of his insurers. 
' Ina brief summary of his presentation he said: 
si- 1—The Factory Mutual Companies the fire field. In other states it has 
net) have their own unique approach to rat- been required to have two licenses—one 
of | ing which makes it impossible for them under the casualty law and one under the 


ies to use the rates made by the bureaus 
-e.}) established and controlled by the stock 
.p- companies. ‘ 

yrs 2—The experience of the Factory Mu- 
ct. |) tual Rating Bureau over the past twelve 
years has indicated that it can function 
rt. |, without difficulty on its own unique rat- 
gj). |) ing plan under the All-Industry Rating 


ms )) Laws. : aa 

ig. 3—Even when special provision has 
or} been made in mandatory membership 
ne |, buteaus for the filing of rate schedules 
ot for special types and classes of risks, 


strong efforts have been made to re- 
strict independent freedom of action and 
bl to enforce uniformity. The competitors 
©) of the Factory Mutual Companies have, 


in case after case, attempted to use 
fil- such statutes to restrict the scope of 
Mm | our operations. 
ne 4—Local requirements with reference 
“al F to wesident managers or offices are 
| burdensome and unnecessary for a na- 
et- | tional rating bureau. 
ngs 5—A single rating law, covering both 
ub- |) fire and casualty insurance but with 
special provisions, as required, for these 
unt f different types of coverage, would be 


ire-f more workable from the standpoint of 
ses | multiple line operation. 


the 6—Statutes requiring mandatory mem- 

bership in a single rating bureau are 
bu- | intended to reduce or eliminate competi- 
bu. | tion and enforce a pattern of uniformi- 
ned | ty which is contrary to public policy. 


nd | We urge that your committee recom- 
ach | mend that all such existing statutes be 
amended to follow the All-Industry pat- 
gu | tern. 

ess Single Rating Law 


-In- The experience of the Factory Mu- 
tual Companies in those states whose 
afe- > laws make membership mandatory in 
t of } rating bureaus dominated by other in- 
ions | Surance interests and using a _ rating 


ther | approach completely foreign to the Fac- 
ider | tory Mutual method of establishing pre- 
istic | Mium deposit rates makes us urge that 
real | YOUr committee recommend the repeal 


pect | Of all existing statutes of this kind. 

A national rating bureau, such as the 
Factory Mutual Rating Bureau, is often 
are | ampered by laws intended to impose 
local residence or control on rating bu- 


a ; ° . 
ot reaus operating within a state. Such 
uble Statutes as those of Washington, Oregon 


he and Mississippi prevent it from being 
licensed. In two states, Idaho and Ari- 


The zona, a local office is required. The rea- 
Ny sons usually given for local control are 
pe _ ‘emoved when rates for all states are 

‘ther F made on a single national schedule ap- 
cr’ | plied uniformly. We, therefore, urge that 

1 ay) your committee recommend that local 

‘turl fF residence requirements not needed for 

pub- the protection of the public be removed. 

1 be Looking ahead to the possibility that 

atiol fF) We will need to make rates for a broad 

| Package policy which would include pro- 
roval | ‘ection against “fire” and casualty perils, 


wipers 


+ the Factory Mutual Rating Bureau has 
) ted to fit its license powers into the 
Present statutes. In some states it has 

) been able to broaden its license to in- 
dicate that it is authorized to make 
Ings for a variety of perils outside of 





ees rat 


“fire” law, 

Some states have enacted a single 
rating law applicable to both property 
and casualty insurance and we suggest 
that your committee consider the ad- 
visability of recommending a single rate 
regulatory act which would have in its 
sub-sections such special requirements 
as might be needed for fire or casualty 
coverage. 

Under the present situation, when a 
multiple line package policy is developed 
and then filed with the various states, 
there has been a great deal of uncer- 
tainty as to the proper method of es- 
tablishing rates fon the coverage, par- 
ticularly when the company offering it 
is a member or subscriber of one or 
more existing bureaus. 


Frank S. Ennis Honored 


Frank S. Ennis, retired vice president 
and director of advertising and publicity 
for the America Fore Loyalty Group in- 
surance companies, was honored recently 
at a dinner at the Union League Club in 
New York (City by chief executives and 
vice presidents of the group. America 
Fore Chairman J. Victor Herd served as 
toastmaster. 

Speakers included Nicholas Dekker, 
president, and George A. Boyd, executive 
vice president, of the America Fore com- 
panies; Chairman William B, Rearden 
and President Walter J. Christensen of 
the Loyalty companies, and Alan O. Rob- 
inson, president of the Yorkshire com- 
panies of the group. Mr. Herd presented 
Mr. Ennis with a Leica camera on behalf 
of his friends and associates. 

Mr. Ennis joined America Fore in 1925 
as assistant advertising manager, becom- 
ing manager in 1929. He was appointed a 
secretary of the America Fore companies 
in 1953 and a vice president in 1957. In 
1958 he was also appointed a vice presi- 
dent of the Loyalty companies of the 
group. 
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ROYAL EXCHANGE ASSURANCE - PROVIDENT INSURANCE COMPANY OF NEW YORK 


55 Fifth Avenue, New York, New York 
Associated with 
SUN INSURANCE OFFICE, LTD. AND ATLAS ASSURANCE COMPANY, LTD. 
Representatives in Principal Cities and Towns of the United States 
and in Most Countries Throughout the World. 
FIRE, MARINE, CASUALTY, FIDELITY & SURETY 





Thorp, Deputy Gen. Mgr., 


Prudential Assr., Retires 





RUPERT S. THORP 


Rupert S. Thorp, deputy general man- 
ager of Prudential Assurance Co. of 
Great Britain, has retired from that post 
but will continue as a director of the 
company. He is well known on this side 
of the ocean. In 1926 he was sent to 
Montreal, eventually becoming respon- 
sible for the company’s fire and accident 
business in Canada. In 1936 he was 
elected president of the Montreal In- 
surance Institute. Brought back to Lon- 
don in 1938 he became comptroller of 
general branch department, spending 
considerab'e time on company’s business 
in Europe. In 1942 he was appointed as- 
sistant general manager of Prudential, 


AND BAIRD 


REINSURANCE 


Consultants 


and 


Intermediaries 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 
best. 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 











GENERAL MANAGER WANTED — 
Complete authority to operate Fire & 
Casualty insurance company. Must be 
experienced in supervising claims, ac- 
counting, statistical, underwriting and 
reinsurance functions. Excellent oppor- 
tunity, growing company. Interview by 
appointment. Send resume and salary 
requirements. P. O. Box 35— 736 
Riverside Station, Miami, Florida. 














four years later being promoted to dep- 
uty general manager. He is a former 
president of Insurance Institute of Lon- 
don and of the Insurance Officers’ Lawn 
Tennis Association, 

Mr. Thorp joined the Prudential in 
1916 and for two years saw war service 
with the Queen’s Westminster Rifles, on 
the Western front. 





“Look” Article Features 


Junior Fire Marshals 


National attention is given to the 
Hartford Fire Insurance Company’s pub- 
lic service Junior Fire Marshal Pro- 
gram in a two-page picture story in the 
May 10 issue of “Look” Magazine, avail- 
able April 26. The illustrated article 
details for millions of “Look” readers 
how Junior Fire Marshals in 10,000 
U. S. communities each year learn the 
rules of fire safety to help combat life 
and property losses from fire. 

Headlined “F-U-N Spells Fire Preven- 
tion,” the feature explains how elemen- 
tary school children participate in the 
year-round JFM fire prevention pro- 
gram. The article points out that chil- 
dren qualify as Junior Fire Marshals 
iby completing, with the help of their 
parents, an inspection of their homes 
for fire hazards and returning a signed 
home inspection report to the school 
teacher. “No one can estimate the num- 
ber of homes saved from fiery tragedy 
by the Junior Fire Marshal program,” 
the article states. “Nevertheless, a deep 
impression has been left on the 20-mil- 
lion children who have proudly worn 
the red helmet in 13 years.” 





Senate Hearing To 
Resume Week of May 23 


The Senate Antitrust Subcommittee 
will resume its investigation into the 
effectiveness of state insurance regula- 
tion the week of May 23, with hearings 
on the operations of so-called “surplus 
line” companies. The hearings will seek 
to determine the degree of control state 
insurance authorities are exercising over 
companies which are domiciled abroad 
and operate in this country under the 
surplus line laws. 

The inquiry will include not only the 
operations of alleged'y off-color insurers, 
but even the activities, including rein- 
surance procedures, of such admittedly 
reputable foreign underwriters as Lloyds. 
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NAIA Directors Approve Expanded 
National Advertising Program 


With all reports indicating that~ vol- 
untary subscriptions from members of 
the National Association of Insurance 
Agents will go over the million dollar 
mark for the third straight year, the 
national board of state directors voted 
overwhelmingly to increase the goal for 
the 1961 advertising — by 10% 
The new goal, approved by the directors 
at their midyear meeting in Cincinnati, 
has been set at $1,285,000 

During the meeting, held in conjunc 
tion with the Midwest Territorial Con- 
ference, the state directors adopted reso 
lutions that: (1) urged the House Ways 
and Means Committee to consider re- 
medial legislation that will c!early set 
apart as tax deductible the legitimate 
dues and contributions to Multiple-Pur- 
pose Trade Associations which include 
as part of their overall activities the 
presentation of views of their members 
to legislative and administrative bodies; 
(2) urged Congress to delete from the 
Social Security Act all insurance term- 
inology used therein and to change the 
name of the Social Security program 
itself to one which “will more accurately 
describe its true nature and purpose as 
being one of social welfare”; (3) op- 
posed secondary boycotts at construc- 
tion sites 


Executive Committee Members 

Over 600 were registered at the meet- 
ing presided over by NATA President 
Paul H. Jones, CPCU, Tucson, Ariz. 
Prior to the convention itself, the ex- 
ecutive committee of the National Asso- 
ciation met April 21-24. Present.in ad- 
dition to Mr. Jones were Chairman Por- 
ter Ellis, CPCU, Dallas, Texas; Cooper 
M. Cubbedge, Jacksonville, Fla.; Howard 
N. Fullington, Wichita, Kan.; Hayne P. 
Glover, Jr., Greenville, S. C.; Fred H 
Johnson, Columbus, Ohio; and Peter J 
Walsh, Denver, Colo. 

Vice President Porter Ellis early in 
the state directors meeting commented 
on a proposed producers council, which 
has been receiving considerable pub- 
licity lately. He said that at this time 
the NAIA “is perfectly willing to meet 
with any producers’ organizations on 
any specific problems and is willing to 
cooperate when our interests are com- 
mon. At times the position of this or- 
ganization may not be exactly the same 
as another producers organization. It is 
important ior us to maintain this liaison 
in the event any specific problems arise 
on which we can common 
things.” 

Slawsby on New Ad Program 

Presentation of the new national ad- 
vertising program was handled by Archie 


discuss 


M. Slawsby, Nashua, N. H., past NAIA 
president and chairman of the advertis- 
ing management committee following 
eee Johnson’s report in his capacity as 
chairman of the advertising fund raising 
committee. Mr. Johnson, past president 
of the Florida Association, reported that 
as of April 25, members had subscribed 


$920,712. Twenty states, he said, have 
exceeded their basic allocations while 
30 states, including the 20, have ex- 


ceeded 70% of 
which will entitle 
evening news, 
programs. 

He noted that 
subscribers to the 


their basic allocation 
. , 
them to 13 weeks of 
weather and sports T\ 


whie the number of 
program is approxi- 
mately 2,000 less than last year at a com 
parable period, this year’s 14,500 sub- 
scribers have already contributed $84,- 
000 more than last vear’s larger number. 
Flourishing a check to the audience, 
Mr. Johnson declared that the Ohio As- 
sociation had presented him with $50,000 
as part of their basic allocation, with 
more to come later. He noted that the 
Indiana Association, which had previ- 
ously sent in no funds to the 1960 cam- 
paign, had just pledged their entire 
basic allocation of $36,520. Kentucky 
also indicated it was pledging 100% of 
this year’s campaign. 


“The Big Difference,” 
A central 


Unifying Theme 


unifying theme, “The Big 
Difference,” has been devised by NATA’s 
advertising agency, Doremus & Com- 
pany, for the 1961 campaign. As ex- 
plained by Chairman Slawsby, “The Big 
Difference” in insurance “is the contin- 
uing, person: il attention of your inde- 
pendent insurance age ent.’ 
Magazines will form the 
national campaign—in 1961 as it does 
in 1960. Loy advertising in national mag- 
azines will be increased substantially in 
1961 from 12 to 19 ads. At least 12 of 
these will be full-page ads, according 
to Chairman Slawsby. There will be 
seven ads in Life and four in Newsweek, 
plus four ads in the Saturday Evening 
Post and four in Business Week. 
Again in 1961, another three-page ad- 
vertisement is planned for either Look or 
the Saturday Evening Post, similar to 
the one the National Association has 
scheduled for Look Magazine this fall. 
Combined readership of this national 
magazine advertising is estimated at 342 
million for the year. 


TV Programs 


Mr. Slawsby pointed out that tele- 
vision programming has again been plan- 
ned as a supplement to the magazine 
portion of the program. Evening news, 


base of the 


Prominent New York City 
Producer Passes Away 


Matar 


HENRY E, FROST 

Henry E. Frost, prominent New York 
City agent who had been in insurance 
for —e 64 years and who was chair- 
man of the board of Hoey, Ellison, Frost, 
Mezey, grt of New York City, died 
May 6 at t his home in Port Washington, 
Long Island. He was in his 80’s. He is 
survived by his wife, Natalie Crane 
Frost, three daughters, four sons, 23 
grandchildren and 7 great grandchildren, 

Mr. Frost was one of the outstanding 
production leaders in the New York area. 
He was widely popular with company 
executives, fellow agents and_ brokers 
for many decades. In recent years he 
had been largely inactive but as chair- 
man did visit the office in New York 
siege one Mr. Frost was born in St. 

Paul, Minn. He was educated in schools 
in St. Paul and in Brooklyn, N. Y. He 
entered insurance as an office boy with 
the German American—now the Great 
American. He served the company about 
nine years and in 1907 resigned to join 
the agency of Hall & Henshaw as local 
manager. 

In 1916 Mr. Frost went with White & 
Ellison as chief fire underwriter, 

In 1921. when James J. Hoey joined 
Bennett Ellison, the firm became Hoey 
& Ellison. Upon the death of Mr. Elli- 
son in 1937, the business was incor- 
porated under the name of Hoey, Elli- 
son & Frost, Inc. Mr. Hoey was presi- 
dent and Mr. Frost vice president and 
Mr. Frost became president when Mr. 
Hoey died in 1941. In 1956, Hoey, Elli- 
son & Frost merged with the Mezey 
Agency. Mr. Frost was named chairman 
of the board of the new firm of Hoey, 
Ellison, Frost, Mezey, Inc. and Albert 
E. Mezey president. 





weather and sports programs covering 
98% of the TV homes in the country, 
and providing a weekly audience of 
about 22 million people, are planned for 
196 TV stations, 

This local TV programming will go 
into effect in states reaching 70% of their 
basic minimum allocation and will con- 
tinue for 13 weeks. States reaching 
100% of their allocation will be entitled 
to 26 weeks of television. States desiring 
newspaper ads or outdoor billboards may 
select this form of coverage rather than 
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Lt. Gov. Wilson to Speak 
At N. Y. Agents Meeting 


Lieutenant Governor Ma!colm Wilsoi 
will speak at the Tuesday luncheon dur- 
ing the 78th annual convention of the 
New York State Association of Insur- 
ance Agents. This is announced by 
Arthur F. Blum of Rockaway Park, 
president of the association, The coi 
vention is being held at the Hotel Con- 
cord, Kiamesha Lake, May 15-18 and is 
expected to break all previous attendanc 
records for the state association meet: 
ing. Advance registration is presently 
well over 1,100 and approximately 1,50 
are expected to attend. 





television, 

In detailing the effectiveness of the ni 
tional advertising program to date, Mr 
Slawsby noted that the Big I “is prac- 
tically a national symbol.” In a_ study 
conducted in 1958 by the Schwerin Re 
search Corporation, a leading TV test: 
ing firm, it was noted that only 38% 0! 
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the TV audience tested would pick an 
independent agent in preference to one 
of four leading direct writers. 


48% of TV Public Prefer Independent 
Agent 

A year later, Mr. Slawsby said, a study 
conducted by the same firm showed that 
48% of the TV public preferred an in- 
dependent agent to the four direct writ- 
He also noted that more and more 
companies are incorporating the Big “I” 
seal in their national and trade adver- 
tising. In the matter of local associa- 
tions using these listings in the “Yellow 
Pages,” he noted a 62% increase in the 


number now using these listings. 

Mr. Slawsby also reported on the re- 
sults of a survey conducted in 34 states 
by the NAIA research department as far 
as What the advertising program means 

© to the individual member. 81% of NAIA 
members reported that thes are hurt 


So sit Hs 


ee 





























' 18% of 
) rect inquiries or comments as a result of 
© this national advertising—“an am: wzingly 


| moting their agencies. 


to some degree by direct writer competi- 
tion. 84% of the members have seen the 
National Association ads in their area. 
the members have received di- 


high number for this type of campaign.’ 

Seventy-three percent of the members 
now actively use the Big “I” seal in pro- 
60% now under- 
take some sort of local advertising in 
their town and 10% say that the greatest 
factor in producing new business for 
their agencies is advertising. 


Reasons for Switch to Local Agent 
Frank 


Schaffer, vice president of 
Doremus & Co., the association’s ad- 


vertising agency, reported on another re- 
search study undertaken by the Schwerin 
Research Corporation for the NAIA last 
year. This study tested the reasons 
which were most influential in causing 
the insurance buyer who originally fa- 
vored the direct writers to switch to an 
independent insurance agent. 

These tests, Mr. Schaffer said, indi- 
cated that the two most powerful reasons 
for causing an insurance buyer to switch 
from a direct writer to an independent 


agent WwW ere “represents your interests 
first” and “continuing personal atten- 
tion.” This test he added, was con- 


firmed by another in which these two 
reasons again ranked at the top, with 
“continuing personal attention” first. 

In summing up the ad_ presentation 
Mr. Slawsby said: “The direct writers 
are expecting us to be more competitive 
in 1961 than ever before. They know 
the only organized opposition to their 
complete domination of the fire and cas- 
ualty business is our National Associa- 
tion and our advertising. They know the 
only way the American public will learn 


about the Big Difference in fire and 
casualty insurance is from us—that only 
our advertising reveals their cut-rate 


methods for what they are, informs car 
owners, home owners and businessmen 
about the best way to buy insurance. The 
eyes of the entire insurance industry 
are upon us waiting to see how well we 
agents of the American Agency System 
fight back, 

“They will not be disappointed,” Mr. 
Slawsby declared. “We are going to 
strike back harder and harder, year after 
year, and never let up as long as there 
is more ‘than one way—our way—to buy 
insurance.” 

States Refraining from Program 

On the vote for the 1961 program, 
Washington, which has never come into 
the advertising program, again voted 
“No.” Indiana, following defeat of their 
motion which would have required that 
0% of the 1961 advertising funds be 
collected in cash from all the states be- 
fore inaugurating the program, also 
voted “No.” Oregon, which had dropped 
out of the program this year, abstained 
from voting. However, Oregon’s director, 
Leonard Adams, indicated he was highly 
in favor of the 1961 program and had 
invited Dave Johnson to come out to his 
State to convince the state board to join 
the program. 

California, which had previously indi- 
cated unhappiness with the voluntary 
fund raising phase of the program 
though not the advertising program it- 


self, voted to go along on the 1961 pro- 
stam, 


Oklahoma Director Harlan S. Pinker- 
ton said it is up to the state officers to 
sell agents on the American Agency 
System. “Too many people want to go 
their own way. We can go much further 
together. It is up to the state directors 
to tell members over and over again just 
what the American Agency System 
means to them, You can raise the money 
all right if you will just show them what 
the NAIA is doing for them with this 
program.” 


Company Cooperation Sought 


Several state directors inquired about 
the possibilities of securing company 
participation in the agents’ advertising 


program. Wisconsin Director John Ba- 
tenburg offered a motion which incor- 


porated many ideas developed by his as- 
sociation regarding company participa- 
tion and greater local tie-in plans. 

As approved, the motion urged the 
NAIA advertising committee to give ser- 
ious consideration for the 1961 program 
or future programs to augmentation of 
these programs to include the following 
basic features: “(1.) an expanded member 
effort to include not only advertising but 
all of the merchandising facilities and 
techniques which can _ logically be 
brought into use by NAIA members; 
(2) an expanded and well channelled 
company merchandising effort encour- 
aged in harmony with the objective of 
greater production of good business by 
NAIA members and our companies; (3) 
advertising messages to emphasize con- 
tracts of insurance coverages as well 


as the more ‘institutional’ advantages 
of a with agents displaying the 
Big ‘I’; (4) localized ad counselling serv- 


ice Soh» through the various state 
associations to particip: iting members; 
(5) a system of prospecting through ad- 
vertisements and a referral plan to be 
supported by participating agents on a 
producer-fee beats all members partici- 
pating in all other phases of the national 
program without additional individual 
ad contributions to this effort.” 

An amendment to this action in the 
form of a motion by Director Frank E. 
McGlaughon of Tennessee was also ap- 
proved by the state directors. It di- 
rected the executive committee to 
charge the advertising committee with 
thoroughly studying all the ideas and 
suggestions brought out by the discus- 
sions and (1) determine if a company 
participating plan would appeal to the 
companies; (2) would a different plan 
of raising funds be desirable? (3) 
should the association have another 
designation for its members and if so, 
what? Should the term “Insuror” be 
considered? (4) bring back any recom- 
mendation to the board at its next meet- 
ing. 


Trend Toward Company Participation 
a 


said members of the 
executive committee had discussed in- 
formally with top company executives 
their participation in the NATA adver- 
tising (program. “There is a trend,” he 
said, “for acceptance of their respon- 
sibility in this area.” The three million 
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dollar programs conducted by the agents, 
he noted, have made the companies take 
a new look at such a_ possibility. 

Later in the session the directors ap- 
proved a motion of Arkansas Director 
Lawrence Derby that “the executive 
committee instruct the New York office 
to poll all of the states to determine 
whether they wished company participa- 
tion in the 1961 national advertising pro- 
gram and that this action be taken as 
soon as possible.” 

At the close of the meeting Washing- 
ton Director Thomas A. Harman noted 
that long-time board member and _for- 
mer Executive Committeeman J. Victor 
Arthur, Virginia, was retiring from ac- 


tive service. The board expressed its 
best wishes and deep apperciation for 
his long service to the Association, 


President Jones announced that a com- 


prehensive study of National Associa- 
tion policy through the years had just 
been completed by General Counsel 
George S. Hanson. He indicated the 


study would be made available to every 
state association before the annual con- 
vention in September. 


Dangers to Agents in “65 Plus Plans” 
T. Winston 


New Hampshire Director 
Keating, in discussing “65—Plus—Plans,” 
noted that present overtures seem to 
dwell on the accident and health field. 
“In the past,” he said, “our association 
has taken a limited approach to this 
field. However, we now feel that this as- 
sociation must take a stand on any phil- 
osophy of insurance that affects our 
policyholders.” 

These sixty-five pus plans, Mr. Keat- 
ing 


said, pose a serious threat to the 
American Agency System, since under 


the present set up in many cases they 
violate the principle of ownership of ex- 
pirations. 





Landen Nominated to 


Head New York Board 


Harry J. Landen, vice president of 
Springfield Fire & Marine, has been 
nominated for president of the New 


York Board of Fire Underwriters to suc- 
ceed Eugene C. Richard, vice president 
of the American Insurance Ce.. Say has 
been president for 'two years. Harry W. 
Miller, general U. S. attorney of the 
Commercial Union-North British Group, 
is nominated as vice president. Mr. 
Landen now holds that post. The annual 
meeting of the board will be held May 


Other nominations are: secretary and 
treasurer, E. Niver; assistant secre- 
tary, Stanton E. Small, and assistant 
treasurer, W. L. Bellmer. 





Vernon Hall, Retired 
America Fore V. P., Dies 


Vernon Hall, 77, of Montclair, N. J., 
retired vice president of America Fore 
a companies, died suddenly, May 
3 at Inglewood, Calif. Mr. Hall was in 
charge of fire losses countrywide at the 
home office in New York City at the 
time of his retirement in 1953. Mr. Hall 
is survived by his wife, Anne W. Hall; 
a son, Vernon Jr., and a daughter, Susan. 

Born in King’s Mountain, N. C., Mr. 
Hall joined the Continental in 1909 as an 
inspector in the Southeastern depart- 
ment at Atlanta. He was named a special 
agent for the Continental in 1911 and in 
1921 was called to the home office in 
New York as general adjuster. He was 
appointed a secretary of the America 
Fore fire companies in 1924 and a vice 
president in 1932. In 1949 he was also 
appointed a vice president of the Fidelity 
and Casualty. 

During his career Mr. Hall was a di- 
rector of Underwriters Salvage Co. of 
New York and a president of the Loss 
Executive Conference. He was a past 
chairman of the advisory committee and 
conference committee. General Adjust- 
ment Bureau, and the loss committee of 
the Railroad Insurance Association; and 
a member of many committees of the 
National Automobile Underwriters Con- 
ference, National Board of Fire Under- 
writers, New York Board of Fire Under- 
writers and the Stock Company Associa- 
tion, 
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FRED H, LUDWIG 

F +g i. it udwig was elected chairman 
of the board of directors and John Ford 
ns A at the 65th annual director’s 
meeting of Pennsylvania Lumbermens 
Mutual in Philadelphia. Mr. Ludwig 
has been a director of PLM since 1931, 
and president since 1954. Mr. Ford has 
been executive vice president since 1956. 

Roy W. Baker, vice president—claims, 
was elected to the additional position of 
secretary for the company, succeeding 
Mr. Ford who also held this post. John 
|. Henry, resident vice president, was 
elected to the additional position of as- 
sistant secretary. 

Mr. Ludwig is president of Merritt 
Lumber Yards, Inc., Reading, Pa., and a 
director of numerous mutual companies. 


He is a member of the Berks County 
Industrial Advisory Committee, former 
chairman of the Berks County Commit- 


tee for Economic snide and 


Large Fires in 1959 


(Continued from Page 

fires in 
1959 113, contrasted with 85 
during the previous Dollar 
were up about $6,150,000 to a total of 
$58,400,000. 


NFPA Major industrial 


report 
numbered 


year. losses 


There were 89 major store fires, a rise 
of 8, with losses totaling about $38,600,- 
000, which was an increase of approxi- 
mately $1,450,000. This is the fifth con- 
secutive year major store fires have 
shown a rise. The cost of major ware- 


house fires nearly doubled, jumping from 
about $21,100,000 in 1958 to almost $40,- 
500,000 last year. In number the increase 
was from 43 to 54. 

Sharpest increase was recorded in 
major church fires, where losses went up 
more than 150%. Total cost of such fires 
in 1959 was more than $3,000,000, com- 
pared with losses of about $1,160,000 in 
just four fires the previous year. 

Cost of 18 major fires in school and 
college classroom facilities was almost 
$7,000,000. Fires which destroyed a col- 
lege-used dormitory and an auditorium 
added another $2.100.000 to educational 
property losses in 1959, bringing the total 
to just over $9,000.000. This was a rise of 
approximately $2 500,000 from the pre- 
vious year. 

In major transportation fires. 46 
craft were destroyed with 
at almost the $133.000.000 mark 
rine tanker fire added another $6,000.- 

loss in this classification. Compared 
with the previous year, large transporta- 
tion fires were down in number by eight, 
but the cost increased about $5,200,000. 

Major forest fires jumped sharply to 
a total of 23 with losses in excess of 
$38,000,000. This compared with nine 
fires during the previous year, when the 
loss was just under $7,000,000 


air- 
dollar losses 


A ma- 


JOHN T. FORD 

served two terms as president of the 
Reading Chamber of Commerce. During 
World War Il he served as a member 
of the Office of Price Administration in 


Washington, D. C, 

Mr. Ford, who joined PLM in 1932, 
has been successively manager of the 
underwriting department, assistant sec- 
retary, secretary and, in 1953, a vice 
president. Fo.lowing his election as ex- 
ecutive vice president in 1956, he be- 
came a member of the firm’s board of 


directors, 
He is vice president and a director 


of the Eastern Adjustment Bureau, 
serves on the governing board of the 
District of Columbia Rating Bureau, 


and is a member, and was the first chair- 
man, of the public relations committee 
of the company-agency conference of 
National Association of Mutual Insur- 
ance Agents. 





According to the NFPA analysis of 
bui.ding fires, both construction weak- 
nesses and absence of protective sprink- 
ler and alarm systems were the principal 
reasons why minor fires were not 
stopped before they became major. 

Automatic sprinkler protection would 
have prevented the high losses in 283 
out of the 331 building fires. In 270 
cases discovery and fire department noti- 
fication were delayed because there were 
no sprinklers, alarm systems or watch- 


men. 

Structural weakness ignoring fire and 
safety standards included missing di- 
vision walls, unenclosed stairways and 


elevator shafts. These were major fac- 
tors in allowing fire to spread throughout 
the building instead of confining it near 
the area of origin. 

The key to elimination of such major 
losses, said the NFPA, is proper design 
of buildings and other structures, and 


(Continued on Page 33) 


South Carolina’s New 
Ins. Commission Named 


FIVE MEMBERS ARE APPOINTED 
Two, J. M. Waddell and W. R. Bruce, 


Insurance Men; Commission Will 
Pick Chief Commissioner 





The five members of a new commis- 
sion which will administer South Caro- 
lina’s insurance affairs have been named 
by Gov. Hollings. Chosen to the com- 
mission are Hugh C. Lane, 
of the Citizens and Southern National 
Bank of South Carolina, Charleston; 
W. W. Pate, president of Wunda Weve 
Carpet Co., Greenville; J. M. Waddell, 
former executive vice president of the 
Pilot Life, Beaufort; William Rk. Bruce, 
assistant vice president of Seibels Bruce 
and Co. (insurance), Columbia, and J. 
Wilbert Wood, former vice president of 
J. P. Stevens Co., Anderson. 

Messrs. Lane and Pate will serve five- 
year terms, Messrs. Waddell and Bruce 
four-year terms, and Mr. Wood a two- 
year term. 


To 


The insurance commission will name a 
chief Insurance Commissioner to head 
South Carolina’s reorganized system for 
handling insurance affairs. The two in- 
surance men on the commission is the 
maximum number allowed under the new 
law which caused months of controversy 
before it was approved by the General 


Pick Chief Commissioner 


Assembly. The bill was signed into law 
last week by Gov. Hollings. 

Members of the new commission will 
receive a salary of $100 annually plus 
expenses. Attorney General Daniel R. 
McLeod issued an advisory opinion in 
which he held that the current state 
Insurance Department will continue to 
function until July 1, when the new 
Chief Commissioner takes office. 


South Carolina had no insurance com- 
mission before the new law was passed 
and the Chief Commissioner heretofore 
was elected by the General Assembly. 
Present Commissioner R. Lee Kelly re- 


tires June 30. ; 
In announcing the appointment of 
Commission members. Gov. Hollings 


said they will serve “in what I consider 
pro ably the most critical area of need 
in state government.” The insurance 
reorganization bill, originally passed by 
the House in 1959, was batted back and 
fourth between the House and the Sen- 
ate during the current Gener al Assembly 
session. It was riddled with amend- 
ments before final passage. 


Wolff State Agent at 


Rochester for Phoenix 


Phoenix of London Group announces 
appointment of Herbert E. Wolff as 
state agent in its Rochester, N. Y., serv- 
ice office. Mr. Wolff, attended North- 
western University and the University 
of Illinois and has had many years ot 
experience in production and field work. 
He wil! be under supervision of Ronald 
MacDonald, manager of the group’s 
Rochester office. 


president, 
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Companies wishing to diversify 
operations have enlisted our 
aid. Can we help you in this 
endeavor? 


CONSULTANTS 


1N MARKETING AND MANAGEMENT 
INSURANCE BUSINESS 








521 FIFTH AVENUE 


One NORTH LASAL 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y, 





Burton B. Gracey Dies; 


Vice Pres. of Hartford) 


IN CHARGE OF MIDDLE DEPT, 
Expert on Losses for 


Also With Syracuse Agency 


Burton B. Gracey, 69, vice president 
and secretary of the Hartford Fire, died 


of a heart attack ‘May 4 at his officeh 


in Hartford. He leaves his wife, Marion 


John Haley 

BURTON B. GRACEY 
Thorpe Gracey; two daughters, a broth- 
er, a sister and two grandchildren. 

He joined the insurance company in 
1936, was elected assistant secretary in 
1940, secretary in 1944, assistant vice 
president in 1950 and vice president and 
secretary in 1953. He was thome office 
executive in charge of the company’s 
Pennsylvania, Delaware, 
Maryland, Southern New Jersey and the 
District of Columbia. 

Mr. Gracey was born in Meriden, 
Conn., was a graduate of Hartford Pub- 
lic High School and the Hartford In- 


(Continued on Page 33) 





es 



















































s. eo ee A 























Many Years;) 
Formerly With Adjustment Bureau, | 


PSC ie Se 


% 


pS. } 


aa Tale 


as 


eas aes 












Car 
] 


Stockh 
ance Co 
ment of 
to consi¢ 
cisions \ 
offer to 
company 
ard Bro: 
with Ch 
This off 
the Uni 
that the 
more, in 

Mr. 
offer, is 
lina Cas 
lina Hot 
jurlingt 
Co. of t 

Univer 
of “ge 
ares i 
ly unde 
Talbot, ! 
agers fo 
the Cale 
ted Stat 
falo of 


Fowle 


Evere 
National 
dressed 
of Fire 
ject of “ 
structior 
ing hel 
York C 
the Na 
from W 
1928. H 
Fire Pre 
ciety of 
can Cor 


(| 


surance 
Syracus 
years w 
War I 

of ensig 


Befor 
was H: 
Fire Co 
was als 
surance 
presider 
agency | 

Mr, C 
mittee 










96IN) May 13, 1960 


lent | 


died 








VEER RATING & 












THE EASTERN 
K— UNDERWRITER 7 





PPA 
[4utomo bile } 
Lf 


Page 33 








Carolina Casualty Chairman Bids 


: Stockholders of the Universal Insur- 
© ance Co. are being asked by manage- 








tS 51 


ee eee 


to consider carefully their individual de- 


> ment of the company in New York City 
y 
; 


MK cisions whether to accept or reject an 


' offer to purchase 21,000 shares of the 
company at $50 a share made by Shep- 
ard Broad of Bay Harbor Islands, Fila., 


' with Chase Manhattan Bank as agent. 
© This offer expires May 27. Officers of 


the Universal have told stockholders 
that their stock is worth considerably 
' more, in book value, than $50 a share. 
Mr. ‘Broad, who has made the stock 
offer, is chairman of the board of Caro- 
lina Casualty Insurance Co. and Caro- 
lina Home Life Insurance Co., both of 
Burlington, N. C., and of Insurance 


) Co. of the South, Jacksonville, Fla. 


Universal was founded by members 
| of Talbot, Bird & Co., Inc. 111 John 
Street, in 1921 and has been continuous- 
ly under their management since then. 
Talbot, Bird are also United States man- 
agers for the Eagle Star of London, and 
the Caledonian of Edinburgh, and Uni- 
ted States marine managers for the Buf- 
falo of New York, the American Equi- 





Fowler, NBFU, Addressed 


Protection Engineers 


Everett W. Fowler, chief engineer of 
National Board Fire Underwriters, ad- 
dressed the New York Chapter, Society 
of Fire Protection Engineers on the sub- 
iect of “Modern Trends in Building Con- 
struction,” at the May 10 luncheon meet- 


ing held at the Masonic Club, New 
York City. Mr. Fowler has been with 
the National Board since graduation 


from Worcester Polytechnic Institute in 
1928. He is a member of the Society of 
Fire Protection Engineers, American So- 
ciety of Civil Engineers and the Ameri- 
can Concrete Institute. 





Burton B. Gracey 


(Continued from Page 32) 


surance Institute and studied law at 
Syracuse University. He served two 
years with the U. S. Navy during World 
War I and was released with the rank 
of ensign. 


Headed Bureau Office 


Before joining the Hartford Fire, ‘he 
was Hartford office manager of the 
Fire Companies Adjustment Bureau. He 
was also formerly with ‘the Aetna In- 
surance ‘Co. and was at one time vice 
president and treasurer of an insurance 
agency in Syracuse, N. Y. 

Mr. Gracey was a member of the com- 
mittee on adjustments and other com- 
mittees of the National Board of Fire 

nderwriters, a member of the board of 
governors of the Insurance Rating Bu- 
reau of Washington and the Maryland 

ire Underwriters Rating Bureau. 

He was a past president of the Loss 
Executives Association and was also a 
member of the New England Loss Ex- 
ecutives Association. 

He was long a member of the New 
York Ex-Fieldmen’s Society, attending 
og dinner meetings in New York 
‘itv, 

He was also a member of Lafayette 
Lodge, AF&AM, ‘the Odd Fellows, the 
West Hartford and Broad Brook Fish 
om ‘Club and the Limestone Trout 

ub, 


For 21,000 Shares of the Universal 


table of New York, the Globe & Re- 
public, Merchants & Manufacturers, and 
New York Fire. 


In a letter to stockholders, signed 
by John T, Byrne, chairman of the 
board, and S. Curtis Bird, president 


of Universal, Talbot, Bird said they had 
no information of any kind as to why 
the offer was made or as to what the 
future of the company will be if the 
offer is accepted. 

The letter noted that as of Decem- 
ber 31, 1959, the policyholders’ surplus 
was $5,118,507, or $68 a share. It said 
that the proposer offers $50 a share, or 
a difference of $18, which on 21,000 
shares to be tendered is equivalent to 
$378,000. It also pointed out that, ac- 
cording to Best’s Insurance Reports, the 
adjusted book value of the stock is 
$82.65 a share, a difference of $32.65 
a share from the proposer’s price. 

The letter concluded: 

“Your directors feel that under the 
circumstances the present stockholders 
should share in the equity which has 
been built into your company over the 
years rather than have it become the 
property of others who have more re- 
cently become aware of its very sound 
financial condition. 

“Therefore you will shortly receive 
a notice to the effect that your direc- 
tors unanimously recommend a stock di- 
vidend of 50 per cent. It is the direc- 
tors’ expectation that the present cash 
dividend of $1 per share will be main- 
tained on the new outstanding stock 
which would be the equivalent of $1.50 
a share on the present outstanding 
stock. Such a recommendation requires 
the approval of the stockholders. You 
will receive a notice of a special meet- 
ing to be held on May 24, a Tuesday— 
in Jersey City at 15 Exchange Place, 
at 10:30 A.M. 

“It is suggested that you give thought- 
ful consideration to the proposal, weigh- 
ing carefully the fact that if the pro- 
poser feels the shares are worth $50 
per share to him in the immediate future, 
it might be more advantageous to the 
individual stockholder to retain them.” 


Resigning as President 


Of Pacific National Fire 





Fabian Bachrach 
JOHN A. STEEL 


A. E. Connick, chairman of board 
of directors, Pacific National Fire, an- 
nounces that John A. Steel has submit- 
ted his resignation as president of the 
company, effective June 1. 

Mr. Steel became chairman of the 
board of the American Surety in March 
in addition to being president of the 
Pacific National. He previously served 
as Texas and Oklahoma manager of the 
Home Indemnity of New York and as 


president of the Southwest General of 
Dallas. 
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Large Fires in 1959 


(Continued from Page 32) 


use of protection equipment like auto- 
matic sprinkler and alarm systems. 

The largest single fire loss in either 
the United States or Canada during 
1959 was the fire during take-off of a 
B-58 bomber at Carswell Air Force 
Base, Texas, on September 16. Damages 
totaled $24,000,000. A B-52 fire at Castle 
Air Force Base, California, cost $14,- 
400,000, and there were three other air- 
craft fires in which each loss came to 
$10,000,000. 

Aside from aircraft, the fire and ex- 
plosion which shook Roseburg, Ore., on 
August 7 caused the largest single prop- 
erty loss. In this disaster 256 buildings 
were destroyed or damaged at a cost of 
$10,000,000. 


Aetna C. & S. Boating Safety Film, 
“Outboard Outings” Wins Top Award 


A boating safety film produced by 
Aetna Casualty and Surety has won a 
top national award as one of the out- 
standing safety films of 1959, The award, 
a bronze plaque presented by the Na- 
tional Committee on Films for Safety, 
is recognized as the “Oscar” of the 
safety film field. 

The award-winning Aetna Casualty 
film, entitled “Outboard Outings,” was 
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produced in cooperation with the U. S. 
Coast Guard Auxiliary and is narrated 
by TV star Garry Moore. In the com- 
petition, “Outboard Outings” was selected 
as one of the two best general safety 
fiims made in 1959 and was the only 
insurance company-sponsored film to be 
awarded an “Oscar.” 

Formal presentation of the . bronze 
plaque for “Outboard Outings” will take 
place next October at the annual con- 
gress of the National Safety Council 
in Chicago. 

Released nationally last June after a 
Washington, D. C. premiere, the 20- 
minute color film outlines safe boating 
practices for the rising number of pleas- 
ure boatmen using outboard motorboats, 
including man overboard procedures, wa- 
ter skiing, harbor navigation, rules of the 
road and principles of rough weather 
boating. 

“Outboard Outings” is the second 
Aetna Casualty movie to win the top 
Films for Safety award. “Look *Who’s 
Driving,” an animated cartoon film on 
traffic safety, was a 1953 winner. 

In the first few months after its 
release, “Outboard Outings” achieved 
wide popularity in the TV field, being 
telecast by stations in more than 40 
states. In addition, hundreds of other 
showings have been made before school, 
civic, church and other community 
groups throughout the country. 

“Outboard Outings” may be booked 
for showings on a free loan basis by 
writing Aetna Casualty’s information and 
education department at the home office, 
Hartford 15, Conn. 

ST. PAUL DIVIDEND 

St. Paul Fire and Marine has de- 
clared a dividend of 32% cents a share 
payable July 15 to stockholders of rec- 
ord, July 8. 
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NBCU at 50th Annual 
Meet Re-elects Leslie 


J. M. CAHILL ALSO RE-ELECTED 
Carlson Named Southeastern Branch 
Manager; Murrin NBCU Actuary; 
Appointments to Committees 
William Leslie, ~ was re-elected gen 
eral manager of the National Bureau of 
Casualty Underwriters and James M. Ca- 
hill was re-elected secretary at the 50th 
annual meeting of the bureau held May 

10 in New York City. 

In accordance with the principle of 
rotating members on bureau committees, 
six members were newly elected to the 
executive committee to replace those go- 
ing off. The newly elected members are: 
the Agricultural, Crum & Forster Group, 


Glens Falls, London & Lancashire, Mary- 
land Casualty and Ocean Accident. 
Following the annual meeting the new 


executive committee met and appointed 
mn officers. Thomas O. Carlson, who 
ias been the bureau’s actuary since 1944, 
was named manager of the new south- 
eastern branch office in Atlanta effective 
June 1. Thomas E. Murrin, who has 
been associate actuary, was promoted to 
actuary, effective the same date. The 
executive committee also reappointed all 
present officers of the bureau 

The following new appointments to 
bureau committees were also made: Na- 
tional Union Fire to the statistical com- 
mittee; five members to the automobile 
rating committee—America Fore Loyalty 


Group, American Surety, Maryland Cas- 
ualty, Phoenix Insurance and _ Royal- 
Globe Insurance Group; three named to 


the burglary rating committee—Aetna 
Insurance, Fidelity & Deposit and G'ens 
Falls 


Other Committee Appointments 


Named to the general liability rating 
committee were Glens Falls, Home In- 
demnity, Maryland Casualty, Royal- 


Globe and United States F. & G.; four 
companies to the glass rating committee 
the Aetna Casualty & Surety, Aetna 
Insurance, Glens Falls and Maryland 
Casualty, and the Employers’ Group 
Companies were added to the nuclear 
energy liability rating committee. 

No changes were made in the member- 
ship of the law or actuarial committees 
or the committees on boiler and machin- 
ery rating, residence water damage and 
explosion insurance or professional lia- 
bility insurance. 


General Amer. Corp. Showed 
Profit as of March 31 


The General America Corp. and sub- 
sidiary companies showed a net profit 
of $2,642,860 or $2.54 per share for the 


first quarter of 1960 compared to $2.42 
in the 1959 period on a _ consolidated 
basis, President W. L. Campbell reports. 
Liquidating value of its stock as of 
March 31 was $79.05 compared with $70 


for the first quarter of 1959 
The General’s consolidated balance 
sheet as of March 31 showed total as- 


sets of $267,120,232 which included bonds 
and stocks listed at $188.716.177 and with 
market v alue of $212,675,160. Total capi- 
tal and surplus was $82,326,245 of which 
$75.179,.658 was in earned surplus 

For the first quarter of 1960 LIFECO, 
life affiliate, issued $12.895,109 of paid- 
for business. Total life insurance in 
force was $92,966,561. 


N. J. COMP. BOARD MEETING 


Forty-third annual meeting of Com- 
pensation Rating and Inspection Bureau 
of New Jersev will be held May 17 at 
Robert Treat Hotel, Newark. 


Mixed Feelings Shown 
At AMIA Conference 


PRES. H. G. KEMPER IS KEYNOTER 


Chicago Scene of Annual American Mu- 
tual Alliance Meet; Gerber, Lang, 
Haskell, Rayeor Among Speakers 


three-day conference this 
American Mutual Insurance 
Alliance at the Edgewater B Hotel, 


Chicago, Kemper, 


The annual 
week of the 
-ach 
Hathaway G. 
Lumbermens Mutual Casualty 


heard 
chairman 
in his president’s address on the opening 
day express optimism for Alliance mem- 
ber companies in the 

“Somebody is going to get hurt in the 
next few years,” he predicted, “but 1 
hope it will be none of our members- 
and it will not be if they trim their 
sails for the storm.” 

Joseph S. Gerber, 
ance of Illinois, followed Mr. Kemper 
and pointed to the excellent record of 
state regulation “in a most unusual busi- 
He had addressed spring in- 
conference of American Man- 
agement Association on May 4 in New 
York on the same subject and made a 
strong impression on his audience of in- 


present decade. 


Director of Insur- 


ness.” 
surance 


surance buyers. As in this talk, Mr. 
Gerber underlined that the strength of 
American insurance during the dark 
days of the 1930s “reflected a sound- 
ness to be found in few other indus- 
tries.” He was sure that insurance reg- 


ulators played a part in this drama of 
economic impregnability. 

Despite what he sincerel y 
be effective regulation, 
insurance is constantly 
gated by state legislative 
cized by the press.” Of late, Mr. Gerber 
observed, various municipalities have 
challenged the insurance rate structures 
in their communities. “All of this, plus 
the effects of the Supreme Court de- 
cision in the SEUA case,” he emphi sized, 
“forces the several states to live in glass 
houses subject to day-to-day scrutiny 
by the Federal authorities who wish to 
determine the adequacy or inadequacy 
of state regulation.” 

Living under a cloud, so to spez ik, sub- 
ject to constant attack, has left insurance 


believes to 
“the business of 
being investi- 
bodies, criti- 


executives and regulators sensitive to 
fight back. “Their reaction to criticism 


is mild, defensive and guarded,” 
speaker. “Few wish 
ulator.” 

Mr. Gerber 
regulation 
tivity? | 


said the 
to otfend the reg- 
then asked: “Does state 
have cause for such sensi- 
submit the job is being well 
done. There have been comparatively 
few insolvencies and evidence of mis- 
management. The records reflect that 
there is no greater competitive business 
as regulated by state or Federal govern- 
ment than is the insurance business as 
regulated by the several states. I chal- 
lenge anyone to produce records to re- 
flect a more re 5 gat business, one in 
which the number of new companies con- 
tinually grows and the financial position 
of small companies indicates a constant 


growth and improvement in their fi- 
nancial structure. . . 

Two other speakers on AMIA’s first 
day program were James H. Lorie, as- 
sociate dean, University of Chicago's 
Graduate School of Business Admin- 


istration, and Dr. Frank Lang, insurance 
management consultant, whose address 
is reviewed on another page. 


Haskell and Keyser Addresses 


On the second day George D. Haskell, 
economist for the Alliance, speaking on 
the “Federal Tax Status of Mutual] In- 
surance” and John H. Keyser, president, 


Continued on Page 37 
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C. & S. Assn. Re-elects 
Haugh, Herd, Dorsett 


WELCOMES BATEMAN, BROWN 


32nd Annual ester 't Features Haugh’s 
Address and General Manager's 
Report of Assn. Progress 

Charles J. Haugh, 
The Travelers 
Travelers Indemnity, was re-elected 
president of the Association of Casualty 
& Surety Companies May 10 at its 32nd 
annual meeting held in the Waldorf- 
Astoria Hotel, New York. 

J. Victor Herd, chairman of the board, 
\merica Fore companies of the America 
Fore Loyalty Group, was re-elected vice 
president. 

J. Dewey Dorsett, general manager of 
the Association since 1944, was re-elected 
to that post. The following member com- 
panies were elected to the executive 
committee: American Insurance Co., 
Employers’ Liability, Crum and Forster 
Group, Home Indemnity, Massachusetis 
Bonding and National Union Insurance 
Cos. 

Mr. Haugh 
Mr. Dorsett 
nual report. 

J. Carroll 
oi the Insurance 
and Russell I. Brown, president of the 
Insurance Institute for Highway Safety, 
were introduced and also spoke briefly. 


president of 
Co. and The 


vice 
Insurance 


an address and 
\ssociation’s an- 


delivered 
gave the 


general 
Information 


Bateman, manager 


Institute, 


Haugh Urges Measures to Halt Inflation 


In his presidential address Mr. Haugh 
urged the insurance industry to take 
measures which would help halt the in- 


flation trend in the United States. “No 
single group can win this fight alone,” 
he said, “but by pulling together, by 


uniting our efforts, inflation can be over- 
come and healthy economic growth can 
be assured for our expanding popula- 
tion. 

“For this reason, many organizations, 
representing both business and_ labor, 
have joined together in the Council for 
Economic Growth and Security,” Mr. 
Haugh continued. “Such associations as 
American Bankers, American Bar, Na- 
tional Retail Merchants, Magazine Pub- 
lishers and Transportation Association 
of America are represented on its board 
ot directors, along with such insurance 
organizations as the National Board, In- 
stitute of Life Insurance and this Asso- 
ciation. I firmly believe that the Council 
for Economic Growth and_ Security 
merits our support.” 

Mr. Haugh said another problem 
ing the industry concerns fire and 
ualty rating laws and regulations. He 
declared that many developments and 
changes have taken place since the en- 
actment of the McCarran Act in 1945 
and since the subsequent Commissioners’ 
\ll-Industry legislation. 

“The drafters of the rate regulatory 
laws did not contemplate, and very likely 
could not have contemplated, the super- 
vening developments and changes,” he 
added. 


fac- 
cas- 


“For example, we doubt whether 


anyone could have foreseen the develop-| 
ment and rap‘'d growth of all kinds « 
multiple peril policies. This alone ha 
created a host of problems. Nor do w 
think it likely that anyone could hay 
foreseen the tremendous growth of 
competition which has taken 
some principal lines. 

“At the moment, 


place it 


much time is_ being 











Hear Carlino at Luncheon 


The joint luncheon Tuesday, given i 
connection with the annual meetings oj 
NBCU and Association of C. & S, Com- 
panies at the Waldorf-Astoria, New} 
York, brought together top-flight execu- 
tives of, many fire-casualty stock com- 
panies. As luncheon chairman Charles 
J. Haugh, vice president, The Travelers, 
and Association president (re-elect) was 
in his best form. Graciously he gave 
recognition to National Bureau’s 5th 
anniversary, observing that the hotel had 
thoughtfully provided gold tablecloths 
and napkins for the occasion. 


Joseph F, Carlino, Speaker of the As- 
sembly in the New York Legislature, 
welcomed guest, spoke briefly. He paid 
tribute to Richard C. Wagner, the Asso- 
ciation’s assistant general manager, “for 


the outstanding job which he alway: 
does at the state capital.” Mr. Carlin 
said the New York administration is 


deeply mindful of the importance of the 
insurance industry of the state and “we 
do our utmost to improve the climate an 
service of your companies.” He pointed 
with pride to highway traffic safety bills 
passed at the 1960 session, and said that 
the legislature would work closely wit! 
ae Bor and the New York Department 
in solving the auto assigned risk prob- 
lem. 


Among other luncheon guests were 
State Senator Samuel Greenberg, As 
semblyman Russo, Deputy Insurance 
Superintendents Canter, Alford and 
Campbell; also Henry A, Cohen, director 
of bureau of contracts in New York 
State’s Department of Public Works at 
Albany. 








spent in considering what needs to be 
done regarding rating laws. We have 
been cooperating with other associations, 
and recently presented a statement to 4 
subcommittee of NAIC, headed by In- 
surance Director Joseph S. Gerber of 
lilinois, in which we reported on the 
current status of our studies. We fer- 
vently hope to reach some sound deci- 
sions before the end of 196 l 
Mr. Haugh spoke appreciatively of two 
important new services put in operation 
during the past year: the Insurance In- 
formation Institute and Insurance lr 
stitute for Highway Safety. He extended 
welcome to their respective general man 
agers—J. Carroll Bateman and Russel! 
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Brokers Counter With Own a 
At New York Auto ARP Hearing 


New Light Shed on Alleged Discriminatory Practices; Brokers’ 
Insurance Company Suggested; Deputy Sup’t Alford 
Concerned Over FSI Problem 


By Swwney S. WHIPPLE 


The reoccurring charge of racial pre- 
judice in the auto insurance industry 
was given a new twist last week at the 
second and final session of the New 
York Insurance Department’s assigned 
risk hearings, by Roy Eidman, New 
York broker and agent. 

The audience had heard Ernest FE. 
Johnson, representing the United In- 
surance Brokers Association, reveal that 
the State Commission Against Descrim- 
ination had been asked to investigate 
alleged racial discrimination by casual- 
ty companies writing auto liability in 
New York. Later, Assemblyman Alfred 
D. Lerner of the 1th dstrict, Kings 
County, demanded that both the State 
Attorney General and the New York 
Insurance Department also investigate 
these practices. Then Mr. Eidman took 
the stand. 

| don't find racial prejudice in com- 
oT * he said. “I agree that occasion- 
ally you meet one or two men in the 
line of business who might hold bigoted 
opinions, but I know of no company 
with a policy of racial prejudice in writ- 
ing auto risks,” He continued: 

“Rather, it is prejudice against con- 
gested areas of the city. Companies are 
prejudiced against rich people too, in 
so-called target areas such as Tudor 
City and the east 60s, but it is not racial 
prejudice. It is society itself that has 
caused this congestion problem.” 

In Mr. Eidman’s opinion the assigned 
risk plan should not be automatic for 
drivers in congested areas, young or old 
drivers, or those in the plan because of 
outdated conditions. “Instead,” ‘he 
stated, “it should cover the accident 
prone, the traffic law violator and new 
drivers.” 

‘We're Not Writing In That Area’ 
Earlier Mr. Johnson, who also testified 


on behalf of the Emergency Survival 
Fund and the Independent Insurance 
Brokers of Bedford-Stuyvesant in 


Brooklyn, in answer to a question from 
Deputy Superintendent Newell G. Alford, 
the hearing officer, said: “Where you 
live is a stopper. Most of the time you 
don’t get beyond that point. You are 
told, ‘We’re not writing in that area.’” 

Mr. Johnson voiced a similar belief 
held by some witnesses at the first hear- 
ing that the unwillingness of companies 
to write auto insurance for Negroes and 
Puerto Ricans forces them into the as- 
signed risk plan against their will in 
order to comply with the compulsory in- 
surance laws. 

He told the assembly that the three 
groups he represented oppose a proposal 
by the plan’s governing committee to 
surchange each “clean risk” 10%. Fur- 
thermore he is against a proposal to re- 
quire payment of the full premium with 
the application to the plan. 

Pointing out that the full payment pro- 
posal would make it much more difficult 
for mz irginal-income people to purchase 
auto insurance, Mr. Johnson recom- 
mended that the Superintendent: “Ask 
the subscribers to the plan to either 
make their policies conform for coverage 
in every detail on the basis of dollars 
spent, or else refund to the assigned 
risk insureds a portion of their premium 
dollars commensurate with the coverage 
deni ied.” 

A member of the New York Assem- 
ly’s Committee on Insurance, Assem- 
blyman Lerner concurred with Mr. 
Ohnson on the issue of prejudice to 
Negroes and Puerto Ricans. “The plan 
was not intended,” he remarked, “to be 
a catchall for age delinquents, people 
charged with minor mishaps, residents 


ot certain areas or victims of racial pre- 
judice.” 

In asking for an investigation by the 
Attorney General and Insurance Super- 
intendent, he stressed a probe into “the 
propriety and honesty of certain adver- 
tisements sponsored by various com- 
panies offering bargain rates, making 
catchy, extravagant promises, and tak- 
ing great liberty with the truth in con- 
cealing the fact that most drivers simply 
will not be covered.” 

Charging that these same companies 
are most guilty of wholesale cancella- 
tion of policies without cause, the Queens 
Assemblyman predicted that “the in- 
dustry will come under close legislative 


control” unless such cancellations with 
failure to renew without cause and at- 
tempts to cut producers’ commissions, 


are halted voluntarily. 
Karlin Suggests Certificate for Insureds 


William Karlin, vice president of Em- 
pire Mutual Insurance Co., first speaker 
of the morning, was also first to offer 
several proposals concerning the plan. 
He recommended that at the expiration 
oi three years of assigned risk coverage, 
the carrier be required to furnish the in- 
sured with a certificate showing his loss 
experience and pertinent underwriting 
data. “This will facilitate the acceptance 
by other carriers of the insured who do 
not belong in the assigned risk plan,” he 
pointed out. 

As Mr. Karlin was being questioned 
by Deputy Superintendent Alford on 
the details of his proposal, Henry H. 
Abrams, who represented the Brokers 
Associations’ Joint Council of New 
York at the first hearing, suddenly arose 
and requested Mr. Alford to ask what 
Empire Mutual’s loss experience on as- 
signed risk business was. 

Mr. Karlin answered that his company 
had a “pure loss ratio” in the last three 
years of approximé itely 85%. Mr. Abrams 
sat down again amid excited whisperings 
of brokers and agents in attendance. 
Later that afternoon, as Edward Cirlin, 
president of the Kings County Insurance 
Brokers Association, Inc. was called to 
the stand, a poster proclaiming Empire 
Mutual’s assigned risk loss experience 
mysteriously appeared among the NBCU 
charts and graphs on display in front of 
the rostrum. When Mr. Alford was un- 
able to discern its origin, he ordered it 
removed. 


Advocates Brokers’ Insurance Company 


Another suggestion listened to with 
interest was the possible formation of a 
brokers’ insurance company. Walter 
Reno Watson, Jr., insurance consultant 
from Staten Island, who made this pro- 
posal, also advocated centralized opera- 
tions to handle all applications and a 
compulsory driver education course in 
ali New York secondary schools. 

Critical of casualty company proced- 
ures, Mr. Watson called the assigned 
risk proposals “confusion compounded.” 
He went on to question company interest 
in accident-free communities. “With few- 
e1 accidents, rates are lowered, the pre- 
miums are less and profits are reduced. 
It’s easy to understand their rate in- 
creases,” he commented. 

Addressing himself primarily to pro- 
ducers, he concluded: “Your failure to 
unionize has made you whipping boys. 
You and your customers are making 
statistics, others are using them aganist 
you.” 

Two key complaints which continually 
cropped up in testimony were (1) The 
long delay in receiving FSI forms upon 





transfer of coverage and (2) the pro- 
posed 10% surcharge on clean risks. 
After questioning several producers on 
the FSI problem, Mr. Alford warned 
that companies might be viol: iting the 
conditions on their licenses if it is found 
they are delaying the sending of FSI 
forms without good reason. “This prob- 
lem can’t be tolerated,” he said. “The 
situation should be reviewed very care- 
fully.” 
Agents Assail Surcharge 


Among those in opposition to the pro- 
posed surcharge was Gay W. Milbrandt, 
president of the New York State Mutua! 
Agents Association. While his group 
would accept minor changes in the plan, 
and proposed surcharges on drivers with 
a record if statistically supported, he 
opined that a 10% surcharge on clean 
risks would provoke inequities and bring 
complaints from members of the plan 
who were in it because of youth, age or 
a new license. 

Mr. Milbrandt maintained that figures 
showing c'ean risks as having a higher 
percentage of losses are meaningless in 
individual cases. What is vital, he 
stressed, is to find out what small per- 
centage is responsible for the majority 
oi losses. He concluded his testimony 
with an endorsement of the credit sup- 
plement plan “if there is no change in 
the present commission scale and it in- 
cludes over-age drivers.” 


Supporting the surcharge svstem of 
violations in theory, John W. Brady, 
Fiushing, N. Y. producer, asserted that 
in actuality it was “unfair to the safe 
driver.” He is of the opinion that if 
passed, it will force higher rates from 


pian members. Further along, he de- 
ciared: “Accidents would not necessarily 
be reduced if drivers with clean records 
were rewarded with lower rates. Per- 
sons at first should pay low rates, then 
have them increased if violations occur. 
Why should we pat safe drivers on the 
back?” he asked. “It’s their duty!” 

Jack Eskow, a broker representing the 
Bronx Brokers’ Survival Committee, in 
stating his vigorous opposition to the 
elimination of Section 21, charged that 
“to alleviate losses, companies are pun- 
ishing producers. 

“Ts there a relation between brokers 
and losses?” he continued. “Is that what 
the companies mean? Producers don’t 
cause losses or control settlements, they 
iust report them.” Mr. Eskow foresees 
“an obvious trend” not only to eliminate 
the present “insufficient” 10% commis- 
sion, but to force producers to turn to- 
ward the assigned risk market in absence 
of other markets. 


Clears Up Misleading Picture 

Although not on the Department’s 
agenda, Benjamin Wermiel, another 
New York broker, told Deputy Superin- 
tendent Alford, he wanted to testify “to 
clear up a misleading picture. Unlike 
others who have testified today,” he said, 
“T do not charge service fees for as- 
signed risks and I think the majority of 
producers here are in the same _ boat.” 
Mr, Wermiel was applauded enthusias- 
tically. 

He said further that one way to de- 
populate the assigned risk plan would 
be to open up the automobile market. 
“Companies won’t open accounts in cer- 
tain areas,” he complained. “Every day 
I am besieged by people looking for 
brokers, trying to get their insurance 
placed.” 

A similar complaint against tight auto 
insurance practices was lodged by Mur- 
ray Kleinrock, corresponding secretary, 
the Bronx-Westchester Insurance Brok- 
ers Association. Mr. Kleinrock brought 
out that brokers would certainly prefer 
to place their business through regular 
channels than use the assigned risk plan. 
Nevertheless: 

“The underwriting practices and re- 
quirements of even the new companies in 
the field, and the percentage of volume 
acceptable to these new companies, could 
not take the sting out of the unavailabil- 
ity of markets.” 

Instead of voluntarily writing Class 2C 
risks as double credit in the assigned 
risk plan, he suggested that “an insur- 
ance company receive 150% credit on 
the basic premium for accepting any pol- 


NEW AVIATION DEPT. FORMED 


Agency Managers Limited of N. Y. 
Organizes Department for Aviation 
Insurance Direct Writing 


\ department for the direct writing of 
aviation insurance behalf of various 
insurance companies has just been organ- 
ized by Agency Limited of 
New York, Ben D. Cooke, president of 
the company announced. In addition to 
writing direct business—only 


in 


Managers 


through 
agents and brokers—it is also proposing 
to write aviation reinsurance. 

With the 
the 


continued steady growth of 


aviation this 
should of 


and 


industry, facility 


all 


class 


new 


be particular interest 


to 


brokers agents handling this 


Mr. Cooke said. 

Companies who have appointed Agency 
Managers as their aviation underwriters 
and managers are Northern Assurance 
Company Ltd. Citizens Casualty of 
New York, Consolidated Mutual and 
Cosmopolitan Mutual. 

Established in 1952, 
is associated with B. D. Cooke & Part- 
ners Limited, underwriters in London, 
who manage the C.F. & AU. and the 
U.M.A. groups of insurance companies 
in England. The London organization 
has for many years been underwriting 
aviation business on a world-wide basis 
with excellent underwriting results. 

Agency Managers Limited are cas- 
ualty reinsurance managers for The 
Northern Assurance Co. Ltd., Citizens 
Casualty, American Home Assurance Co., 
The Constitution Insurance Corp. of 
New York, Skandinavia Insurance Co.. 
Ltd. and Unity Fire & General. 


of business, 


Agency Managers 





icyholder from the plan.” He pointed 
out that it would provide an incentive 
for companies to write these risks volun- 
tarily. 

Mr. Kleinrock reported that his or- 
ganization was opposed to the proposed 
10% surcharge on clean risks, the 100% 
down payment provision and any reduc- 
tion of producers’ commissions. He also 
cautioned that the proposed demerit sys- 
tem might tend to increase the plan in- 
stead of depopulating it “by making the 
plan seem of a more profitable nature 
to the insurance companies.” 


Others Who Testified 
Others who testified included: F. Louis 


Garcia, Liberal Party’s committee on 
automobile traffic and safety; George P. 
Saladino, president, Long Island Insur- 
ance Brokers Association and secretary 
of the Queens County Insurance Agents 
Association ; Abbott A. Gervis, vice 
president of National Council of Sales- 
men’s Organizations; Samson Merriam, 
attorney representing the Lafayette Na- 
tional Bank of Brooklyn, and Mr. Cir- 


lin. 
Mr. Garcia asserted that insurance 
companies “stagmatize certain people 


and brand them inferior.” Mr. Saladino 
felt the present 10% commission on as- 
signed risks is well-earned and said if the 
proposed point system is adopted the 
surcharge and any possible traffic fine 
amounts to “double jeopardy for the 
driver.” 

Mr. Gervis emphasized that his sales- 
men use their automobiles for business 
not for pleasure and thus his organiza- 
tion is opposed to any rate increases. 
Mr. Merriam, who was recalled from the 
previous session to present more detailed 
evidence on the effects of the proposed 
100% down payment, stated that if 
adopted, premium organizations would 
not be able to finance assigned risks. 

Finally, Mr. Cirlin declared after de- 
tailed questioning by the ‘Deputy Super- 
intendent, that he believed there was no 
underwriting in auto insurance and that 
he was entitled to charge a service fee 
for assigned risks. Asked if he knew 
how many brokers also charged service 
fees, he replied: “I imagine most do.’ 
Mr. Cirlin’s answer which evoked cries 
of protest from the floor, later prompted 
Mr. Wermiel to take the stand to clear 
up what he said was “a misleading pic- 
ture.” 
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Brown—and asked Association members 
to “give them your wholehearted sup- 
port so that they will be able to accom- 
plish all that we expect.” 

Dorsett Highspots 1959 Progress 

J. Dewey Dorsett in his report said 
the past year was a period of transition 
in which continued progress and leader- 
ship were displayed by the organization. 
He noted that changeover of programs, 
records, facilities and all members of the 
accident prevention department staff as- 
signed to traffic accident problems to the 
new Highway Safety Institute had been 
made with minium of disturbance. “The 
organization is off the ground and will 
dc a good job,” he said. 

Similarly, all public relations of the 
Association have now been transferred 
to the LIM. and Mr. Dorsett promised 
that, as a result, “we can look forward 
to an intensified, even more worthwhile 
F.R. program in the months and years 
ahead.” 

He then reported accomplishments of 
the accident prevention department in 
the industrial safety field and cited 
achievements of the association’s claims, 
law and research departments. In the 
area of claims, he pointed with pride to 
the Independent Appraisal plan, saying: 
“Almost 600,000 cars and trucks were 
appraised, a record number. Repair esti- 
mates were reduced an average of well 
over 20% with the result that potential 
savings in such costs reached $33,000,000, 
an all-time high.” 

Another record was set in the area 
of arbitration. Mr. Dorsett reported: 
“More than 24,000 cases were concluded 
under the Inter-Company Arbitration 
program, representing total claims of al- 
most $8,000,000. ‘Some 750 claim repre- 
sentatives served on the 97 arbitration 
committees handling these cases. 

“An outgrowth of this program is the 
International Reciprocal Arbitration 
Agreement which brings into arbitration 
those cases arising from claims between 
United States and Canadian citizens. The 
new agreement has been approved by 
the respective associations interested in 
arbitration. With inauguration of this 
program arbitration facilities will be 
arbitration. With inauguration of this 
Mexican border of the U. S. A. to the 
northern-most ‘parts’ of Canada. 

“Other arbitration programs include: 
the special arbitration agreement which 
deals with inter-company disputes over 
third party cases and the fire-casualty 
arbitration agreement which handles dis- 
agreements arising from overlapping 
coverages.” 

Claims Bureau Activity 

Speaking of Claims Bureau activity, 
Mr. Dorsett said it investigated over 
1,300 persons during the year including 
29 attorneys, nine of whom were dis- 
barred. Some 15 bar associations re- 
quested the staff’s cooperation in collec- 
ting information regarding unethical 
practices by attorneys, among them the 
Judicial Inquiry in Brooklyn and co- 
ordinating committee on discipline in 
New York and Bronx counties. 

Referring to the Law Department’s 
bulletin service on “Current Court De- 
cisions inaugurated in 1959, Mr. Dorsett 
said member companies in their enthusi- 
astic response to it requested 800 copies 
after the first publication. With the de- 
mand increasing, “we plan to expand 
this publication,” he said. 

Legislation 

In the field of legislation Mr. Dorsett 
mentioned in particular, New York en- 
actment of the Barrett-Russo commis- 
sion bill “on a trial basis”; introduction 
ot compulsory auto bills in six states 
and Puerto Rico, two of which have 
been defeated thus far, and repeal of the 
Virgin Island’s compulsory law. As to 
assigned risk plans, he said the national 
industry committee on such plans “has 
been reorganized and enlarged and is 
giving intense study to this problem.” 

Before closing he noted that after 
holding extensive hearings, “the Joint 
Committee on Atomic Energy did not 


F. G. Boyce, Bank Chairman, 
U.S.F. & G. Director, Dead 


Fred G. Boyce, Jr., chairman of the 
Mercantile-Safe Deposit & Trust Co.,, 
Baltimore, died April 25. He was 82. 

A member of a prominent banking 
family, Mr. Boyce was also a director of 
United States Fidelity & Guranty. He 
served that company’s executive commit- 
tee and was chairman of its finance com- 
mittee. He was also on the board of 
United States Fidelity & Guaranty Life. 

Mr. Boyce is survived by his wife, a 
daughter, a son and eight grandchildren. 





recommend Federal action with respect 
to compensation for radiation injuries. 
Advocates of Broadened Federal activity 
in this field had urged such action. 
Further, action by the states was sug- 
gested and we are continuing our inter- 
est in this area. However, increased 
threat of Federal encroachment of the 
field of compensation is presented by 
current proposals to broaden the appli- 
cation of disability benefits of the Social 
Security Act. These, under current pro- 
posals for which there is strong sup- 
port, would duplicate payment in cases 
covered by state workmen’s compensa- 
tion laws. Effort is being made to elimi- 
nate such duplication.” 
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Late F. V. Carlough, Sr. on 


Board of L. & L. Indemnity 
Frank V. Carlough, Sr 
cently at 81 after a 50-year 
a Newark, N. J. agency, was a 
highly respected member of the London 


, who died re- 
career as 
head of 


& Lancashire Indemnity’s board of di- 
rector for many years. His agency, in 
fact, has represented L. & L. Group 
companies for over 45 years. 

After relinquishing presidency of the 
agency in 1958 to his son, Frank Jr., Mr. 


Carlough served as its vice president- 
treasurer. He was active up to two days 
before he died. In Maplewood, N. 
where he lived, he was one of the oldest 
members of the local country club. 











winners. 


$100 to $1,000. 








Short term trip accident policies are great little friend- 
Our agents write hundreds of thousands of 
TRIPMASTER policies every year — and collect commis- 
sions on every one. But that's only part of it. 


Every buyer of an accident and baggage policy needs 
other kinds of insurance coverages too. Can you think of 
a better way of latching on to a never-ending parade 
of prospects — for property insurance — liability — 
disability income — major medical or hospital? 


If your agency has no short-term trip accident program, 
why not write for information about TRI PMASTER 


(and other leading Acco health insurance programs). 


TRIPMASTER policies are issued’ for any period from one 
day to six months. Protection is world wide. Accidental 
Death and Dismemberment limits are $5,000 to $50,000. 
Accident Medical Expense limits $500 to $5,000. Baggage 
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18 Past Presidents of N. J. ' 
Casualty Assn. Honored! 


Eighteen past presidents of the Casual-[ 
ty Underwriters Association of Ney 


Jersey were honored May 9 at a lunch.) 


 Speakir 


ba 


eon in Orange, N. J. 
Nelson, who is 


President Andrey 
resident vice presiden 


of American Casualty at East Orange Pe 
conducted the meeting and presented the} 


l:onored guests with a token of the occa- 
sion, 

Joseph F. Comerford, resident vice 
president, Maryland Casualty at Newark 
spoke in behalf of the past presidents. 

On the arrangements committee were 
John B. Rooney, secretary, Loyalty 
Group Companies at Newark; George A 
Paul, casualty manager of Fireman’ 
Fund, and B. R. Schneider, regional man- 
ager of Royal-Globe Insurance Group at 
East Orange. 

The past presidents honored were: 
Howard D. Meyer, Royal-Globe Insur. 
ance Group; Herbert N. Hutchinson, 
American Surety; Mr. Comerford; James 
C. Eastmead, Hartford Accident & In- 
demnity; John H. Nolan, Aetna Casualty 
& Surety; Thomas E. Maddams, Glens 
Falls; John W. Young, Safeguard. 

Also John B. Rooney; Percy Rogers, 
United States F. & G.; Ralph W. Hawk- 
ins, New Amsterdam Casualty; Thomas 
J. Debold, Glens Falls; George A. Paul; 
Raymond W. Clarke, American Insur- 
ance Group; Paul S. Parris, Fidelity & 
Deposit; John T. Kelly, Ohio Casualty; 
Clinton L. Templeman, Royal-Globe In- 
surance Group (Ohio); Ernest E. Ehlers, 
The Travelers, and William Sadler, Cen- 
tury Indemnity (California). 





Premo in Hospital 
Alfred N. Premo, Connecticut 
ance Commissioner, is in St. Francis 
Hospital, Hartford, where he will be a 
patient for some time. He was taken ill 
May 4 while lunching at a downtown 
Hartford restaurant. Mr. Premo has 
necessarily cancelled his plans to attend 
NAIC’s annual meeting in San Fran- 
cisco next month. 


J. J. Callahan Promoted 


Insur- 





At the recent annual meeting of 
United States Casualty’s board of 
trustees John J. Callahan was appointed 


an assistant secretary. With the com- 
pany since 1948, Mr. Callahan was pro- 
moted to manager of the home office 
compensation and liability department 
in 1955, 





DIANA C. DAVIS TO GRADUATE 
Diana Cullom Davis, daughter of Shel- 
by Cullom Davis, well known insurance 
stock specialist in New York, will be 
graduated June 6 from Wheaton College, 
Norton, Mass., with honors. An English 
major, Miss Davis is on the Dean’s list. 
She plans a trip abroad this summer. 


Big Bill 


(Continued from Page 25) 





moon and an orbiting astronomical and 
radio astronomy observatory; 1964—Un- 
manned lunar circumnavigation and re- 
turn to earth, unmanned reconnaissance 
of Venus or Mars. First launching of 4 
three-stage Saturn rocket, the largest 
space transportation system now in ac- 
tive development. 

“1065 thru 1967—Initial phases of the 
program leading to manned circumlunat 
flight and establishment of a permanent 
space station. Beyond 1970 — manned 
flight to the moon.” 


May 13, 
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Ins. Company President “Is Lonesomest 


Man in World,” Lang Tells AMIA, 


“The company president is the ‘lone- 
somest? man in the world. Of all the 
people in an organization, only the presi- 
dent cannot send his problems ‘up the 
line’ or turn for help to a senior.” This 
observation was made by Dr. Frank 
Lang, president of Frank Lang and As- 


§ sociates, Inc., New York City and Chi- 
| cago, q 
} opening remarks at the annual meeting 


management consultants, in his 
May 9-11 of the American ‘Mutual In- 
surance Alliance at Edgewater Beach 
Hotel, Chicago. 

Speaking before an audience consist- 
ing primarily of presidents of mutual 


| jnsurance companies, Dr. Lang discussed 
' the subject 
' Seen From the President’s Desk.” 
' stressed that “the most important task 
\ facing the president of an insurance com- 
» pany in today’s fast changing insurance 


of “Operating Trends As 
He 


world is gaining insight into, and plan- 
ning for the future. This, of course, re- 
quires a thorough and continuous evalu- 
ation of trends in all phases of opera- 
tions.” 

Dr. Lang observed that . radical 
changes in organizational and manage- 
ment outlook have become mandatory. 
We must run faster to stand still. It is 
the responsibility of management to 
adapt with alacrity to these changing 
conditions.” 

He then reviewed the more significant 
current trends in the areas of organiza- 
tion and management philosophy, mar- 
keting, underwriting, claims administra- 
tion, and management controls as ob- 
served by his firm in its wide experience 
in working with insurance company 
clients. 


“ 


Broader, More Coordinated Operation 


In evaluating the current trends in or- 
ganization, Dr. Lang emphasized the 
“definite trend toward making company 
objectives and policies all encompassing, 
or company-wide, in scope, rather than 
departmental.” This has caused change 
it organizational structure from the tra- 
ditional “compartmentalization” of func- 
tions to a broader more coordinated op- 
eration. 

“While each company will undoubtedly 
have its individual organizational prob- 
lem,” the speaker noted that certain 
fundamental concepts are generally ap- 
plicable to the insurance business. He 
stressed the following: “(1) The or- 
ganization structure should be designed 
for business performance and growth as 
opposed to certain academic patterns. 
(2) The organization plan should con- 
tain the least possible number of man- 
agement levels. (3) The structure should 
be designed to simplify identification and 
development of tomorrow’s management. 
(4) There should be a clear delineation 
of line and staff functions for an under- 
Standing of relationships between the 
two, (5) It is essential that unity of 
command be maintained.” 

In pointing to significant trends in the 
marketing function, Dr. Lang stressed: 
‘Insurance distribution is no longer 
kmited to the selling function. It has 
evolved to the much broader concepts of 
total marketing. . . . To better coordi- 
nate companywide production efforts, a 
single, broad, marketing department un- 
der control of one officer is becoming 
popular, 

_ Merit rating plans and packaged pol- 
ices, usually sold at deviated rates and 
with reduced agency commissions, are 
tending to equalize both price to the 
Consumer and acquisition cost to the 
companies, as between mutual and stock, 
and exclusive and independent agency 
Mmsurers. With these changes and the 
Consequent elimination of cost differen- 
tals as a significant selling point, will 
not be service, financial stability, and, 
above all, skilled management that will 
determine the success or failure of com- 
Panies ? 

_ Agencies are concentrating business 
in the hands of a few of their insurers. 


As the older agency companies direct 
their competitive efforts against the ex- 
ciusive agency companies, I expect great 
acceleration of this trend.” 

Dr. Lang expressed hope that “agency 
companies will continue their efforts to 
streamline procedures. One of these 
efiorts is likely to be the increasing 
elimination of account currents, in favor 
of direct company billing.” 


Sees Merit Rating Popularity Growing 


In discussing underwriting trends, Dr. 
Lang emphasized: “The popularity of 
merit rating plans is growing regardless 
of their soundness or actuarial justifica- 
tion. This trend is bringing about rather 
pronounced changes in current and fu- 
ture underwriting practices. To properly 
rate this business, intensive personal un- 
derwriting is necessary. Many companies 
not subscribing to merit rating plans are 
developing other independently rated, 
special risk plans to meet competition. 
These also require individual underwrit- 
ing and close control of loss ratios. 

“There is an increasing tendency to 
gear underwriting activities to highly 
detailed statistical data. Finer classifica- 
tion and territorial breakdowns of under- 
writing experience are proving to be 
helpful in guiding the concentrations and 
withdrawals of certain highly successful 
independent automobile writers.” He 
further observed: 


Reinsurance Trends 


“There has been a tendency to sub- 
stitute automatic reinsurance facilities 
wherever possible for faculative place- 
ments. This trend has reduced to a con- 
siderable extent the individual under- 
writer’s responsibilities for the details 
of processing individual cessions. 

“There is a revolution going on in the 
approach to reinsurance which many 
companies, particularly fire companies, 
are not aware of. Contracts are being 
tailored to reduce the former mass of 
detail in reinsurance handling. While 
the individual underwriter is thus re- 
lieved of much unnecessary work, it is 
important to guard against this change 
resulting in relaxed underwriting vigi- 
lance.” 

Turning to claims administration, Dr. 
Lang said that one of the most signifi- 
cant and intelligent recent trends in in- 
surance management thinking has been 
the rise in the status of the claims de- 
partment. 


Claims Men Raised in Stature 


“Claims men in the office and in the 
field are becoming recognized as import- 
ant public relations representatives of 
their companies. Claims personnel 
are increasingly appreciated as the eyes 
and ears of the underwriting depart- 
ment. They are in a position to judge 

(Continued on Page 41 
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National Association of Mutual Insur- 
ance Agents, discussing “The Impact of 
Change on the Mutual Agent,” gave 
opinions on the future similar to Mr. 
Kemper’s. 

“It seems reasonable to assume,” Mr. 
Haskell said, “that the new ‘Congress 
will concern itself with the taxation of 
fire and casualty companies. I offer no 
opinion on the eventual outcome, but I 
do suggest that to protect their own in- 
terests and their services to  policy- 
holders the mutual companies must pre- 
serve the united front which has char- 
acterized them in all previous attacks 
on their tax status.” 

Mr. Keyser, who believes the mutual 
agent of the future and his companies 
“will hold their own with the captive 
companies,” forecasted: “The mutual 
agent won’t join captive companies ‘in 
a march to Munich.’ At the present we 
are confused, dispersed, and disorderly— 
a new policy’a day, a new rating plan a 
minute, hurrying to unburden ourselves 
to Congressional committees—but this 
will pass. We will gather our strength 
and contain our major competitors with- 
out surrendering totally to their prac- 
tices.” 

Kemper on Rate Deterioration 


Mr. Kemper, in his presidential ad- 
dress, first quoted statistics, then turned 
to.the rate deterioration problem. Direct 
premiums of the Alliance companies in 
1959 were just under $1,500,000,000, he re- 
ported, of which the casualty companies 
wrote just under $1 billion and the prop- 
erty companies, a little less than one- 
half billion dollars. With these figures 
for a background, he declared: 

“Now, let us look at the problems, The 
most important is obviously the rate 
deterioration we are experiencing. In 
automobile this has been going on for 
some time, but was highlighted when the 
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bureau stock companies decided to meet 
the competition of the captive agent 
companies, and our mutual companies 
too, by filing so-called merit rating p‘ans, 
first in ‘California then in a number of 
other states. 

“Before the introduction of these new 
plans the only vestige of previous efforts 
remaining, that I can recall, is New 
York’s preferred risk rating plan. This 
is a surcharge plan which, on the ac- 
tuarial drafting board, was supposed to 
produce a penalty of a minimum of 10% 
of all risks. Right now about 344% are 
paying a surcharge. 

“What happened to the others? One 
way or another, they have avoided the 
intended penalty for their poor driving. 
This is exactly what happens to the 
honest enforcement of traffic laws. We 
have enough traffic laws if efficiently 
administered which would reduce the 
accident frequency throughout the coun- 
try at least 50%.” 

Mr. Kemper emphasized that the next 
serious problem is the new homeowners’ 
policies and rates. He believes that they 
are “obviously designed to take all the 
profit out of this class, if not to develop 
a severe underwriting loss, in an en- 
deavor to meet the threat of the captive 
agent companies now entering this field.” 
He also mentioned a threat to Alliance 
members who have been in the field for 
some time and write a substantial vol- 
ume, 

A salient point made by the speaker 
was that this coverage and rate deterior- 
ation has extended into the liability field 
and many other lines. He fears they will 
do so for years to come. 

“Now added to this general picture of 
deterioration,” he cautioned, “ comes an 
increasing realization on the part of 
state officials and politicians that they 
are in a position to bring pressure to 
bear on the Insurance Departments of 
their respective states to keep rates 
down or reduce them, due to the public 
appeal of such action. 

“Pyramiding on this unsatisfactory 
situation comes the realization of the 
Federal Congress that they might have 
a lot to say about how well state regu- 
lation of insurance is working under 
Public Law 15 and just what Congress 
should do about it.” 


Tribute to Gerber 


Mr. Gerber received a well deserved 
tribute from President Kemper who said 
in his address: “We are fortunate to 
have a fine Insurance Director in Illinois. 
Unlike a lot of insurance commissioners, 
I think he agrees with me that they have 
two jobs: To do everything within their 
power to keep insurance companies sol- 
vent, and to protect the insurance pub- 
lic from the insurance companies. May- 
be I should say protect the insurance 
companies from the public and vice- 
versa.” 

Turning next to companies themselves, 
Mr. Kemper stressed the virility of 
smaller and medium size companies and 
pointed out that they develop a char- 
acter, personality and a loyalty on the 
part of their staff, “their salesmen and 
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American F.&C, Plans 
Diversified Business 


’°39 NET INCOME WAS $3,525,972 





Richmond Company Replacing Long 
Haul Truck and Bus Business 
After “Difficult” Period 





American Fidelity & Casualty of Rich- 
mond’s President, T. Coleman Andrews, 
recently told stockholders the company 
is optimistic about the possibilities of di- 
versifying its business “on a reasonably 
profitable basis” to replace the long- 
hall truck and bus insurance that was 
once the mainstay of the company. 

Plans have also been completed to 
properly balance the volume between the 
casualty company and American Fidelity 
Fire, a subsidiary, Mr. Andrews stated. 

“The running off of business from 
which we have been withdrawing is pro- 
ceeding according to plan,” he declared. 
“We have begun receiving and consider- 
ing proposals for new business to re- 
place as much of the diminishing busi- 
ness as our capital and surplus will per- 
mit 

“We don’t think this can or should 
be done overnight,” he added, “but we 
feel we should continue to move slowly 
even if we run below our capacity for a 
while.” 

Net Income Markedly Improves 

The companies reported conso-idated 
net income for 1959 of $3,525,972, com- 
pared with a net loss of $1,615,268 for 
1958. 

The casualty company reported net in- 
come of $2,545,272 last year compared 
with a 1958 loss of $1,943,711. Net pre- 
mium income last year was $29,719,789 
against $30,738,631 in 1958. 

Gain from operations in 1959 totaled 
$345,7 755 and to this was added $2,216,366 
in net gain from sale of investments. In 
1958 there was a loss from operations 
of $1,994,574 and a gain of $28,850 from 
sale of investments. 

The fire company reported $1,033,182 
net income last year against $380,926 in 
1958. Net premium income rose to $8,- 
508,851 in 1959 from $7,336,753 in the 
preceding year. 

Although 1959 was “a most difficult 
period,” Mr. Andrews said in his annual 
report, most serious problems were 
brought to a head. The report continued 
that A.F. & C. had over-concentrated 
on bus and truck casualty insurance, had 
little insurance other than fire to 
cushion any loss and had become de- 
pendent on one agency (Markel Service, 
Inc.) for production, unde rwriting, claims 
management and engineering service to 
such an extent that the company and 
the agency became almost one. 

Claims and the cost of settlement 
soared in cost, the reserve for conting- 
encies was increased by insurance au- 
thorities and there was no market for 
additional capital, Mr. Andrews ex- 
plained. 

As a result, Markel Service Inc. was 
released from its obligation to write in- 
surance exclusively for A.F. & C. and 
began placing insurance with Allstate, 
a subsidiary of Sears, Roebuck & Co. 

AF. & C. withdrew almost entirely 
from long-haul truck business and from 
the writing of new workmen’s compen- 
sation. “Arrangements iooking toward 
early withdrawal from the writing of 
cargo and bus coverages is nearing com- 
pletion,” the report concluded, 


James Named Asst. Counsel of 
Aetna C.&S., Standard Fire 


Appointment of William E. James as 
assistant counsel of Aetna Casualty & 
Surety and Standard Fire is announced. 

Mr. James was graduated from Rut- 
gers College, received his M.A. degree 
at Harvard University and his LL.B, at 
Rutgers Law School. He was engaged 
in private practice for a number of years 
before joining the Aetna organization 
in 1949, and has since been with the 
companies’ Newark, N. J., office. 


The Travelers Sending Out 
1960 Election Handbook 


A 32-page booklet called “National 
Convention and Election Handbook,” 
published by the National Research Bu- 
reau, Inc., Chicago, is now being sent 
out by the thousands of copies by The 
Travelers Insurance Companies. It high- 
spots the two conventions (Republican 
and Democratic) to be held this summer 
by the major political parties, how the 
delegates are selected, their apportion- 
ment, and then presents “career data” 
and pictures of the principal contenders 
for the office of President of the United 
States. 

A by-line article in this booklet, “How 
the President Influences the Convention” 
is contributed by ‘Merriman Smith, UPI 
White House reporter. Another by- line 
article, “My ‘Most Thrilling Convention,’ 
is by Lyle C. Wilson, UPI vice presi- 
dent and Washington manager. The ex- 
tent of the radio and TV coverage of the 
1960 conventions is also indicated. It will 
be sizable. Finally, eight “Command- 
ments for Voters” are recommended. 





H. C. Bertram Succeeds 


° . 
Montgomery in Indemnity Co. 
Henry C. Bertram, assistant secretary, 
Indemnity Company of North America, 
has assumed responsibility for the burg- 
lary—glass department on retirement of 
Horace B. Montgomery, burglary sec- 
retary, after 39 years of service. 

Mr. Bertram has been with INA for 
35 years, starting as a special agent. 
In 1929 he joined Indemnity’s burglary 
department where he became superin- 
tendent and subsequently was named 
assistant secretary in 1953, He received 
his degree from the Wharton School of 
University of ‘Pennsylvania. 


—_ 
—<——— 


Zurich-American Signs for 8 Floors in 
New Chicago Bldg., Ready in Spring 


The Zurich-American Insurance Com- 
panies have signed the largest lease ever 
negotiated in Chicago—leasing eight of 
the 24 floors of one of the newest and 
most modern office building in the Mid- 
west—the $16 million LaSalle-Jackson 
building, now under construction in Chi- 
cago’s Loop. The Companies’ head office 
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and its Chicago branch will begin og. 
cupancy in July, 

“The dynamic growth of our compan. 
ies—the Zurich Insurance, American 
Guarantee & Liability and Zurich Life 
necessitated our move,” declared Nevilk 
Pilling, chief executive of the group 
Z-A now occupies several floors in two 





Assistant U. S. manager, W. W. Chalmers, (standing) and Robert M. McCor. 
mick, Jr, president of McCormick Willoughby Co., rental agents, watch U. S. Man- 
ager Neville Pilling, Zurich-American Insurance Companies, sign 30-year lease for 
eight floors of new LaSalle-Jackson Building being constructed in downtown Chicago, 
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Chicago loop buildings and has part oj 
its tabulating department in a_ suburb 

Zurich-American will lease one-third 
of the new building’s 500,000 square feet 
of usable space, and will initially occupy 
about 110,000 square feet. The balance 
of the leased space will be sublet until 
required. The leased space will run from 
the 13th through 20th floors. 


Features of New Building 


The new LaSalle-Jackson _ building, 
scheduled for completion in the spring oi 
1961, fronts 216 feet on Jackson Boule- 
vard and extends south 151 feet an Clark 
and LaSalle streets. Its exterior will b: 
constructed of a heat-absorbing  gray- 
glass curtain wall with anodized alumi- 
num mullions interspersed with white 
marble columns. It will be set back #} 
feet from the curb at street level. There 
will be a landscaped outdoor plaza sut- 
rounding a reflecting pool at the fron! 
of the building. 

The two-story main lobby of marble 
and stainless steel with bronze-covere 
columns will blend with the Venetiat 
terazzo floor. Automatic elevators, year- 
round air-conditioning, suspended acous- 
tical ceilings and recessed fluorescent 
lighting are details of the interior of the 
building. 

Presently located in the Field Building, 
135 South LaSalle Street, Chicago 
Zurich-American was one of its fits 
tenants and is now its largest. Pressing 
need for additional space designed for 
greater usability was cited as causing the 
move to Z-A’s new location. 





Allstate Promotes Kiernan 


Thomas Kiernan, has been promote! 
to prospect development manager of the 
Allstate Companies, after serving sinc 
September, 1959, as assistant advertising 
director. : 

Mr. Kiernan joined Allstate in 1% 
as advertising manager of the Pacilt 
Coast zone. A graduate of Buckne! 


University, he ‘served as advertising mal 
ager of Wedgewood division of Rhee! 
Manufacturing Co., Newark, Calif. bt 
fore joining Allstate. 
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Shubert Evaluates Major Problems 


In Accident & Sickness Insurance 


Three aspects of accident and sickness 
insurance discussed at the life counsel 
meeting in White Sulphur Springs this 
week by Roy G. Shubert, assistant coun- 
sel, Provident Mutual Life, were major 
medical coverage, insuring the aged and 
problems encountered on entering the 
field. 

Mr. Shubert said that today 43% of 
the population over 65 has some form of 
health insurance as against 26% as late 
as 1956, 

“This is indeed a sign of rapid growth, 
but such growth is essential to preserve 
the institution of private health insur- 
ance,” he said. “Practically all of the 
coverage enjoyed by this 43% of our 
older citizens is limited to hospital-sur- 


gical policies of the basic type. Among 
plans which provide coverage of this 
type beyond age 65 are Group plans, 
individually issued cancellable plans and 
individually guaranteed renewable plans. 


Renewable Features 


“Many of the latter type provide that 
coverage which was guaranteed renew- 
able up to age 65 becomes cancellable 
thereafter although the number of com- 
panies making such coverage guaranteed 
renewable for life is quite large. In this 
area it is quite important to distinguish 
between the termination of benefits and 
termination of coverage. For example, a 
reference to lifetime benefits means that 
if a covered individual becomes entitled 
to a benefit, such benefit will continue 
for the balance of such individual’s life 
(provided, of course, the disability or 
illness continues to exist.) On the other 
hand, a reference to lifetime coverage 
means that the policy can be kept in 
force during the insured’s lifetime.” 

On'y two companies today issue major 
medical insurance on a guaranteed re- 
newable basis which is renewable be- 
yond age 65, and neither company will 
isste coverage beyond age 55. 

“If the industry cannot find a way to 
meet this problem, then surely the gov- 
ernment will step in,” the speaker 
warned, “There has, however, been con- 
siderable progress in issuing first dol- 
lar hospital-surgical coverages beyond 
65. These policies are generally known 
as senior citizen policies. 

“Rates for non-can. coverage must be 
greater than for comparable commercial 
coverage. The differential is hard to 
establish, however, because the benefits 
in non-can, and commercial policies are 
not precisely parallel. Some competitive 
problems may arise because of an ap- 
parent rate difference.” 

Continuing Mr. Shubert said that a 
number of companies issuing non-can. 
policies lost heavily during the depres- 
sion. “It was our opinion that such 
losses were due to the combination of 
the issuance of contracts providing 
lifetime sickness benefits, inadequate 
Premiums and lack of sound underwrit- 
ing, with emphasis on the latter reason. 
Unduly large amounts of indemnity were 
issued and proper regard was not given 
to such underwriting factors as the 
amounts of indemnity and stability of the 
insured, moral hazard, etc. Heretofore, 
losses in our opinion resulted from un- 
realistically low premiums and _ inade- 
quate underwriting for the disability 
coverage. 

“Companies not yet in the A. & S. 

Siness can certainly help the cause of 


private health insurance by entering the 
field. The problems will be many and 
chal'enging, but they will not lack in- 
terest. When you enter this field I am 
sure that the specific help you seek from 
your sister companies will be graciously 
given to you as it was to us.” 


Major Insurance Catastrophe Illness 


Commenting on the problem of the 
catastrophic illness Mr, Shubert said: 
“Serious disabilities occur with sufficient 
frequency to alarm many people. There 
are 26 prolonged disabilities (lasting one 
month or longer) per 1, man-years. 
The average total cost of prolonged dis- 
ability absence for a person earning 
from $3,500 to $5,000 per year is $1,206 
or 30% of his yearly income. The 
chances of incurring a long term dis- 
ability at age 30 are 2.7 times the risk 
of dving; at age 40, 2.3 times; at age 50, 
1.8 times. The chances of a person be- 
tween 35 and 65 experiencing a long 
term disability are 33 out of 100. In 
addition the incidence of prolonged ill- 
ness increases with age. Persons aged 
55 to 64 experience three times as many 
prolonged illnesses as persons aged 25 
to 34; six times as many as persons aged 
14 to 24. From July, 1957 through June, 
1958, there were on the average 24 mil- 
lion impairments among civilian, non- 
institutional residents of the United 
States. Thus there is a real need for 
protection against the cost of unex- 
pected and prolonged disability. Such 
costs cannot be budgeted against by the 
average person, but they can wipe out 
his individual resources. The industry’s 
answer to this problem is major medical 
expense insurance.” 


These Policies Made Headway after 1950 


There were a few experiments with 
major medical coverage in the late 1940's 
but most of the development of indi- 
vidual policies of this type commenced 
in 1950. In general, this type of insur- 
ance provides benefits for practically 
all types of medical expenses in or out 

(Continued on Page 42) 


N. Y. A. & H. Club Holds 
Over-Insurance Panel 


WICKMAN, CODY, MOE ON DAIS 





Dangers of Over-Insurance Cited; Lack 
of Incentive Called Key Problem; 
New Ideas Given 





_The New York Accident & Health 
Ciub, which has increasingly become a 
forum for the discussicn of matters im- 
mediately affecting the A. & H. industry, 
again presented an enlightening panel 
discussion — its April dinner meet- 
ing at Whytes’ Restaurant, downtown 
New York. W. B. Cornett, The Pruden- 
tiai, first vice president of the club, 
arranged the program and introduced the 
speakers, 

Speaking on “When is Over-insur- 
ance,” J. M. Wickman, second vice pres- 
ident for A. & S., Mutual Life of New 
York, stressed the inadvisability of over- 
insurance for the individual. Donald D. 
Cody, second vice president and group 
actuary, New York Life, discussed Group 
insurance and the industry’s efforts to 
solve over-insurance. The third panel 
member, New York A. & H. Club Pres- 
ident Douglas J. Moe, second vice pres- 
ident for A. & H., Colonial Life, spoke 
on over-insurance in franchise-associa- 
tion group plans. 


Wickman Reiterates Warnings 


Mr. Wickman, who emphasized the 
seriousness of Over-insurance at the re- 
cent LIAMA accident and sickness meet- 
ing in Chicago, (See The Eastern Under- 
writer, April 15), reiterated his warning 
that it invites such practices as over- 
utilization of hospital and medical serv- 
ices, malingering, fraud and collusion. 

Over-insurance, he believes, can very 
well result in “increased costs of pro- 
viding insurance, tightening of policy 
terms, more stringent relation to earn- 
ings or pro-rating clauses, to say nothing 
ot litigation and_ regulation. Most 
serious of all, is having this business, all 
or in part, taken over by the government 
rac the basis that we are not doing the 
job. 
key points Mr. Wickman 
brought out before the A. & H. Club 
concerned the amount of income insur- 
ance a person should have, hospital pol- 
ictes with deductible provisions and dup- 
lication of coverage in the major medical 
field. His comments are as follows: 

“I believe any person, regardless of 
income, ought to have income insurance 
somewhere between $750 and $1,200 a 
month. There are few people who could 
not adjust their livings so as to be quite 
comfortable with that kind of tax free 
income. When we get into the higher 
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Combined, Amer. Up 24.9% 
In First Quarter Writings 
Premium volume of the Combined of 
America and its wholly owned subsid- 
iaries was $9,886,103 in the three months 
ending March 31. This represents an in- 
crease of 24.9% over the $7,914,248 in the 
comparable 1959 quarter. 
The company has declared its regular 
second quarter stock dividend of 10% 
of the par value, amounting to 10¢ per 


share, payable June 9 to holders of rec- 
ord at the close of business May 20. 





brackets we find that these people usu- 
aily have investments to supplement their 
income when disabled. 

“It is unfortunate that hospital policies 
with deductible plans are not as popu- 
lar as first dollar coverage. I believe that 
if the insured is encouraged to assume 
small losses and use his premium dollar 
for protection against larger and other 
types of losses, more deductible plans 
can be sold. 

“Since there is little danger of dupli- 
cation in the major medical field—I can- 
not imagine a person buying two M-M 
policies each with a $500 deductible. 
Here again the coverage should be 
gauged to the need and economic status 
of the buyer. If there is a basic cov- 
erage, the M-M should contain a large 
enough deductible so as to minimize the 
opportunity for duplication of benefits 
in the hospital-surgical policy. 

As in his LIAMA address, Mr. Wick- 
man urged those in attendance to adopt 
and promote the idea of building up de- 
ficiencies in incomes which would be lost 
by virtue of disability. “Building them 
up, not to the former income level,” he 
declared, “but to a point ... where the 
insured is grateful for having an insur- 
ance man who sold him the policy, but 
still wishes he could get back on the 
job so that his income would provide 
a better living and a brighter future.” 


Cody Cites Lack of Incentive 


Donald D. Cody, chairman, over-insur- 
ance subcommittee of the HIAA Com- 
mittee on economics of financing medical 
care, next told the audience that the 
primary danger of over-insurance in 
Group A. & S. is lack of incentive. 

“Lack of incentive to become rehabili- 
tated and to return to work,” he ex- 
plained, “weakens the moral and eco- 
nomic fiber of the community. The re- 
sult is that insurance companies lose 
money or premiums are unnecessarily 
high.” Mr. Cody further stated: 

“Because of the good economic climate, 
recent inflation in incomes and current 
ample employment opportunity, it would 
appear that, at least in the Group in- 
surance area, over-insurance of disabil- 
ity income does not currently exist in an 
important way. 

“However, as the 1930s showed us, 
over-insurance is a potential danger 
which will become an immediate danger 
in depressed economic conditions. Over- 
insurance in this area is an explosive 
thing whereas in the medical care area it 
is more like a wasting disease.” 

Mr. Cody is of the opinion that in the 
future it may be possible to write both 
individual and Group policies with man- 
dated clauses aimed against over-insur- 
ance. Such clauses would pro-rate among 
all covering policies, whether Group or 
individual, a pro rata share of the 
charges, each share being fairly arrived 
at so that the insured individual would 
pocket no money as a result of existing 
duplicating policies. 

“This is a difficult problem for several 
practical reasons,” ‘he pointed out, “to 
say nothing of the problem of obtaining 
any uniform type of legislation across the 
country.” The speaker feels the public 
believes there ought to be a return of 
premium, if an individual policy does not 
pay the full benefits. “However, such 
premium return is difficult to define in a 
policy and difficult to administer practi- 
cally,” he noted. 

Another problem Mr. Cody presented 
for consideration, was the determining 


(Continued on Page 42) 
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Medicare Program for 
Aged to be Voluntary 


FLEMMING DISCLOSES DETAILS 

Administration’s Plan Certain To Be 

Big Discussion Topic at HIAA’s 
Annual Meeting in Dallas 


A. & H. leaders who will gather in 
Dallas next week for the annual meeting 
of the Health Insurance Association of 
America will have an opportunity at their 
executive session May 16, opening day of 
the gathering, to express their views on 
the Administration’s Medicare program 
for the aged, recently presented by HEW 
Secretary Arthur S. Flemming to the 
House Ways and Means Committee. 

As indicated by Dr. Flemming, this is 
a voluntary plan for senior citizens which 
would “preserve the opportunity for pri- 
vate insurers to continue to demonstrate 
their ability to develop major medical 
expense programs for the aged.” Under 
a plan approved by the U. S. Department 
of Health, Education and Welfare, it 
would be administered by the states who 
would authorize appropriate private or- 

ganizations as agents, 


Medicare Benefits 


The Medicare program would pay 80% 
(100% for public assistance recipients) of 
the costs of the following comprehensive 
and medical services for all participants 
who had established their eligibility, and 
where such services have been deter- 
mined to be medically necessary: 

Hospital care (180 days), skilled nurs- 
ing home care (365 days), organized 
home care services (365 days), surgical 
procedures, laboratory and X-ray serv- 
ices up to $200, physicians’ services, den- 
tal services, prescribed drugs up to $350, 
private duty nurses, and physical restor- 
anion services 

The governmental cost of the program 
would be financed by the Federal Gov- 


ernment and the states on a matching 
basis. Federal matching would be 50% 
on the average with an equalization 


formula ranging from 33 1/3 to 66 2/3% 
for the Federal share. 

Dr. Flemming said that if all 
participate and if the 80% of those who 
are eligible enroll, the estimated Federal- 
state cost of the plan would be $1.2 bil- 
lion with the estimated Federal share at 
$600 million. 

He also noted that increases in 
and increased utilization of facilities 
could lead to an increase in these esti- 
mates. The make ready cost for the fiscal 
year 1960-61—including grants to states 
to help them develop their programs— 
would be about $5 million, he predicted. 
Dr. Flemming believes the plan would 
achieve the following results: 

(1) It permit the to decide 
for himself whether or not he will participate in 
the program. 


states 


costs 


would individual 


(2) It would preserve the opportunity for pri- 


vate insurors to continue to demonstrate their 


ability to develop medical 


grams for the aged. 


major expense pro- 

(3) It would divide the cost equitably among 
the entire population by providing for financing 
the Federal share out of general revenues, con- 
trasted with a payroll tax that places the entire 
burden on earnings of less than $4,800. 

(4) It would provide a wide range of benefits 
without placing a premium on institutional care 
alternative lower cost services. 
would facilitate the most effective and 
economical use of available medical facilities and 
services. 

(5) It a built-in incentive for 
judicious use of health facilities and services by 
requiring the individual (other than public assist- 


as opposed to 


Thus, it 


would provide 


ance recipients) to share 
deductible of $250. 


in the cost above the 





DATA PROCESSING BUILDING 

Hardware Mutuals insurance compan- 
ies have completed their $370,000 data 
processing building at Stevens Point, 
Wis. The electronic data processing in- 
stallation will be completed next Decem- 
ber with delivery of a transistorized IBM 
7070 computer system, and a high speed 
IBM 1401 magnetic tape input and out- 
put system. A few magnetic tape reels 
will replace hundreds of file drawers of 
punched cards. 


A. & H. Late News 


Frank A. Walton, of Toronto, was 
elected president of the Canadian Health 
Insurance Association at its first annual 
meeting at the Royal York Hotel, Toron- 
to, this week. Mr. Walton is executive 
vice president of Mutual of Omaha. 

This 118-member association embrac- 
ing all major companies w riting accident 
and sickness insurance in Canada with 
premium business in this field of approxi- 
mately $165,000,000, also elected: 

R. Reid, president and managing 
director, London Life of Ontario, as vice 
president, and Hartley D. McNairn, Q.C., 
general manager for Canada of Pruden- 
tial Assurance Co. of Montreal as honor- 
ary treasurer. W. Douglas Bell contin- 
ues as managing director. ‘Reports pre- 
sented at the meeting will be reviewed 
in our next issue, 


Ballin Agency 35 Yrs. Old 
Moves to Larger N. J. Offices 


The S. S. Ballin Agency, Inc., which 
is observing its 35th anniversary this 
year, now occupies much larger offices in 
Union, N. J. compared with its previous 
quarters at 9 Clinton St., Newark. It 
also maintains branches in Brooklyn (50 
Court St.), New York (271 W. 125th St.) 
and ‘Camden, N. J. (709 Market St.). 

Head of the agency is Samuel S. Bal- 
lin who is also 35 years in the business. 
In this time he has built up life and 

& H. production to the point of 2% 
million annually. 

Mr. Ballin and Richard Plasschaert, 
his Union, N. J. manager, announced this 
es the agency’s appointment as 

. & H. general agents of the Hearth- 
tol Insurance Co. of Boston, a mem- 
ber of the Combined of America Group. 


AMIA Annual Meet 


(Continued from Page 37) 








even their policyholders, that 
company finds most difficult.” 

Mr. Kemper then asked his audience: 
“Are each of us giving complete service 
to our policyholders, whether they be 
large or small? Are we over-paying di- 
vidends, or over-deviating? Is our pro- 
duction cost excessive in view of the 
lower rate level in most lines? Are our 
companies over-valuing their assets ?” 

If companies are showing stocks at 
market value, he said, citing an example, 
“are they putting up a reserve equal to 
the unrealized appreciation, or at least 
a reserve for the long term capital gains 
tax, which of course would have to be 
paid if they ?” He fur- 


a larger 


sold the stocks?” 
ther questioned as to whether companies 
were being realistic in facing the next 


few years, “in reducing their expense 
to the lowest possible point.” 

The reduction of the price advantage 
of mutual vs. stock does not concern 
Mr. Kemper. He pointed to service as 
the most important gift to the insuring 
public, “service to the individual policy- 
holder as well as the large policyholder; 
seeing that he is properly and com- 
pletely covered and making certain that 
in event of a loss he gets every possible 
consideration, 

“On the question of a change in the 
Federal tax of mutual insurance com- 
panies,” Mr. Kemper declared “it is ob- 
vious that a mutual insurance company 
does not make a profit and, therefore, 
should not be taxed on its underwriting 
earnings. Any tax should be levied only 
against its investment income—if even 
that—this notwithstanding the fact that 
mutual insurers are now paying heavier 
taxes than their stock competition.” 


Haskell Says: ‘No Federal Tax 
Legislation This Year’ 


Discussing the Federal tax status of 
fire and casualty companies, Mr, Has- 
kell said there will be no Federal tax 
legislation this year. “Taxes incurred 
on business of 1960 will be calculated 
under the present provisions of the In- 
ternal Revenue Code,” he added. 

Mr. Haskell reminded his audience 
that the mutual tax provision of the code 
were developed in 1942 and that Alliance 
companies pay corporate rates on their 
net taxable investment income and re- 
alized capital gains, or 1% of gross in- 
come, whichever basis produces the 
greater tax. 

When this tax formula was developed, 
he pointed out, it was the contention of 
the mutual business that, “if our com- 
panies were to be taxed at all, the only 
proper basis was our so-called ‘third- 
party income’ from investment trans- 
actions. 

“It was our further contention that 
funds paid in as premiums or assess- 
ments by mutual po.icyholders were con- 
tributions to a pool from which to pay 
indemnification to those members of the 
group who suffer losses and to pay the 
expense of protecting and administering 
the pool.” 

Mr. Haskell explained that any sav- 
ings resulting in underwriting earnings 
cannot be construed as a “profit” in a 
mutual organization “since such earn- 
ings are either returned to the policy- 
holder as a refund on his deposit or are 
retained in the company’s surplus and 
continue to perform the essential and 
necessary insurance functions of a re- 
serve against abnormal losses, or to cre- 
ate a necessary basis for future growth. 

“Unlike a stock company, a mutual 





company cannot go to the capital equity 
any tax upon 


market for such funds and 
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such retention would place mutual com. 
panies at a competitive disadvantage 
with stock organizations that may and 
do use the capital market to increase 
their capital reserve.’ 

Referring to the consideration of in. 
surance taxation by the House Ways 
& Means Committee last December, Mr, 
Haskell reported that there seems to 
exist “a widespread feeling that some 
change in the mutual tax law should be 
undertaken.” He hastily added that “this 
does not mean the Boggs-Baker bills 
are the proper solution.” 

The speaker believes the 
and intensive activity of the Allstate 
Group” has caused this desire for change, 
“It should be kept in mind,” he noted, 
“that it has been the decision of the di- 
rectors of the Mutual Insurance Com- 
mittee on Federal Taxation, who have 
the overall responsibility for protecting 
the mutual tax interests, that the time 
is not yet ripe to start a counteroffen. 
sive.’ 

In summary, he brought out that cer- 
tain prejudices and preconceived no- 
tions exist on this subject and that in 
any reconsideration of the mutual tax 
formula, the theories involved in the life 
tax bill are significant. Mr. Haskell 
sees important studies ahead on Alliance 
staff level. “We must be prepared,” he 
concluded, “and I believe we are, to offer 
technical assistance in these studies 
which will have an important ‘but not 
necessarily decisive effect on the tax- 
writing committees of the House and 
Senate.” 


“widespread 


Keyser Cites Dangerous Situation 


Mr. Keyser, next speaker, said the in- 
creasing trend toward automation was 
“not all bad” and that direct billing was 
not necessarily harmful to the agency 
system, 

He finds the most violent area of 
change is the present competition in the 
automobile field. “It is reflected in num- 
erous policies and more numerous rat- 
ing plans,” he declared. The National 
Association believes this present situa- 
tion is dangerous and hopes for reason- 
able uniformity once again, 

“Perhaps the admission that automo- 
bile and homeowners are becoming es- 
sentially mass market items is a primary 
basic change in the making. We do not 
necessarily concede that all automobile 
and homeowners business — fall in 
this category. We admit, however, the 
success premium-wise of the companies 
which have chosen the mass market 
technique, but doubt that in the long 
run pure volume is the sole test of suc- 
cess.” 

Keyser hit out at what he calls 
the “lace petticoat” underwriting of auto- 
mobile insurance which is designed to re- 
strict acceptances to the very select 
risks and “throw the balance of the busi- 
ness to the agency companies.” He is 
convinced this will not work “because 
ultimately the great majority of people 
who do not fall in this select class will 
demand an accounting.” 

Predicting that reductions in commis- 
sions, primarily in automobile, “have 
probably run their course in the greater 
part of the country,” Mr. Keyser said 
that mutual agents will take all the help 
companies will give them if assured of a 
fair contract. He added: 

“In coming years, the mutual agent 
will continue to improve his educational 
status, write more commercial lines an 
enjoy the blessings of automation. The 
agent will make more money out of com- 
mercial business than personal lines, and 
small businessmen will get better insut- 
ance service.” He concluded: 

“This agent of tomorrow will: Be @ 
better manager, plan for agency per 
petuation, merge with other agencies 
when necessary. He will have better 
accounting procedures and personnel 
programs, select his companies with 
greater care, seek reliability and_ sales 
aids from his companies. 

“He will be more sales and inde 
conscious. If he is a marginal agent, 
will fall by the way or become a je 
licitor. The future agent will enlarge 
his staff, take more partners, and wi 
satisfy their longing for participation 
He will be a strong association man.’ 
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Pelton Discusses A. & S. 
Persistency Problem 


AT CHICAGO ~ LIAMA MEETING 





Stresses Agent-Policyholder Relation- 
ship, Co. Training, HIP Award Dur- 
ing Keys to Efficiency Panel 





Lyle B. Pelton, LIAMA senior con- 
sultant, speaking on a panel titled “Keys 
to Greater Efficiency” at the associa- 
tion’s recent Chicago conference on ac- 
cident and sickness agency problems, 
called the agent “the culprit responsible 
for poor persistency.” Mr. Pelton was 
quick to point out, however, that “we 
should not be too harsh on ‘the agent” 
because he may be strongly influenced 
in the type of business he writes and 
how he writes it. 

After quoting figures from the 1949 
A. & S, Buyer’s Study and the subse- 
quent follow-up of two year persistency 
showing that difference in persistency of 
non-can. business over commercial busi- 
ness was practically nil, the speaker went 
to the heart of the problem. 

“The attitude, sales philosophy, train- 
ing and supervision provided by the 
home office and field management 
strongly influence the type and manner 
of business the agent writes,” Mr. Pel- 
ton asserted. He went on to stress two 
factors the agent controls which influ- 
ence persistent business: 

“1. Characteristics of the people he 
sells which includes the policyowner’s 
ability to pay and his belief in the value 
of his purchase. 

“2 The quality of the agent and the 
way in which he sells. Does he fit the 
insurance to the prospect’s needs?” 


Retail Credit Reports Used 


Mr. Pelton, turning to a recent LIAMA 
persistency study on & S. revealed 
the following items that were explored 
for predictiveness of persistency: In- 
come, mode of premium, age, ownership 
of life insurance, cash with app, owner- 
ship of loss of time, ownership of hos- 
pital policies, occupation, marital status, 
medical basis, Retail Credit Co, or mer- 
cantile report, elimination period, in- 
demnity for accident and sickness, ma- 
ternity benefits, type of agent and ‘claim 
settled. 

Stressing next the use of the rater, the 
speaker said he believ ed it will be an in- 
valuable supervision and training tool 
‘in determining a lapse problem with 
individual agents long before you can 
collect actual data.” With new agents, 
he pointed out, “you can identify the 
lapse problem early and take corrective 
action fast.’ Other agents with poor 
persistency would also benefit. “In addi- 
tion, the rater trains agents to recog- 
nize factors influencing persistency. 

“By using this rater you eliminate the 
situation of trading a headache for an 
upset stomach,” Mr. Pelton told his 
audience. “You can correct the lapse 
problem to some degree by firing the 
agent—better yet the general agent— 
but you also lose the agent. This repre- 
sents a considerable loss to the home 
office and field management in money 
and time.” 

Suggests HIP Award to Spur Agent 

Mr. Pelton believes the agent wants 
training and supervision in prospecting 
and selling to help him make more 
money and personal satisfaction in doing 
his job well. “There are many ways to 
accomplish this,” he said, “but I would 
like to mention the HIP (Health Insur- 
ance Persistency) award specifically. It 
is the A. & S. answer to the life Na- 
tional Quality Award. 

“The U. S. and Canadian companies 
have found the NQA valuable in_the 
Promotion of persistent business. They 
found, too, that being an institutional 
award, it is a useful method of giving 
tfecognition to those agents who have 

one an outstanding job in this area.’ 

Mr. Pelton explained that the HIPA 
Which was started this year, is spon- 
sored by NALU, IAAHU, and LIAMA. 

hile there are many rough spots to be 
smoothed out, he is of the opinion that 

“the award will fill a void of long stand- 
‘ng in the A, & S. business.” 


Frank Lang's Address 


(Continued from Page 37) 


quality and desirability of risks, insur- 
ance to value, and if properly trained, 
to help engineers to improve risks. In 
at least one company, claims men share 
some of the duties of fieldmen, under- 
writers and engineers.” 

After explaining how his firm had im- 
proved the branch claim operation of one 
of the most successful insurance com- 
panies, the speaker observed: “We could 
refer to a number of case histories where 
a decrease up to 10% in loss ratio and a 
reduction up to 5% in the expense ratio 
could be contributed solely to improve- 
ment in claims performance. I would be 
willing to wager that there is hardly a 
company that could not reduce its com- 
bined loss and expense ratio by several 
percentage points through a complete 
review of its claims practices.” 

In commenting on management report- 
ing trends, Dr. Lang said: “The wider 
use of statistical data in both decision 
making and communication of plans and 
results has made the understanding of 
statistical concepts mandatory. From 
our extensive work, we have found that 
the proper formulation of the problem 
often constitutes a good share of its 
solution. Clarifying a problem and ex- 
pressing it in quantitative terms is more 
often than not the ‘first step in decision 
making.” He continued: 

“Regardless of the complexity of the 
reporting system, the degree of automa- 
tion, and the detailed data available, the 
real tools of control for the president 
are people, particularly his management 
staff. All of his planning, decision mak- 
ing, and actions are no more or less ef- 
fective than the capacities and willing- 
ness of the men under him to carry them 
out.” 

Throughout his discussion of operating 
trends, Dr. Lang stressed that, not only 
to grow in the new insurance environ- 
ment, but even to survive, companies 
have found it necessary to radically de- 
part from “traditional principles and 
practices that have been considered 
sacrosanct for more than 100 years.” 

Seven Sources of Counsel Available 


In summarizing the sources of counsel 
available to the president of an insur- 





personnel, 
companies. 


bent: in other words, 


This is not just another 


education, 


confidential, of course. 





ASSOCIATION GROUP INSURANCE 
SALES MANAGER AND ADMINISTRATOR 


We are a 53 year old, multi-million dollar A & H general agency in Philadelphia with 
a substantial Association Group Department. Our Association clients are blue-chip 
professional societies. We represent the largest and best companies in the industry. 


The man we seek will work directly with the President of our company and will be 
expected to assume full responsibility for the management of our Association Group 
Department within one year. His duties will involve merchandising and sales manage- 
ment, public relations and advertising, coordination of the department and its 
and the conduct of relations with client associations and insurance 


Obviously, our candidate is a persuasive sales type with a strong administrative 
management material, 
with people should make him at home in conference with top professional men, or 
conducting a sales meeting, addressing small groups or planning campaigns with ad- 
vertising agencies. He is preferably a college graduate with several years' background 
in Association Group, at agency or home office level. 
experience, general A & H background will suffice. 


"job", but a bona fide career opportunity for a qualified 
man who can accept challenge and handle responsibility. 
specifics of business experience, and present income. 


WRITE BOX 2808 
The Eastern Underwriter, 93 Nassau Street, New York City 38 


Experience and talent in working 


In lieu of association group 


In replying, give age, 
Replies kept 








ance company, Dr. Lang cited the fol- 
lowing seven: 

1. His executive staff. There are times when 
he must seek answers outside of his organization. 

2. His board of directors. The board may be 
able to give general counsel, but is usually not 
qualified to provide answers to complicated 
problems of insurance. 

3. Presidents of other insurance companies. 
In many instances, these men are faced with 
similar problems and are also seeking answers. 

4. The staffs of trade associations and rat- 
ing bureaus. Because these people depend for 
their livelihood on the men who seek their ad- 
vice, diplomacy or public relations will often 
necessarily dictate their counsel. 

5. Supervisory officials. The president’s re- 
luctance to ask guidance from this group except 
in extreme emergencies can be well appreciated. 

6. Bankers, lawyers, accountants, friends in 
other businesses. They can help if they under- 
stand the intricacies of the insurance business, 
and have the courage to tell the truth to a man 


A. & H. Club Outing 


The Accident & Health (Club of New 
York will hold its 28th annual outing 
Tuesday, May 24 at the Fort Hill Restau- 
rant, formerly Schmidt’s Farm, Scars- 
dale, N. Y. Cost will be $10 per '‘member 
or guest. 

The committee in charge, headed by 
Jack Parsons, Royal- Globe Insurance 
Group, has arranged a program of golf, 
horseshoes and softball with prizes to be 
awarded for best scores. Incentive in the 
golf tournament to be played at Dun- 
woodie Golf Club will be the Club (Cham- 
pionship trophy, open to members only. 





who may be an important source of business. 

7. Professional consultants. These men can 
be helpful provided that they already understand 
the highly specialized problems of the insur- 
ance business without the necessity of learning 
them at the company’s expense. 





or True Group case. 


Guaranteed Renewable Policies Available! 


SELLING WORDS TO A BUYING PUBLIC 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. Thus 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 















Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 
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Schubert Evaluates Major A. & S. Problems 


(Continued from Page 39) 


This includes charges 
for hospitalization, physicians and sur- 
geons, registered nurses, physiotherapy, 
x-ray and radium treatment, laboratory 
examinations ambulance 
drugs, medicines, compli- 
cations of maternity, and dental 
resulting from accidental injury. There 
is a general exclusion of such items as 
expenses covered by workmen’s compen- 
sation, expenses for eye refractions, 
glasses and hearing aids, dental care not 
resulting from accidental injury, “check 
up” examinations, “] hospital ac- 


of the hospital. 


and studies, 


service, blood, 


care 


luxury’ 
comodations, charges incurred in any 
governmental] hospital and normal ma- 
ternity care. 

Coverage for mental disease and func- 
tional nervous disorders are usually 
limited to charges incurred while the 
person is a resident in-patient in a gen- 
eral hospital, said Mr. Shubert. These 
policies provide a large maximum bene- 
fit limit ranging generally from $5,000 
to $10,000. All such plans have two 
principal built in safeguards known as 
the “deductible” 


and “co-insurance” fea- 
tures. 
Deductibility 
The “deductible” means that covered 


expenses must accumulate up to a speci- 
fied point before any payments will be 
made under the policy. In individual 
policies, this deductible is frequently a 
fixed amount ranging from $300 to $750. 
In Group policies, it can be substantially 

lower depending on the income of the 
individual. For low paid persons, it may 
be as little as $50 (if the deductible is 
this low the policy is actually a com- 
prehensive major medical policy.) The 
speaker said some _ individual policies 
vary the deductible with the insured’s in- 
come at the time of the claim. The pol- 
icy specifies income brackets with a fixed 


dollar deductible applicable to each 
bracket. 
The Corridor Type 
There is also what is known as a “cor- 


ridor” type deductible which has a wide 
application in Group policies. The in- 
dividual is insured under a basic plan 
(providing first dollar hospital-surgical 
Seema as well as a major medical 
plan. All charges under the basic plan 
are excluded from the eligible expenses 
covered by the major medical expense 
plan. After the basic plan has paid all 
the costs provided by its coverage, there 
is a fixed dollar “corridor deductible 
which is frequently $100 or $200, but can 
be any other amount. This means that 
after the benefits provided by the basic 
plan have been exhausted, the individual 
must pay the “corridor deductible” 
amount before the major medical bene- 
fits become payable. Individual major 
medical policies do not provide compre- 
hensive major medical benefits (a basic 
plan and a major medical plan in the 
same policy). “A few companies experi- 
mented with this type of coverage and 
the resulting loss ratios were very high.” 
The speaker continued: “There is ap- 
parently too much lack of co-insurance 
with the result that many unnecessary 
medical services are sought by the cov- 
ered individuals. Also by duplicating 
his basic plan coverage in other com- 
panies, the insured can actually make a 
profit out of an illness or accident thus 
increasing the temptation to seek un- 
necessary medical services. 

“The co-insurance feature requires the 
insured to share a specified percentage 
of eligible charges with the insurance 
company. One basis for such co-insur- 
ance is 25%—75% which means that after 
the deductible has been satisfied, the in- 
sured pays 25% and the insurance com- 
pany 75% of all eligible charges up to 
the maximum limit specified in the pol- 
icy. A majority of the companies now 


provide co-insurance on a 20%—80% 
hasis. Some policies contain allocated 


inner limits which act as a co-insurance 
feature. This means that the policy 


places specified dollar limits on various 
eligible expenses generally expressed as 
X dollars per day for Y days of hospital 
care, a fixed dollar amount for surgeon’s 
charges, nurses charges, etc. Thus the 
insured has some pecuniary interest in 
helping control medical care costs.’ 

There is yet another feature required 
for the sound operation of this type of 
insurance, Mr. Shubert continued. It in- 
volves some type of “cut off” provision 
after which the deductible must again 
become effective. There is a benefit per- 
iod (which is as short as a year in some 
companies, as long as five years in others, 
but is two years in most companies) that 
begins on the date the first eligible 
charge applied to satisfy the deductible 
is incurred. Payment continues during 
the benefit period (subject, of course, 
to the deductible, co-insurance and ag- 
gregate limit) and at the end of the 
benefit period, the deductible again be- 
comes effective and must be satisfied 
before further payments are made. Then 
a new benefit period is established. A 
number of companies add on to the bene- 
fit period any additional period during 
which the covered person is continuously 
confined in a hospital. Group insurance 
policies frequently employ a “ca‘endar” 
deductible in which the deductible must 
be satisfied at the beginning of each 
calendar year. 

“Much of the financial soundness of 
major medical expense coverage depends 
upon sound underwriting.” Mr. Shubert 
said. “Since the maximum limit generally 
does not exceed $10,000. there is no point 
in selling such a policy to ‘wealthy’ 
persons. Thus if the combined income 
of the applicant’s family is in excess of 
$35,000 or $40,000, the underwriter might 
be justified in refusing to issue. Dupli- 
cation is another problem that must be 
carefully watched. Our underw riters will 
not issue major medical to a person who 
has duplicated his basic coverage in two 
or more companies. Because of the way 
the pro-rata clause of the required stand- 
ard provisions is worded, it is impossible 
for the policy to contain a satisfactory 
anti-duplication clause. Thus the only 
way to control the duplication problem i is 
for every underwriter to refuse to issue 
if he knows that an applicant already 
has duplicated his basic coverage. Un- 
fortunately all companies in their appli- 
cations do not ask about duplication of 
basic coverage. The moral hazard is one 
we always examine carefully. If the in- 
spection report indicates any type of 
sharp or unscrupulous business dealing, 
a bad claim record on other health in- 
surance, Or any attempts to feign or 
magnify an injury in an automobile or 
similar accident, we will not issue. On 
the other hand, certain inconsequential 
conditions (such as varicose veins) which 
are important in underwriting for basic 
surgical coverage can be disregarded in 
major medical underwriting because of 
the large deductible. Nervous and men- 
tal diseases constitute the underwriters’ 
biggest headache. Such illnesses can be 
very expensive and prolonged. Any his- 
tory of such disorders usually results 
in refusal to issue. The companies are 
constantly striving to find ways to meet 
this problem but no really satisfactory 
solution has yet been reached.” 





Ernst, O’Connor To Speak at 
Indiana A.&S. Assn. Meet 


Carl Ernst, director of A. & S. for 
North American Life & Casualty, Minne- 
apolis; E. H. O’Connor, managing direc- 
tor, Insurance Economics Society, Chi- 
cago; and State Senator J. Russell 
Townsend, Jr. of Indiana will speak at 
the annual meeting of the Indiana A. & S. 
Association in Indianapolis on June 3. 

The meeting will be joint with the 
Indianapolis A. & H. Association and will 
include luncheon and an afternoon golf 
tournament. 


N. Y. A & H. Club Panel 


(Continued from Page 39) 


of facts about duplication when a claim 
is submitted. He advised that machinery 
set up to accomplish this would be quite 
expensive and would delay the payment 
of claims to the point that the insurance 
business would lose its reputation for 
prompt payment. He continued: 


“Much of the thinking along these lines is 
aimed at the larger claims where the full effects 
of over-insurance are more pronounced and 
which relatively infrequently and hence 
would not involve such frequent use of report- 
ing machinery and such frequent delays. 

“For the disability 
such clauses might be 
income 


occur 


income area 
used only for disability 
lasting longer than, say, a year during 
which year the existence of duplicating policies 
could easily be established. In the medical care 
area, situations involving payments below a cer- 
tain amount in a calendar month similarly would 
not be subject to proration.” 


instance, in 


Mr. Cody disclosed that the insurance 
industry and Blue Cross have been re- 
quested by the National Association of 
Insurance Commissioners to examine 
these problems “and to suggest what, if 
any, legislation is desirable. 


“So far, it has only been possible to establish 
the problem in the manner just described and 
to state that the existing uniform legislation (the 
so-called relations to earning statutes, and the 
other insurance coverage statutes) are quite 
worthless, 

“However, we can expect in the near future 
a more extensive examination of this general 
problem and further developmental work. 

“In the meantime it is important to consider 
this problem in its true perspective and not to 
move so fast in the legislative area as to inhibit 


more careful long-range 


accomplishments.” 


Moe on Franchise-Association Group 
Plans 


Over-insurance in franchise-association 
group plans, appears to the greatest 
degree in the loss of time father than 
in hospital or medical care benefits, 
Douglas J. Moe, member of the HIAA 
over-insurance subcommittee, said in his 
opening remarks, 

“With the income benefit field,” he 
pointed out, “the problem exists to the 
largest extent in the plans offered to 
professional groups, although it does 
exist also in any franchise group.” 

Mr. Moe emphasized that the profes- 
sional groups create the most difficult 
problem because of the possibility of one 
individual holding membership in several 
associations involving different jurisdic- 
tions. “For instance,” he said,” a physi- 
cian can be a member of his city, county, 
state medical association and in addi- 
tion be a member of one of the national 
medical colleges. 

“Each of these organizations may offer 
its members a loss of income A. a 
policy or certificate with the possibility 
of benefits as high as $150 weekly. Some 
doctors have been known to carry, by 
reason of these multiple memberships 
and plans, as much as $2,300 monthly 
income.” 

The same problem exists in the dental, 
legal and engineering professions, Mr. 
Moe brought out and continued: “When 
association group insurance was first 
introduced the maximum benefit was $50 
weekly with a limit of five years acci- 
dent, one year sickness. Now companies 
offer up to $150 weekly for as long as 


lifetime accident, seven or ten years 
sickness. 
Due to the possibility of “qualifying 


the group,” that is, obtaining the re- 
quired enrollment (usually 50%) within 
the required time period which would 
result in the company waiving underwrit- 
ing, many companies use either very 
short enrollment cards or applications 
which call for no information as to exist- 
ing income insurance, he stressed. 

“The policy, not being a true non- 
can. policy under the present law, is not 
allowed to have a relation of earnings to 
insurance clause in it. Also being indi- 


vidually non-cancellable — the company 


Cont’] Casualty Offers 
New 65-and-over Policy 


FOR CATASTROPHE PROTECTION 


Company Believes Plan’s Hospitalization 
Benefits Are More Extensive Than 
Congressional Proposals, Details 


People 65 years of age and older wi] 
be offered a low cost catastrophe hos. 
pitalization policy to protect them aginst 
the financial strain of prolonged and 
expensive illness. This new hospitaliza- 
tion coverage was announced last week 
by Continental! Casualty. 

“This policy provides more extensive 
hospitalization benefits than those which 
Congressmen are proposing to add to the 
Social Security program at an estimated 
cost of some $2,000,000,0000 annually,” a 
company spokesman reported. 

Paying up to $5,000 for any sickness or 
accident, the policy also covers hospital 
room and board up to $25 a day and 
other benefits, similar in type to those 
included in President Eisenhowers med- 
ical care program presented to Congress 
last week. 

‘Continental Casualty, which has in- 
sured more than 1,000,000 people over 65 
years old, is calling the program 500) 
Reserve. This policy is a true catastro- 
phe hospital policy which will pay a max- 
imum of $5,000 for each hospital con- 
finement with a deductible of the first 
Immediate protection is provided 
against any sickness or accident after 
the effective date of the policy and in- 
cludes all pre-existing conditions six 
months after the policy has been in 
force. Enrollments in this new program 
will be accepted until May 23 in the 
Chicago, Washington and _ Baltimore 
areas. All policies will become effective 
May 25. ; 

The premium for this coverage will be 
set at $7 per month. Continental Cas- 
ualty believes this new hospitalization 
protection is the logical development on 
the part of the private insurance indus- 
try to provide all types of hospital pro- 
tection for the aged. 





can only terminate the entire group but 
not any one policy—the company has no 
recourse in termination if the insured is 
fcund to ‘have pyramided his income 
insurance to a dangerously overinsured 
degree.” 

Four Solutions 


Mr. Moe believes that currently there 
are only four solutions to the franchise 
over-insurance problem. 


“(1.) Companies should refuse to offer fran- 
chise or association type coverage concurrently 
with an existing plan on the same group. 

“(2.) The proposal to the association and sub 
sequent brochures to the members should reserve 
the right of the company to refuse issue of a 
policy to any member whose application reveals 
that he already has coverage deemed adequate 
under sound A. & H. underwriting rules. 

“(3.) The application for use by the individual 
member should contain a question as to other 
loss of time insurance. 

“(4.) Terminate the entire group where over 
insurance of the members poses a real problem.” 


Admitting that, the first three solutions 
are only valid on a “going in” or issue 
basis, Mr. Moe concluded that “there is 
need for policy provision control of 
over-insurance in the franchise field but 
until we reach that goal, it behooves 
underwriters of such business to use the 
safeguards they have now only at pro- 
posal or issue time.” 





RELOCATE ILL. BRANCH OFFICE 


Civic dignitaries and Standard Acci- 
dent officials from its Qhicago branch 
recently attended dedication ceremonig 
when the company’s Mount Vernon, 
office moved to a new building at 1 
North Salem. 
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RIDE A TAIL WIND 











... With INA—America’s No. 1 independent aviation underwriter 


There will be many new business and private plane policies to write, in this fast-moving 
aviation age. You stand a better chance to get business when you have strong INA backing. 
You share the prestige of INA’s impressive leadership, of course. But that isn’t all. You can 
offer INA’s unsurpassed facilities for underwriting and settling claims from 102 offices, with 
aviation specialists at your side... plus thorough safety inspection service, when needed. 


INA’s tail wind is a windfall of extra value—for the agent with a future. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America ° Indemnity Insurance Company of North America ° Life Insurance Company of North America 


Philadelphia 
































Guaranteed Cost Policies 
for every purpose, 


every need 







SINCE 1865 


One of the 


leadin g 


life 
, insurance 
compantes 


THE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 





Life Insurance in Force... More than 25 Billion Dollars 
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